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There Can Be No Gross Profit Regulations 


merchant is going to far greater lengths than 
ever before in the endeavor to scientize his 


business. 


In years past the mercantile world was inclined to 
look upon the word “‘Science”’ as a word that smirked 
of colleges, universities and chemical laboratories—a 
term that might be of possible use in the so-called 
higher professions, but one that had no place in ordi- 
nary merchandising activities. 

Today, the definition of the word “Science” has 
been simplified until it has come to mean “To 
Know.” 

Any man conversant with industrial and commer- 
cial conditions, realizes that business no longer can be 
done by guess. He who would succeed must know. 

The live wires in business—the merchants who are 
achieving success—are seeking to know the best in 
system and methods for the proper conduct of their 
business. 

So many conditions, heretofore unencountered, are 
confronting shoe merchants today that most of them 
’ are really at sea to determine a reasonable and fair 
mark-up on their merchandise. 

The average merchant is at heart honest, sincere 
and conscientious. He is too good a business man 
not to know that an attempt to filch his customers is a 
boomerang that is sure to fly back and hit him in the 
face. 

Prices have been advancing at such a rapid rate 
that it has been practically impossible for him to 
duplicate merchandise at the original purchase price. 


O N every hand there is evidence that the average 


A goodly percentage of his merchandise is styleful 
shoes that must be merchandised while the craze is 
on or he will face a tremendous loss. 

His rent, taxes, insurance, clerk-hire, transportation 
charges; in fact, practically every item that goes to 
make up his overhead expenses, are climbing higher 
and higher. 

At the same time, as a patriotic citizen, he is in duty 
bound to do all in his power to keep living cost down 
to the minimum. 

A progressive Pennsylvania merchant calls attention 
to the fact that during the war the Government placed 
contracts on a cost plus 10 per cent basis. Evidently 
the Government took the position that 10 per cent 
net on turn over was not an unfair profit. He also 
points out that the men working under these Govern- 
ment contracts were assured of materials and also 
were assured a definite market at a fixed price. 

The retail shoe merchant is assured of neither. He 
is assuming a heavy risk, an indefinite market, and a 
more or less evasive profit. 

The question of mark-up, therefore, becomes a 
matter of grave concern. 

The average merchant recognizes that certain staple 
shoes that have an all-year-round demand and are not 
subject to rapid style fluctuation can be merchandised 
on a closer margin of profit than what we are pleased 
to call novelty shoes. 

The business of the average merchant, however, has 
been centered around the fancier and more luxurious 
type of shoes, and the heavy selling has been in this 
class of merchandise. 
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The percentage of over-head in proportion to gross 
sales must always remain the determining factor in 
mark-up. And yet the problem of determining just 
what the mark-up should be in each of the different 
classes of merchandise of the store is one which de- 
serves the most careful study and most expert atten- 
tion. 


The average merchant would be tickled to death if - 


he could realize a net profit of 10 per cent on turn 
over, as was deemed reasonable by the Government 
when placing contracts for munition and other sup- 
plies. Let, therefore, the minds of the trade go to the 
subject of net profit rather than the system proposed 
of gross profit fixing. 





Preaching and Practising 


N the Boston News Bureau of November 27 
Henry B. Endicott is quoted as saying: ‘‘While 
it seems to me that we cannot expect lower prices, 
it seems that the situation does not warrant expecta- 
tion of higher prices. 
‘ “Tt seems to me the country is pretty sick of con- 
tinually rising prices. Shoes are very high now and 
it is my judgment, at least, that the country need 
not look for higher prices during the next six months.” 

All this sounds very well and is delightful music to 
the ears of the calamity howlers and that group which 
is so devotedly engaged in trying to find some ground 
for the charge of profiteering brought against retail 
shoe merchants. 

What actuated Mr. Endicott to make such a state- 
ment is difficult to guess. Either he was out of touch 
with his own business organization, or else he was 
deliberately making a misleading statement. 

A certain merchant who operates a chain of stores 
placed orders with The Endicott Johnson Company 
for a large quantity of shoes, sizes to be specified by 
December 1. 

. After placing the order, the merchant thought best 
to change the last on two numbers and wrote the 
factory asking permission to make such a change. 
In reply, under the date of November 18th, he received 
a letter from which the following is an excerpt: 
“Regarding two styles No. 5258 and 5264 will say 


that we must have detailed sizes covering these styles 
here by November 25th, as it will be impossible’ for 
us to hold prices open beyond that date.” 

The customer sent in sizes on December 1 as per 
agreement of the original contract. Under date of 
December 4 The Endicott Johnson Company wrote 
this customer advising him that the shoes had 
advanced 75 cents a pair. The original price at which 
the shoes were bought was $6 and the new price was 
$6.75. 

The merchant read Mr. Endicott’s statement in the 
News Bureau, read the letter written him under date 
of November 18 and the other letter written him 
under date of December 4; then cancelled his entire 
unfilled order, which amounted to 5,000 pairs. 


In reply to the letter of cancellation, he received 
another letter from The Endicott Johnson Company 
advising him to reinstate the order, as prices were 
still advancing, and No. 5258 and No. 5264 would be 
considerably higher within a short time. 

Compare if you will the dates of Mr. Endicott’s 
statement in the News Bureau and the dates referred 
to in the letters above quoted, and draw your own 
conclusion whether or not Mr. Endicott was unin- 
formed as to conditions in his own business and shoe 
manufacturing conditions generally; or whether he 
had some other reason for making this statement 
credited to him in the News Bureau and which he has 
so far not denied. 

Every shoe manufacturer, wholesaler and retail 
merchant in the country knows that the merchants 
have paid more for shoes to be sold at retail during the 
Spring and Summer of 1920 than they have ever 
before paid in the history of the business. 

No matter on how close a margin a merchant sells 
his shoes, and no matter what the size of his business 
may be, the advanced price he has been compelled 
to pay will necessarily mean higher prices to the con- 
sumer. é 

Certainly Mr. Endicott did not have in mind the 
conferring of any favor upon the retail merchants who 
have purchased his shoes and shoes of other manufac- 
turers, when he endeavored to impress upon the pub- 
lic that shoe prices would not be any higher during the 
next six months. 
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That Amazing Neglect 


HERMAN ROGERS, who has addressed a large 
number of audiences in various cities, recently 
had this to say as to causes: 

“One of the most astounding phases of the revolu- 
tion epidemic is the lack of interest manifested by 
patriotic citizens in getting at the causes. They do 
not realize what poison is being poured into the minds 
of the workingmen. If one-tenth of what is told them 
is true, no one could blame a worker for carrying a 
red flag. They have been told that they are being 
robbed without mercy; many of them believe it; they 
are fed on utter falsehood, based on the worst appeal 
to ignorance that ever poisoned the minds of men. 
I refer to German Socialism, as illustrated, amplified 
and applied by the Bolsheviki, the I. W. W. and the 
whole breed of anarchy and false economics.”’ 

We have called attention to this remarkable neglect 
more than once. It has been one of the most amazing 
results of an amazing war. The spread of the in- 
fection of influenza was no more remarkable than has 
been the spread of syndicalism. Both would seem 
unbelievable without having it before our eyes. 
Certainly the evil that Marx did was by no means 
“interred with his bones.” In point of fact it was 
only after his death that his long and tedious volume 


of falsehood, ‘‘Das Kapital,” began to. do damage 
through translations. 

The chief hope of the race is that the disease may 
run its course sharply enough in some localities so that 
these may offer warning to the rest, a warning whose 
terms may be unmistakable. ; 

Meantime ever possible sanitary application should 
be made, in the way of economic truth and industrial 
common sense. Increase the average of economic 
health by all possible means in every possible com- 
munity. It is folly to ignore it as appealing only to the 
ignorant. The man next you in the street car may be 
too ignorant for you to desire as a neighbor; but if 
you suddenly discovered he had smallpox you would 
find yourself interested in him—very deeply in- 
terested in him. You would be interested because of 
the harm he might do you; and it might not add much 
to your safety to ignore him and to say “I don’t 
approve of smallpox.” 

No good ever came of a falsehood. We sometimes 
doubt if anything in the world was ever worse than a 
lie. The lie engenders fear and hate, envy and 
malice, anger and discord, and all the vile and un- 
generous’ breed of evils which seek our destruction. 
And Marxism is mainly, basically, essentially, 
spiritually a lie, such as Cain might have followed 
and Satan himself stood sponsor for. 





Every issue now is newsy with the Big Con- 
vention and its Advance Forum. We realize 
that many thousands of our readers cannot at- 
tend the Convention so we aim to give the pre- 
convention ideas in full as well as suggesting the 
treats to come in the January issues covering the 
actual convention. 

Fill out the blank herewith presented and start 
the circuit. You will soon find that this method 
of ‘‘round table discussion’’ of our authentic and 
expert information will benefit you and your 
co-workers. 





For Better Reading "of the “Recorder’’ 
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ARMY SHOES TO THE PUBLIC 
To Be Sold in Army Stores, 1,900,000 Pairs 


Washington, D. C.—The War Department is 
preparing to offer at public sale at fixed prices 
1,900,000 pairs of new army shoes made on the 
Munson last. These are the first new shoes offered to 
the public by the Army, although renovated shoes 
have heretofore been offered. 

The quartermaster general has issued instructions 
for the distribution of approximately 1,000,000 pairs 
of these shoes to the 25 retail stores now being oper- 
ated under his supervision, and they will be available 
to the public as soon as delivery to the stores can be 
effected. The superintendent of each store will make 
local announcement of the date on which the shoes 
will be placed on sale in his store. The remainder of 
the surplus will be distributed to the Army retail 
stores in accordance with the demand developed for 
them. 

The surplus stock includes three classes of shoes, 
namely, the chocolate-colored marching shoe, which 
will be sold in the retail stores, both over the counter 
and delivered on mail orders, at $8.25 per pair; a 
heavy-weight metallic fastened shoe that was manu- 
factured for field use, which will retail at $7.50 per 
pair; and a welt shoe, which will also sell at $7.50 
per pair. 

The shoes to be placed in the Army retail stores will 
range in size from 5’s to 15’s and in widths from A to 
EE. Sizes smaller than 714, however, will be limited 
in number. 

At the prevailing price of shoes in the commercial 
market, these Army shoes are of exceptional value. 


They were manufactured from the highest grade of 


leather obtainable; every piece of leather, after being 
cut for the manufacture of a shoe, was inspected be- 
fore being assembled, and each shoe was subjected 
in the course of assembling to a series of detailed 
inspections. The leather which went into their manu- 
facture was tanned in accordance with Army specifica- 
tions, and the process of tanning pursued was designed 
to make them as water resisting as possible. They are 
the nearest approach to a waterproof shoe now on the 
market. The uppers are practically indestructible. 


Shoes of similar type issued to the American soldiers 





in France were resoled and reissued in instances as 
many as three and four times. 

The surplus of the chocolate-colored marching shoe, 
which will retail at $8.25, is approximately 265,000 
pairs. The upper of this shoe is made with the grain 
of the leather outside. The sole is metallic fastened. 
This shoe will take a polish, and is sufficiently dressy 
in appearance to suit the purposes of the business man 
whose vocation keeps him out of doors and entails 
considerable walking. 


Details of Shoes 


About half of the remaining surplus is comprised of 
welt shoes, which are of a weight adapted for general 
work and walking. The other half of the stock con- 
sists of heavy metallic field shoes, and heavy welt 
shoes. These shoes are particularly suited for use by 
miners, employes of rolling mills, and others engaged 
in heavy labor. Both the welt and heavy metallic 
fastened field shoes are described to the trade as 
finished “‘flesh out.” The light-weight welt has two 
soles. The heavy-weight welt has two full soles. The 
greater number of the heavy weight, metallic-fastened 
shoes have three full soles. 

The declaration of surplus of this stock of shoes was 
made following the adoption by the General Staff of 
the Army, a few weeks ago, of a universal shoe for 
field, marching and dress purposes. Previously the 
Army has issued three distinct types of shoes suitable, 
namely, for field, marching and dress uses. The new 
shoe, or universal type, is made on the Munson last, 
but the specifications are a modification of those under 
which the shoes declared surplus were manufactured. 
The Munson last on which these surplus shoes were 
made has proved, through years of experience, to be 
better adapted for the natural development of the 
foot than any shoe last used either in commercial trade 
in the United States, or by the supply services of 
foreign armies. 

Many of the shoes now to be placed on sale in the 
Army Quartermaster stores have been hob nailed. 
These nails, should their presence prove unsatis- 
factory, can be readily removed without resort to the 
services of a cobbler. The holes left by the nails 
should be billeted with wooden pegs, which adds to 
the life of the sole. British manufacturers of heavy- 
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weight shoes are accustomed to billeting the soles of 
the shoes which they manufacture with wooden pegs 
to prolong the life of the sole. 





NATIONAL SHOE MANUFACTURERS 


To Meet in Annual Session at New York, Janu- 
ary 20-21 


J. Franklin McElwain, president of the National 
Boot and Shoe Manufacturers’ Association, has sent 
a letter to the members, giving formal notice of 
the annual functions of the association. 

The annual convention will be held at the Hotel 
Astor on Tuesday and Wednesday, January 20-21, at 
2.30 p.m. Preceding the convention, a meeting of 
the Executive Committee will be called to order for 
Tuesday morning, January 20, at nine o'clock. A 
prompt attendance at this meeting is urged, so that 
its business may be deliberately transacted and that 
the annual convention may be opened at the hour 
scheduled. 

The Program 


Besides attending to the usual business of the associ- 
ation, an interesting program will be completed. Each 
subject on the program will be in charge of an author- 
ity, so that the surveys and discussions will aid in 
arriving at conclusions which can be accepted in good 
faith. 

The Annual Dinner 


The annual dinner will be served in the grand ball 
room of the Hotel Astor on Wednesday evening, Janu- 
ary 21, at 6.30 and will be fully up to the standards of 
previous occasions. The cost per plate will be $8. 
Tables for ten will be arranged and to avoid confusion 
in placing and in seating, members are urged, as far 
as possible, to make their reservations at an early date 
and previous to the meetings. Ladies will be served 
with refreshments. 


Hotel Reservations 


Owing to the unusual demand made upon the hotel 
service in New York, the widsom of early attention to 
hotel reservations is urged. It is also strongly recom- 
mended that every member of the association be 
represented at the annual functions, so that the Six- 
teenth Annual Convention of the National Boot and 
Shoe Manufacturers’ Association may be made 
memorable. 


TO CONTINUE. HIDE AND TANNING BUSI- 
NESS 


The Packers’ Dissolution Agreement Analyzed 


“The agreement reached between the attorney- 
general and the big packers and the Government in- 
junction, resulting therefrom, by which it becomes 
necessary for the packers to dispose of their interests 
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in everything excepting meat packing, does not in any 
way affect their activities in hide and leather pro- 
duction. 

They will continue to produce hides, sell hides, and 
tan hides, as heretofore. 

For example, Swift & Co. some months ago divorced 
their tanning interests from their meat packing by 
grouping all their subsidiary tanning companies under 
one head and one corporation known as The National 
Leather Company. 

The officers and principal stockholders of The 
National Leather Company, to a great extent, are the 
officers and principal owners of Swift & Co., although 
the great majority of stockholders probably will not 
be the same in the two companies, since the stock of 
both companies will be listed and sold on the open 
market. 

The action of Armour & Co. in divorcing their 
tanning interests by the formation of a separate 
corporation is not made necessary by the agreement 





My Largest Single Sale 


Sault Ste. Marie Michigan—Passmore & 
Paquin, Inc.—to a man returning to Aus- 
tria. Amount $117.50. 











with the attorney-general, but is being done to better 
facilitate the handling of this branch of their busi- 
ness. 

Whatever influence the packers have heretofore 
exercised in the control or manipulation of the hide 
market and leather market, will be in no wise affected 
by the agreement with the attorney-general nor by 
the United States Court Injunction. 

The only effect that the attorney-general’s action 
will have in influencing hide and leather conditions 
will be a moral influence. 

The packers made the concessions asked by the 
Government as an influence toward curbing the spirit 
of unrest which is prevalent throughout the country. 


DEATH OF M. A. FINK 


Well-Known Western Representative of Kalt- 
Zimmers Manufacturing Company 


M. A. Fink, who represented the Kalt-Zimmers 
Manufacturing Company of Milwaukee for a good 
many years in the Western States, comprising Colo- 
rado, Utah, Southern Idaho, Arizona, Southern 
Wyoming and New Mexico, died recently at his home 
in Los Angeles, where he formerly resided. 

Mr. Fink was well liked and highly respected by his 
trade. He was a high-grade and valuable man for his 
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firm. His death will be felt very keenly by all of his 
good friends and associates. 





SOLE LEATHER BIDS 


Open January 3—By Leather and Rubber Goods 
Branch 
The Leather and Rubber Goods Branch will open 
bids on January 3 for 5,700 pounds of sole leather. 
The specifications asked for ‘‘oak tan, sole leather 
bends, 10-iron preferred; minimum 9-iron.” 


More. Shoes Wanted by Leather and Rubber 
Goods Division 

While officials of the Leather and Rubber Goods Divi- 
sion do not care to discuss the matter, it is understood 
that they will be in the market in the very near future 
for quite a large quantity of army shoes to be made 
from the latest specifications. It is probable that 
when the announcement is officially made it will be 
found that the War Department will ask for bids for 
at least 250,000 pairs of shoes. 


DALLAS CONVENTION—“LET’S GO” 


Texas, Oklahoma and,Louisiana Retail Shoe 
Merchants to Meet February 23-25 


a The “Biggest. and Best” State Convention which 
has ever been held by the Texas, Oklahoma and Louisi- 
ana Shoe Retailers’ Association is scheduled for Dal- 
las, Texas, February 23, 24, 25. 

The;Adolphus Hotel will be the scene of big show. 
Four big banquets, “the round-up,” daily concerts, 
the style show, shoe exposition, auto rides, the grand 
ball and theatre parties will be the main features. 

Anjattractive four-page circular has been issued, 
showing the Adolphus and its location in reference to 
the other. principal buildings of Dallas. 

The retail shoe merchants are invited to bring their 
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business problems to be solved. They are invited to 
meet the biggest shoe men of the country and their 
fellow retail shoe merchants. They are also invited 
to bring the ladies. 

Dave Frank, 1526 Main Street, Dallas, is chairman 
of the hotel committee. One hundred and ten reser- 
vations have already been made. P. A. Ritter is 
chairman of the publicity committee and Barney 
Coens is chairman of the entertainment committee. 


The slogan is ‘‘Let’s Go.” 


VICE-PRESIDENT OF CORPORATION 


George F. Yetman, Former Shoe Traveler for 
Hallahan & Sons, Inc. 


George F. Yetman, who has for the past seven 
years traveled for Hallahan & Sons, Inc., through 
Pennsylvania, Ohio, Indiana, Kentucky and West 
Virginia, has been elected vice-president of that 
corporation, to take effect January 2. Mr. Yetman 
will be responsible for the quality and styles of Halla- 
han &' Sons, Inc., shoes, and in addition will be sales 
manager. 

Edmund H. Ryan, who for several years has been a 
member of the selling force of D. Armstrong Com- 
pany, Rochester, will cover Mr. Yetman’s former 
territory for Hallahan & Sons, Inc. 


RE-ELECTED PRESIDENT 


George P. Utley Again President of Milwaukee 
Shoe Travelers’ Association 


George P. Utley, of the McElwain-Chicago Com-. 
pany, was re-elected president of the Milwaukee Shoe 
Travelers’ Association at the annual meeting held 
Monday noon, December 22, at the Milwaukee Ath- 
letic Club. Arthur Schilling, of the F. Mayer Boot & 
Shoe Co., was re-elected vice-president, and Max H. 
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A Section of the Sky Scrapers Showing Adolphus Hotel. Home of Dallas Convention. 
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Tenscher of the V. Schoenecker Boot & Shoe Co. was 
chosen to succeed himself as secretary and treasurer. 


THOMPSON BROS., INC., REORGANIZE 


Concern to Be Succeeded by Thompson Bros. 
Shoe Company 


Brockton—A new corporation to be known as 
Thompson Bros. Shoe Company of Brockton succeeds 
the long-established business of Thompson Bros., 
Inc., of that city. The new concern is capitalized for 
$1,000,000 and has an immediate output of 3,600 pairs 
a day, which will ultimately be increased to 5,000 
pairs daily. 

Personnel of Corporation 


The new corporation which takes over the business, 
trade, good will and plant of the old house is organized 
as follows: President, Howard W. Fitz, who is vice- 
president of the Slater Trust Company of Pawtucket, 
R. I.; vice-president and treasurer, Herbert M. Fille- 
brown, who has been associated with Thompson 
Bros., Inc., since its incorporation four years ago. 
Laurie S. Macdonald is manager and superintendent 
of production; Joseph E. Small is office and credit 
manager. The directors are: Messrs. Fitz, Fille- 
brown, Macdonald, Small and Gould S. Pitcher, the 
latter of the selling force of the organization. Mr. 
Pitcher is one of Brockton’s best-known shoe salesmen. 
Messrs. Fitz, Small and Pitcher are new members of 
the corporation. Mr. Small is a well-known Brock- 
tonian, having been identified with the firm for several 
years, and in his new work as office and credit man- 
ager will fill a highly responsible position. Under the 
reorganization the company’s traveling salesmen are 
directly identified with the business, and Mr. Pitcher 
represents them on the Board of Directors. 


A $6,000,000 Business 


Since January, 1916, when th» present management 
took charge, the business has shown a healthy growth, 
reaching from yearly sales of a million dollars to the 
present yearly business of approximately six million 
dollars in exclusively high-grade shoes. The progress 
during the past four years is a high endorsement of 
the standing of the Thompson shoe in the trade. The 
new corporation intends that the same standards shall 
be maintained and improved, in every possible way. 

Thompson Bros., Inc., was organized in December, 
1915, with a capitalization of $400,000 and th busi- 
ness which it took over had been established for 34 
years, making it one of the oldest in New England. 
At that time the incorporators included: Mrs. Lucy 
E. Thompson, widow of George H. Thompson, one of 
the founders; Miss Lena Thompson, a daughter; and 
Miss Sarah R. Thompson, a sister. The Thompson 
heirs have now withdrawn from the business. ; 


BOOT AND SHOE RECORDER 45 


Policies Remain Unchanged 


The policies and management of the business re- 
main unchanged. Thompson Bros. Shoe Company 
will continue to manufacture, on a larger scale than 
ever before, Thompson shoes, which have come to 
have a world-wide reputation for style and quality. 
The new firm states that all obligations of Thompson 
Bros., Inc., are assumed by Thompson Bros. Shoe 
Company and that all accounts due Thompson 
Bros., Inc., are payable to Thompson Bros. Shoe 
Company. 


BOSTON SHOE TRADES’ CLUB 


H. G. Brock Talks on **World Shoe and Leather 
Markets’”’ 


A large and enthusiastic audience was present at 
the Boston Shoe Trades’ Club on Wednesday, last, 
when H. G. Brock of the United States Department 
of Commerce spoke on ““The World Shoe and Leather 
Markets.”” E. B. Terhune, president of the club, 
presided. * 


NEW LOCATION 


H. B. Hanford Company Move to 427 Market 
Street, Philadelphia 


After 20 years at 309 Market Street, H. B. Hanford 
Company has moved to their new location at 427 
Market Street, Philadelphia, where they have nearly 
twice their former warehouse facilities. They make 
this move with the idea of giving their customers 
better service from their footwear distributing plant. 
As a New Year’s greeting, they are sending to the 
trade a very neat little diary for 1920. 


SPECIAL FROM CLEVELAND 


Leaving Cincinnati January 10 for Boston 
Convention 


The Official Ohio Shoe and Leather Special train, 
leaving Cincinnati Saturday afternoon, January 10, 
will arrive in Boston Saturday night, January 11, 
carrying the delegates from Dayton, Columbus and 
Cleveland. Two Pullmans and more if necessary will 
be added at Cleveland. Merchants from surrounding 
towns should send reservation without delay to H. L. 
Bowers, 317 Saint Clair Avenue, Northwest, Cleve- 
land. 


FOREIGN TRADE CONVENTION 


Seventh World Conference at San Francisco, 
Cal., May 12-15 


The Seventh National Foreign Trade Convention 
will be held at San Francisco, May 12-15, 1920. 
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Keeping Stock Clean Without Special Sales. 


Method Adopted by Robinson Shoe Company of Kansas City and St. 
Joseph---Increasing Business 100 Per Cent 


HE Robinson Shoe Company is one of the_big, 

- well-known retail shoe concerns of the Middle 

West with stores at Kansas City, Mo., Kansas 

City, Kansas, and St. Joseph, Mo. Volume is the 

big word with this organization, and it adheres to 
high grade merchandising methods. 

All the Robinson stores are family shoe stores and 
serve that class of citizens who are always looking for 
good values and good service at fair prices. The 
quality of the business sought by these stores can 
probably best be described by the store slogan used 
in all the advertising, literature and stationery, ““Not 
Cheap Shoes But Good Shoes Cheap.”’ 

Like most big family shoe stores the Robinson Shoe 
Company formerly put much stress on semi-annual 
cleanup sales. Store all re-arranged, stuff piled on 
tables and strung up on racks; big gaudy banners, 
streamers, price cards in the windows and in the in- 
terior of the store; glaring trumpet sounding news- 
paper and circular advertising. Then a rush and 
tumble, grab and throw sale lasting for a week or ten 
days. A lot of shoes misfitted; a lot more sold for 
purposes for which they were never intended to per- 
sons who should never have bought them in the first 
place. 

After the Semi-Annual Clean-Up 


When it was all over and shoes were being put back 
in stock it was found many pairs had been mis- 
mated; many shoes had been damaged by careless 
handling by inexperienced help and by customers try- 
ing to fit themselves. 

Then came the period of returns and exchanges. 
The regular lines were re-marked to their original 
price and arguments would often take place with 
customers on account of price. 

Nor was this all. While sales of this nature did 
increase the volume to some extent they generally 
demoralized prices. In order to show a good assort- 
ment and have something to sell to the customer 
wanting stylish shoes in the middle sizes it was neces- 
sary to include merchandise which should have been 
sold at a regular legitimate profit in a regular way. 
A certain type of customer would put off shoe buying 
lying in wait for these special sales. 


From January, 1917, Customary January 
Sale Omitted 


In January, 1917, the Robinson Stores placed cards 
in their windows which read something like this, 


“Owing To Scarcity And High Prices of Shoes We 
Will Not Hold Our Customary January Sale.” 

This was backed up by similar announcements in 
the newspapers, The result was that the stores did 
the largest volume of business ever placed to their 
credit in the month of January. 

This convinced Mr. Robinson that there was a 
better way of keeping his stock clean and doing a large 
volume business than by the special cut-price sale 
method. 

In speaking of their present method of merchan- 
dising, Mr. Robinson says: “Instead of waiting until 
the first of: January and the first of July we check our 
stock closer and clean up the undesirables at a low 
price any time during the year that best suits our 
convenience. 

We are so firmly convinced that this policy is right 
that we have never had a sale since inaugurating the 
plan and we have no idea of ever resorting to sales 
again. Instead of this we have our merchandise 
shipped early and while other merchants are adver- 
tising closing out sales we are advertising and selling 
new goods. We have found this to work very suc- 
cessfully, notably last January when by this method 
we increased our business 100 per cent over the pre- 
ceding January.” 

Salespeople Work on a Commission Basis 

In the Robinson Store the salespeople work on a 
commission basis with a stipulated weekly drawing 
account. Whenever sizes become broken on a lot of 
shoes and it is deemed desirable to close them out a 
P. M. is put on the merchandise to stimulate the sales 
people in pushing that particular lot. 

There is a close co-operation between the manage- 
ment and the sales force so every person in the insti- 
tution is constantly on his toes to do everything in 
his power for the betterment of the business because it 
means the betterment of his own individual condition. 

There are about eight or nine months in the year 
when the public generally is interested in buying 
shoes. The idea of the average retail merchant 
seems to be that in order to stimulate business during 
the so-called dull months it is necessary to bait the 
public with cut prices. 


Two Great Facts Recognized by Progressive 
Stores 
Some more progressive stores, however, are awaken- 
ing to two great facts. 
The first is that it is easier to clean up on short lots 
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FOR FESTIVE SPRING 
Buckles Aplenty 


With rhinestones showing com- 
binations of colors and the silver 
colonial buckle in végue—style shows 
more brilliancy than ever. 

These ornaments from the Dal- 
rymple-Pulsifer Company, Haverhill, 
Mass. 





of pumps and oxfords when women naturally want 
to buy this style of footwear than it is to try to force 
them to buy them when they have in mind buying 
boots. 

Second: These progressive merchants are learning 
that it is easier to stimulate business in these so-called 
dull months by showing something new and snappy 
in merchandise rather than to force broken lots of last 
season stuff in which good dressers are not interested. 


Keep in Constant Touch with Merchandise 


Keeping constantly in touch with the merchandise 
on the shelves; stock records that show how every lot 
is moving; a P. M. if necessary to keep the sales force 
alert and on their toes will go far toward keeping any 
stock clean and free from odds and ends. 

The policy of more frequent shipments which en- 
ables the salespeople to have a new shoe to show every 
few weeks will keep the public interested in buying 
more pairs and consequently increasing the volume 
business at a fair and normal profit. 





Fortieth Business Anniversary 
H. J. Bang Celebrates by Dining Fellow-Workers 


H. J. Bang, vice-president of the Armstrong Leather 
Company of Boston and Peabody, and, also, a mem- 
ber of Salomon & Phillips of New York, gave a dinner 
at the Salem Club in Salem on Monday evening, 
December 22, to celebrate his fortieth year in the 
leather business. He entertained as guests: Thomas 
L. Campbell and Fred H. Lyons, sales managers of the 


Boston office; George J. Laemle, superintendent of 
the Peabody factory, and the heads of the several 
departments in the Peabody factory. Mr. Bangs told 
of his recollections of 40 years, and there was a general 
discussion of changes in the leather business. 





At Boston Headquarters 


F. J. Blake, Neolin Sales Manager, 61 Brookline 
Avenue 


F. J. Blake, well-known to the shoe trade of the 
country, with a host of friends in the East, West, 
North and South, in fact, wherever shoes are made and 
sold, has assumed the management of the Boston 
sales department of the Goodyear Tire & Rubbe: 
Company, Akron, Ohio. Mr. Blake will have charge 
of the distribution of Neolin soles and Wing Foot 
Heels to the shoe manufacturing trade. 

Mr. Blake’s headquarters are 61 Brookline Avenue, 
Boston. Previous to Mr. Blake’s coming to Boston, 
he had divided his time between Akron and Detroit, 
where he was actively connected with the sales end 
of the business. 





Opinion in Business Circles 


The opinion of Charles N. Schwab is that generally 
expressed in business circles—“‘We are soon to have 
one of the greatest eras of prosperity in all history. 
Never was a situation more difficult; never oppor- 
tunities so brilliant.’’-—Charles N. Schwab. 
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Boston Shoe Travelers Meet 


Hold Annual Session at Boston Shoe Trades’ Club and Elect Officers 


Travelers’ Association was held at the Boston 
Shoe Trades’ Club and opened with the 
reading of reports of officers and then the appoint- 
ment of delegates to go to the National Shoe Travel- 
ers’ Fair in Cincinnati. These delegates were C. F. 
Maxwell, William Knoll, W. H. Larkin, T. A. De- 
laney, T. Murphy and E. D. Plant. 
With this delegation will go W. M. Oakman, vice- 
president of the National. It is expected that the 


BOSTON 


[Te regular business meeting of the Boston Shoe 





























, Sid L. Curry, > 


President 


TRAVELERS’ 


election campaign will bring him back to Boston as 
president of the National Shoe Travelers’ Association. 








Officers for 1920 


In the election of officers of the Boston Shoe Travel- 
ers’ Association, the following men were honored: 
Sid L. Curry, president; T. A. Delaney, vice-president; 
William Noll, secretary-treasurer; executive board, 
J. J. Whalen, B. J. Lockwood, W. H. Larkin and A. L. 
Puffer. Immediately after the regular business ses- 
sion the annual banquet was held in the main dining- 
room of the Shoe Trades’ Club. 

Mr. Maxwell, president of the association, presided. 
The speakers were the Honorable Henry Smith, 
Massachusetts House of Representatives, Eighth 
District. Mr. Lew Gerson, member of the New York 
Association of Shoe Salesmen, also spoke briefly. 

Mr. Noll was elected secretary of the Boston Shoe 


Salesmen’s Association for the twentieth time, and 
by way of appreciation he presented each salesman 
and guest present with a small China cup, it being his 
“China Election.” 

The community song leader of the association di- 
rected the singing of popular numbers. 


Honor the Presence of Joel Page 


President Maxwell took great pleasure in present- 
ing to the salesmen Joel Page, the oldest shoe traveler 
living, who was observing his eighty-seventh birthday 
Saturday. Mr. Page sold shoes on the road for over 
50 years. He is an honorary member of the associa- 
tion, and was one of the committee to nominate the 
first president, and Secretary Noll. President Max- 
well presented Mr. Page with a large bouquet of 
flowers as a testimonial of the very best wishes of his 
brother members, which Mr. Page acknowledged with 
many thanks. 

Immediately after the banquet Mr. Donnelley, 
commissioner, city of Lowell, Mass., rendered several 
Scottish songs. He had a very pleasing voice and was 
encored repeatedly. Mr. Temple assisted at the piano. 

Lew Gerson, member of the New York Association 
of Traveling Shoe Salesmen and of the National 
Council of the Affiliated Traveling Salesmen’s Associa- 
tion, was next introduced by President Maxwell, who 
stated that Mr. Gerson would have a few words to say 
concerning the Boston Shoe Retailers’ Association . 
joining the National Council. ’ . 


Special Action by N. S. T. A. 


Mr. Gerson spoke briefly, giving a short history of 
the National Council, its aims, and what it has al- 
ready accomplished. He stated its object is to organ- 
ize all the present traveling salesmen’s associations 
into a national body, thereby securing strength to 
handle national matters of importance to all traveling 
salesmen. The National Council was organized three 
years ago, and has no intention of interfering between 
shoe salesmen and their employers—the aims being 
only of economical and beneficial nature. The officers 
are not to receive a salary or emolument of any kind. 
A book entitled ‘“‘National Traveler’’ has recently been 
published by the association, which sets forth a full 
report of all the association’s activities, a few of which 
follow : 

1. The United States Railroad Administration in- 
tended to discontinue the $100 baggage clause the 
first of the year 1919, and a representative from the 
National Council was sent to Washington to fight for 
the continuation of the clause. After presentation of 
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the facts, the United States Railroad Administration 
left the clause in effect. 

2. On June 23, 1918, the National Council sent 
representatives to Washington to interview the Inter- 
nal Revenue Department for a ruling on the law 
stating that brokers who sold more than one line of 
merchandise for more than one employer must pay a 
tax of $50. A letter was recently received at National 
Council headquarters, stating that the Internal 
Revenue Office has ruled that a person who is a sales- 
man for more than one corporation or company is 
not a broker under Act 1191, 1918, and therefore is 
not liable for taxation. Senator Walsh of Massa- 
chusetts did much to aid the committee from the 
National Council in securing this ruling. 

3.. The Absentee Registration and Voting Bill has 


also received the attention of the National Council. ° 


The matter was placed on the ballots for a referendum 
vote last year in New York State, and was voted upon 
favorably. 

4. A Hotel Committee has also been appointed to 
work with Federal authorities on the present excessive 
and exorbitant prices charged salesmen throughout 
the country. The aid of the National Hotel Men’s 
Association in securing lower rates and better accom- 
modations has also been secured. 

5. Another committee is working with Federal 
authorities to allow local transfer companies free 
“access to depots in order that salesmen may have their 
baggage trucked to hotels and back at a lower rate. 
The idea is to cause competition instead of the present 
monopoly of the business by a few transfer com- 
panies. 

6. An insurance policy will be issued in the near 
future to commission men which will protect them 
against loss of commissions on their sales because of 
strikes, fires, cancellation of orders due to late delivery. 

At the present time the National Council has no 
funds with which to work. Donations have been made 
from time to time by local associations, and it was by 
these means that the Absentee Voting Bill and other 
measures were pushed through to a successful conclu- 
sion. At the present time a subscription book is being 
put out on Victory Bonds. Through this system, 
it is hoped to raise about $15,000 to carry work into 
Washington against certain phases of the Income Tax 
and any other measures detrimental to the welfare of 
traveling salesmen. The dues of the association join- 
ing the affiliated association now are $50. This fee 
will cover any organization, regardless of size, until 
July, 1920. After that date, a sliding scale will be 
effective as follows: 


1-249 members, $50 per year. 
250-499 members, 100 per year. 
500-749 members, 150 per year. 
750-999 members, 200 per year. 


1,000 or more members, 250 per year. 
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Mr. Gerson ended his talk with a request that the 
Boston Shoe Travelers’ Association consider this 
matter seriously and join the National Council of 
Affiliated Traveling Salesmen’s Association. 

After another song by Mr. Donnelley, President 
Maxwell introduced the main speaker of the afternoon, 
Honorable Henry Smith, Massachusetts House of 
Representatives, Eighth District. 

With reference to Mr. Gerson’s comments on 
Absentee Voting, Mr. Smith added that the Massa- 
chusetts Legislature has made a start by amending 
the constitution in order to permit of passing the bill 
for absentee registration and voting. — 





Southern Salesmen Elect 
Chris S. Briel as President for 1920 


The Southern Shoe Salesmen’s Association, in regu- 
lar business session assembled on December 17, 
elected Chris S. Briel as president; Edwin M. Cox, 





CHRIS S. BRIEL, President 


vice-president; Fred Stanton, secretary and treas- 
urer. In the election of delegates to the National 
Convention, Leonard Burdette was honored with the 
duty of carrying the votes of the Southern Association 
to that important convention. Plans were then laid 
for the annual banquet to be held at the Boston Shoe 
Trades’ Club, January 28. 





British Investments © 
In Latin America Amount to $5,000,000,000 


According to New York Sun dispatch, British 
investments in Latin-America amount to $5,000,000,- 
000, of which $100,000,000 are in Brazil. 
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Temporary Injunction on Cost 
Marking 
Montana Merchants Are United Against State 
Law Ordering ‘‘Cost Marking”’ 


The Montana merchants have been quick to realize 
that their only protection lies in the development of a 
strong organization and in an unbelievably brief time 
the Montana Development Association has been 
formed with a membership up to the time of Mr. 
Young’s visit of 3601 merchants. These retailers are 
in all lines of business. The Montana Development 
Association, Mr. Young was informed, has a fund of 
$65,000 with all debts paid. This money will be used 
in the resolute effort of the retailers to oppose the 
operation of the offensive regulation and retailers have 
obtained a temporary injunction from the Federal 
District Court of the State of Montana enjoining the 
Montana Trade Commission from putting into 
effect order No. 4, which is the cost marking regu- 
lation. 

Official hearing on the injunction of the Federal 
Court has been postponed. It probably will come up 
some time before January 10. 


Constitutionality Questioned 


The only legal question involved in this injunction 
is the constitutionality of the law and the order issued 
thereunder, it being contended by the Montana De- 
velopment Association that the law and the order are 
in direct violation of the fourth, fifth and fourteenth 
amendments to the constitution of the United States, 
and that this violation strikes at the very vitals of 
the rights of American citizenship. 

Whether the merchant of the State of Montana is 
upheld in the Federal Court, that is, whether the com- 
mission is permanently enjoined from the enforcing 
of order No. 4 or whether the temporary injunction is 
dissolved, it now seems certain this case will be ap- 
pealed to the Supreme Court of the United States. 
When the matter comes before the Supreme Court it 
will, of course, hold the interest of every business man 
in the United States, for it is to the interest of every 
one to have this question finally settled on the grounds 
of constitutionality. 

The fight of the Montana merchants against this 
kind of regulation is the fight of every retailer, and, for 
that matter, of every business man in whatever line 
throughout the entire United States. The regulation, 
if enforced, would fall quite as heavily upon manu- 
facturers and wholesalers who sell merchandise to 
merchants of Montana. 

Some of the jobbers’ organizations in the West have 
stood by the Montana retailers in splendid fashion 
and have placed their funds and their resources at the 
disposal of the merchants in their fight. 
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Delivery by Aeroplane 
Modern Methods in a Small Kentucky Town 


The Lewis & Drye department store of Bradfords- 
ville, Ky., is situated in a town of but 500 popula- 
tion and has not the advantage of being on a railroad 
line, nevertheless, the firm is rated at $50,000 to 
$75,000, highest credit, and is conducted according 
to up-to-date methods. It carries a general line of 
shoes and other merchandise and is patronized by the 
country trade for miles around. 

In so small a place, one would not naturally expect 
to find a merchant who makes use of the aeroplane to 
deliver goods, yet this is what happened at Bradfords- 
ville, Ky., on the occasion of the Community Fair. 

The day on which the aeroplane made its ascent 
was Friday, October 31, at 10.a.m. The store an- 
nounced the event by a circular which was headed in 
large type: THE FIRST AEROPLANE TO DE- 
LIVER GOODS IN MARION COUNTY. 

How YouGonna Keep ’Em Down on the Farm? 

After they hear that buzz from the aeroplane! 

Boy, it’s a party! You want to be here when that 

plane starts landing! 

The flight was scheduled to take place in front of 
the Lewis & Drye department store. ‘The people, 
everybody an’ everything” were invited. The Prog- 
ress Paint Company of Bradfordsville delivered from 
the clouds to the ground in Bradfordsville one case of 
Progress paint. A free ride in the aeroplane was given 
to every purchaser of $100 worth of Progress paint. 
The aviator dropped bombs of advertisements, and 
among the ads was one coupon good for $10 in mer- 
chandise at Lewis & Drye’s department store. 





Lorenz Bros.’ Boot Shop 


Has Recently Opened Modern Store at Iowa 
City, Ia. 


Lorenz Bros.’ Boot Shop, Iowa City, Ia., opened 
on December 1. This is a partnership between 
Robert H. Lorenz and Frank H. Lorenz, two brothers, 
each having had 15-years’ experience in the shoe game, 
and were formerly with Stewart & Son of this city 
until they opened the Lorenz Brothers’ Boot Shop. 

They have one of the best locations in the city. 
The fixtures of the store are of oak, the shelves single 
spaced, no ladders being used. The business, since 
opening, has more than doubled the expectations of 
the Messrs. Lorenz. 





At Indianapolis 


The Indiana Shoe Retailers’ Association will hold 
their convention in Indianapolis, March 8, 9 and 10, 


1920. 
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branch of the ‘industry. 





The shoe men succeeded in following it. 

















and the merchants who sell them to the American public. 
that come. together in the National Shoe Retailers’ Convention at Mechanics Hall. 

The convention is like two hands that meet in a handclasp, like two hemispheres that 
unite to form a perfect sphere. And as a ball represents the earth, and the terrestrial sphere 
represents the celestial sphere, the Convention of the National Shoe Retailers at Boston 
represents every section of the country, North, South, East and West. 
It represents the shoe business of America. 
What a sphere does, what a ball does, is roll; and the shoe business of America is rolling. 
It’s rolling fast and it’s rolling in the right direction. 
that ball. Morbid and abnormal demand for goods, scarcity of labor and material, prices 
that palpitated from minute to minute—that is what the war did to the shoe business. 
bulge the war put in the shoe business, and almost every other business, caused the ball 
of trade to jump and wobble, and describe a course difficult to predict and hard to follow. 
They were nimble, they were ingenious, they were 
patient, they were adventurous, they were patriotic; but they had to keep jumping from 


| The Greatest Merchants’ Convention Ever Held in 
| the United States 


S_ the National Shoe Retailers of America hold their convention at Mechanics Hall, 
Boston, two halves of a great whole come together—the shoes made in America, 
These are the two halves 


It represents every 


For years there has been a bulge in 
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one leg to the other, and it wasn't any fun. 
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The Duty of 1920 


Even when the war stopped: the bulge didn’t go down immediately. It was like a 
swelling that had to be reduced—reducing the swelling produced by the war is the important 
business for everybody during the year 1920. 

There was the matter of capital—readjustment and increase. This has been taken 
care of and will be taken care of in the future. For example, during the last few months 
more than twenty million dollars’ worth of new capital issues have been floated success- 
fully in New England alone. Then there was the question of credits. Apparently this is 
a matter applying most acutely to the foreign field, but here at home it affects us vitally. 
Men with the largest business vision in America are dealing with this problem, and there 
is a feeling everywhere that they will settle it satisfactorily. 

Last, but not least, was the labor problem. The world woke up from the war with an 
utterly new standard of living. War-time wages had added a triumphant note to the class 
consciousness of the workmen, and it became necessary for the representatives of invested 
labor, commonly called “capitalists,” to become more sensitive to the consciousness of a 
class outside their own. In no other industry, perhaps, have employers met workmen with 
more open minds and open hands. Call it enlightened self-interest, if you will. You can't 
make the shoe men mad that way. They simply realized that the workmen of any country, 
broadly speaking, form the consumers of that country, and if shoes are twelve dollars a pair, 
workmen have to have twelve dollars to buy them with, with a little left over for the rela- 
tively (to us) unimportant purchase of hats and general furnishings, to say nothing of evening 
clothes and diamond cuff-links. 
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. The ‘‘Natural’’ Season Returns 


These are some of the things that were satisfactorily settled during 1919. Nineteen- 
nineteen was a successful year, but we're glad it’s over. Nineteen-twenty is going to be 
more successful, and we're mighty glad it’s begun. During 1920 we're going to sell 
shoes to be worn out in the trenches. We're going to sell shoes to be worn out on the farm, 
and in the street and in the home, And that’s the best place in the world to wear 
out shoes. 

The year 1920 is going to be of natural, normal, wholesome growth. It’s going to be a 
year of getting and spending, with some saving on the side, perhaps. 
It’s going to be a year of increase, of increase you can count on, a year 
of satisfying business you can bite into and enjoy. 

Nineteen-twenty has started right. It started right in Boston at 
any rate. It started right in Boston because the National Shoe Retailers 
are here, and they're the boys to start any year right. 





2,000 Registered for Hotels Already 
Watch ‘em! Count ‘em! if you want to. There are thousands of 
them. And every one of them is right up on his toes every minute, and 
in the very latest shoes. 
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Official Business of the Convention 
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Appointment of the Committees. 





at 

















9:30 A 
" M.—President’s Address. 


edicating the Convention to Merchant B@tterment 
and Service to the Public. 


9:30 A 


10:00 
5:00 P. M.—Adjournment. 


12:30 Continued examination of exhib 


* * * * 
Evening&Session 
: 8:00 P. M.—Pop Congfft in Grand Convention Hall. 
semen “When good felltvs get together—" 


Check your tro 


Official hospitality night of the New England Sho 
and Leather Association. 


2:30 F 








* * * * 












W. Willson, General Chairman 1920 Conven- 
tion Committee, turns Convd§tifn over to 2 es 
President A. H. Geuting. Ladies Program 


Morning—Women’s Entertainment 











His Honor, 










ial welcome to N. S. R. A. 
e Mayor, Andrew J. Peters. Afternoon—Reception. 
Késident Emeritus Ajj McGowan. Evening—Informal Tea, Theatre Party. 
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A Forum for Ideas 


The Topics of Major Interest to the Shoe Merchants of the Country—Take Your 
Bundle of Ideas Plus These and ‘‘Swap Talk” in Boston, January 12-15, 1920 


Retail shoe merchants the country over 
are beginning to appreciate that the differ- 
ence between the real merchant and the 
mere storekeeper is that the merchant 
knows while the storekeeper guesses. 

The best evidence of this new awakening 
is the great number of merchants who are 
asking that cash accounting and stock 
accounting methods be discussed at the 
Boston Convention. 

The central thought of all these merchants 
seems to be some plan by which the various 
items of overhead can be segregated and 
an analysis made of the business to deter- 
mine where it is wise to cut down expense 
and where it is wise to add expense. 

Some plan is needed by which the 
average merchant may be able to deter- 
mine the percentage of mark-up that is 
necessary in his store in order to assure 
himself a reasonable net profit and, at the 
same time, keep his selling prices well 
within the bounds of reason and keep him 
on a parallel with his competitors. 


Importance of Sizes and Widths 


Another important item in laying out a 
plan of store accounting is to devise a 
method by which the merchant may know 
the percentage of each size and width he is 
selling in order to determine the percentage 
of each that he should buy. In other words, 
a record that will be simple in operation, 
and yet comprehensive enough to be a 
guide in determining styles and quantities 
which he can safely buy, and also take 
into account the necessity for leeway for 
increase or decrease in the distribution of 
pairs. 

Another factor to be always considered in 











an accounting system is the relationship 
between stock and cash. 

A plan by which the merchant can assure 
himself that either his cash on hand or his 
credit at his bank is going to be sufficient 
to meet his bills when they become due. 

One prominent merchant, who has given 
a great deal of thought to cash accounting 
and stock accounting methods, believes it 
is within the power and within the province 
of the National Association to work out a 


plan or a number of plans of accounting ’ 


that will fit into the various sizes of stores 
represented by the membership of the 
National Association. 


Reduced to Small Store Size 


Another prominent merchant is of the 
opinion that the average merchant in the 
smaller towns is not sufficiently educated 
to handle the accounting system as arranged 
by expert accountants and that the needs 
of each individual merchant should be 
studied through some sort of a_ school 
which shall be under the jurisdiction of the 
National Association, and just as the mer- 
chant advances in his education should 
systems be installed in his store. 


Against “Selling at Cost” 


Several prominent merchants are calling 


attention to the 
fact that some ac- 
tion should be taken 
to combat the ten- 
dency of manufac- 
turers to sell to 
large plants which 
“sell at cost.” 
Here is what he 
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TUESDAY. 


Complete Convention at » 


y M.—Examination of Exhibits.) 
; . 
M.—Community Singing. — 


A. M.—Opening Address. ' 
rernment Attitude Toward Re bai BuS mess, 
by Attorney-General A. G. Palmer. 


b 


soncert. 








. M.—"Making America Safe for Industry,” 
y a national authority on bugjness. 
A 


.—Report of Secretary-Treas| rer Frank P. 
iMeyers. 

rt of Secretary-Commissionery T. C. Mirkil. 
Election of Nominating iene 


tt 


Reébort of National Shoe Dealers’ fAsurance Com- 


Wpany, John J. Baird, Chairman. 


12:30™. M.—Adjournment for Lunch@on in Associa- 


tion Cafe. 


* * * * bd 


Afternoon Sessio 






. 




























2:00 #. M.—Community Singing. Ordffestral Concert. 

Review of National Trade Condit§bns. Complete 
survey of the industry. 

Mithorities on the following suf ects having a 

figl viewpoint will, speak i and afte each 

Ul be a question/iiiee. . s 


Wee ” 
: Iggiber supply and prides. 


Le 





— Building \ 


4:00 P. M—General Survey of the Retail $hoe 
Business. James P. Orr, Cincinnati, Ohia 


The Allied Council—The Modern Industrial Foffum. 

A McGowan, Chairman, Allied ade 
Council™ My 

5:00 Prd ournment. 


* * * * 4 


Special Features} 
In Paul Revere Hall 


2:00 Hi M.—Industrial moving picture films B\& Inter- 
ational Shoe Co., St. Louis, Mo.; by. T. 
right Co., Inc., Rockland, Mass. 


“Almericanization’—By B. F. Goodrich Rufber 

o., Akron, Ohio, a film produced by requfjst 

arte the assistance of Secretary of the 
Interior La 


* * * 


ening Session 
0 Gede)) eS. R. A. Style Show. 
The greatest Shoe Style Show ever. Don’t mig it. 


Comprehensive presentation of advance J#yles, 
color guide for 1920. 


Correlation of window-display and style WW Stand- 
ard Kid Manufacturing Company, ston. 
































Dec. 27, 1919 





BOOT AND SHOE RECORDER 








YS 


~>< 


pil 


>So 


says about it: “Manufacturers of footwear 
should either be manufacturers who sell their 
output to the trade on the open market, 
or manufacture them for their own stores 
exclusively. The day is coming when the 
independent retailer will have to organize 
against this.” 

It is a well-known fact that the so-called 


“hide to consumer” stores have adopted 
very thorough accounting methods. 

It becomes apparent, therefore, that the 
independent retail merchant must adopt 
accounting methods and other plans of 
merchandising equally as ‘good as those in 
vogue by the “hide to consumer” stores in 
order to meet this competition. 


Returns and Exchanges 
The Ever-Present “Difficulty” of Details 


The merchant is yet to be born who can 
conduct a store without returns and ex- 
changes being a factor to be dealt with 
daily. 

A nationally known shoe merchant says, 
“I’m never peeved when a customer returns 
merchandise to our store. In fact, if the 
customer is dissatisfied, no matter what 
may be the cause of the dissatisfaction, the 
customer is always welcomed when the 
merchandise is returned or a kick is ready. 
I'm firmly convinced that whenever mer- 
chandise is returned, in nine cases out of 
ten the fault is either in the sales depart- 
ment or the buying department of our store. 


‘If we are to retain the friendship and good 


will of that customer, it becomes necessary 
for us to see his grievance from his stand- 
point. He may not, according to our 
opinion, always be right in the amount he 
says is due him; but he is always right in 
coming back to the store if he is not absolute- 
ly satisfied with his purchase, whether he 
has worn the merchandise or not. We 
lose very few customers who come to us 
with claims for adjustment. In many 
instances, we are able to convince the 
customer that the fault lies with himself, 
and not with the merchandise or the 
store service. 

“In other instances, the fault lies entirely 


ee 


with the store, and in that event we make 
good, no matter what the cost.” 

There are other merchants who see to it 
that the salespeople are very particular in 
explaining to the customer just what may 
reasonably be expected from the merchandise 
in the way of wear, holding shape, retaining 
color, etc., and then feel that he has done 
his full duty, and that the customer should 
bear the burden thereafter. 

Between these two extremes is the 
average merchant, who wishes to be fair 
with both the customer and the manu- 
facturer from whom he purchased the shoes, 
and yet, when a case of an adjustment 
comes up, he is at a loss to know how to 
satisfy the customer sufficiently to protect 
himself, and not get in bad with the manu- 
facturer. 


The “Monthly Charge” 
Plan 


Some merchants 
have endeavored to 
Work out a plan, by 
which a customer is 
charged a_ certain 
amount per month for 
wear ‘rendered by a 
shoe, and the adjust- 


= Se 
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mplete Convention at 


Mechanics Bujlding 


ee ¢ 
«5 


Tr 
¥ 
; 


i # 
5 
9:00 t M.—Examination of Exhibits} 


rf 


9:30 N M.—Community Singing. Ordhestral Concert. 


10:00A. M.—Report, Committee on §Credentials. f 


Report, Committee on Nominatioffs. A 


A@nouncement of election regulations. If E. 


| Hagan, Chairman, Election Cémmissiogf. 
10:3@A. M.—Open Forum to consiler ferchants’ 
} problems. A. H. Geuting presi@ing 
18 “Coming Changes in Merchandiging Methods.” 


By E. A. Filene, Boston. Néfionally known 
merchant and economist. 

2§ ‘Profit and Profiteering fromgthe View-point 
of the Packers.” L. D. H. §WVeld, Chief of 
Commercial Research Bureaug Swift & Co., 
Chicago. 

3m “The Style Program of the Ritail Industry.” 
H. B. Scates 


‘The Colors for Fall, 1920." Margaret Hayden 


Rorke, Manager Textile Color Gard Association. 
5@ “Increasing the Turnover in§f1920." F. E. 
Ballou, Providence, Rhode Isla 


68 ‘Selling Shoes Plus Service.” 
Jr., Rochester, N. Y. 


7@ ‘Methods of4Compensating 
Harry J. arg, Denver, 


(/ 88 “How tdvertise a Reta 


lespeople.” 












SB 


ce wae 
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Afternoon Session 





2:00 P. M.—Community Singing. Orchestral Coficert. 


2:30 P. M.—9. ‘‘The Banker as Your Business /Part- 
ner.’ Addison L. Winship, Boston. 


10. “The Popular Prices Shoe in 1920." €. K. 
Chisholm, Cleveland, Ohio. 4 


ll. “Is a Profit Without Honor in the | hoe 
Store?” Seaton Alexander, Wheeling, West 
Virginia. 


4.00 P. M.—Reception to State President, full of 


surpris 


5:30 P. M. —Adjournment. 


* * * ” 
Evening Session 
7:30 P. M.—Convention Hall—Men’s Night. 


The surprise of a lifetime—and then some. Miss 
it if you are timid. 


* * * * 


adies Program 


Morning—Aut@trip, starting Copley-Plaza, to Hafivard 
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ment made on this basis, the shoe being 
taken up and a refund made for the balance 
of the purchase price. 

One prominent Kansas merchant, who 
uses this plan, keeps a record of all sales, 
day and date, stock number, size, width 
and price, so that, if the customer comes 
back with a kick, he has a complete record 
before him. Then a record of the adjust- 
ment is made, and the amount of the refund 
charged to expense. Month by month, 
these allowances are tabulated, and an 
exact percentage of allowances in propor- 
tion to gross sales is arrived at. 

While this firm is very liberal in making 
adjustments, the actual cash paid out during 
the course of the year is very small in pro- 
portion to their gross sales. 

By keeping the name of the customer 
and all the transactions with that customer, 
it is very easy to figure out whether it is 
worth while to retain this customer's 
business. 


Resolutions on 


Some other matters, that might properly 
come under the head of “Returns and Ex- 
changes” in an indirect way, are gratuities 
extended to customers. Extra laces, insoles, 
heel-pads, heel-plates, sewing up rips, and 
many such items, each of which is small 
in itself, but in the aggregate amounts to 
a considerable sum in the average store in 
the course of a year's business. ; 

Truly, the matter of “Returns and Ex- 
changes,’ refunds and gratuities, is an im- 
portant matter that should have attention 
at the hands of the retail merchants when 
they assemble for the big convention in 
Boston. 

Whether or not it is possible for the 
N. S. R. A. to formulate a set of rules, 
governing these matters, is a question. But 
every merchant who attends the conven- 
tion will, beyond a doubt, be able to carry 
home with him some ideas that will prove 
of untold benefit to him in the conduct of 
his business. 


Style Important 


Action in Boston on French Last Suggested 
By E. M. THOMAS, Sec-Treas. Texas Association 


The Boston convention should and will 
be the greatest thing ever pulled off in the 
way of a shoe retailers’ convention. I am 
looking forward with great anticipation to 
the good that will come to the shoe retailers 
of the United States as a result of the 
deliberations at Boston. The BIG THING 
I hope to see the Boston convention do is 
to ‘put over” some kind of a program that 
will ““crumb”’ the proposed French-American 
style. Resolutions should be adopted at 
our National Convention that will not only 
condemn this proposed style in unmistakable 
language, but said resolutions should have 
teeth in them sufficiently sharp to convince 
the manufacturers of the country that we 
do not believe that they have at heart 


the interest of the shoe retailers of the coun- 
try if they encourage the introduction of this 
style even in a small way at this time. If 
the work of this convention can side-track 
this proposed style and the retailers can 
return to their places of business feeling 
assured that their Spring 
purchases are safe and 
that high shoes carried 
over from the Fall of 
1919 tothe Fall of 1920 
will not be junk, then the 
convention will have ac- 
complished a great thing 
and rendered to the shoe 
retailers of the country 
a great service. 
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| apes adabpeiaamanes the city of Lynn, Massachusetts, is a 
giant—a tower of commercial strength in the center of 
New England’s great zone of shoemaking activity. 


In the field of Women’s and Children’s Shoes and Men’s 
Slippers “Made in Lynn” has in itself alone a powerful 
asset value recognized throughout the footwear world. 


7 

So standard is Lynn quality in footwear that it has long 
been recognized everywhere in the Trade as a measure in , 
comparing grades. , 


“Mother of American Shoemaking” aptly describes 
Lynn’s historic connection with the producing of those lines 
of footwear and the unequalled availability today of her labor 
facilities for concerns contemplating such production. 





~ WOMEN'S 
HIGHEST 
GRADE 









Lynn is to women’s shoes what Brockton is to men’s 


ALLEN, Foster, BripGeEo Co. BarTLETT-SoMERS Co. 
BurveEttT SHOE Co. CotTEerR SHOE Co. 
Grecory & Reap Co. 

















A\\, WHITE BUCK WELTS 
AA for GROWING GIRLS. 7 

. MISSES and Ye 
SW CHILDREN 





i! 
\ 
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American. 


| Making” 


shoes, Lawrence or Lowell to textiles, Waltham to watches, 
Meriden to silverware. 


Shoes made in Lynn are on sale in nearly every city, town 
and hamlet in this Country, and they have widespread 
distribution abroad. 


Sixty going shoe manufacturing concerns; harmony be- 
tween manufacturers and employees; Fifty Million Dollars 
of banking resources; rail and ocean-route transportation 
facilities adequate to all needs, and an Industrial Com- 
mission that offers material welcome to new manufacturers 
—these are among Lynn’s unexcelled commercial advantages. 
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© Womens St lish? 
Vex ible Toots 










































Lynn warmly welcomes the retail shoe trade of the 
Country to the January convention of the N. S. R. A. in 
Boston. Her shoe products will have fitting representa- 
tion on that great occasion. 














P. J. HARNEY SHOE Co. Hennessey, Maxwe tit & HENNESSEY 
G. W. Herrick SHoeE Co. T. J. Kiety & Company 

a “ T I ‘ 
Watson SHOE CoMPANY Witurams, Ciark & Co. 











COMPANY 
WELTS 









Se 
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12:30 B. M.—Report of Election Co ttee. 


1:00 P§M.—Adjournment for Lunchedh inffAssocia- 
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QW 
GYANINTOZAIS 
HURSDAY 
r Complete C invention at Mechanics Building 
= Examination of Exhibits 











9:00 Aj M.—Examination of Exhibits. JF Special Features 


2:00 P. M.—"‘Making r) hoe.” Shown by film, 
J. F. O'Connell, U. S. M. C@imy 


9:30 Aj M.—Community Singing. Orc Pstral @oncert. 


10:00 AA. M.—Address by Professor M@lvin f Cope- 


and, Harvard School of Busimess Adminis- “The American Army and Its Feet. rom film 
ration, on “Keeping the Record§ of In@ustry.” taken by War College, Washington,%). C. 
“Woman and Her Feet.” By Dr. Gartner, Rpre- 
11:00 &. M— The Retail Salesman’s§ Instiffite.”’ senting the Y. W. C. A. 


Arthur L. Evans, President. 
6:30 P. M.—N. S. R. A. Banquet in Convention Hall} 


11:30 &. M.—*’Tools of the Industry." Majaf Chas. Speakers of national importance will strike key- 
I. Cahill, U. S. M. C. eefor 1920. 
12:00 §1.— ‘National Fire Insurance Dive.’ John T. 11:00 P. M—N. S. RA. Convention Ball. Copley- 
Baird, Columbus, Ohio. Plaza Hotel Balfroom. 
* * * 


g@ies Program 


ion Cafe, Talbot Hall. Morning—Auto ride to historical points. 


Gefferal inspection of exhibits as tha§hM feature of Afterncon—Genaral inapection of exhibits. 


he day. Evening—Banquet and ball. 


National 
Shoe if 
Peataillers : 








“Zou Drown —_ 


rf Convention 




















Dec. 27, 1919 BOOT AND SHOE RECORDER 


HOE wearers are learning 
inings will do for their shoes. These Ad- 
vertisements are carrying their messages 
into — 2,000,000 worth-while homes every 
month. 


Put yourself in position to take advantage of 
this National Advertising Campaign by hav- 
ing your shoes made with “Redtinew Shoe 


63 


Farnsworth, Hoyt Company 


ESTABLISHED 1856 


Boston, 


Mass. 
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The Centre of the Centre 


Boston will be the live buzzing centre 
of shoe activities: during the first half 
of January and our Boston sales rooms 
at 207 Essex Street—just a few steps 
from the South Station—will be the busy 
centre of the Boston shoe district. 

We cordially invite all visiting merchants 
and buyers to make our office their real 
headquarters. 


Our displays of women’s stylish, flexible 
boots and low cuts will be a style and 
value revelation. 


Come in, that we may greet you. 


Allen, Foster, Bridgeo Co. 
Factory, Lynn, Mass. 


Boston Sales Rooms, 
207 Essex Street. 
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HIS year shoe merchants are going to the biggest and the best 
convention ever planned with eyes and ears open for new 


ideas—ideas they can carry back to their stores, ideas that 
will help turn over their stock more quickly and more profitably. 


We anticipate a busy week at the convention, for there are a number 
of things we want to tell merchants about shoes—how they can be 
sold easier and quicker. We hope to show merchants that it will be 
possible for them to select any style of footwear and for good measure 
have as many as seven new selling points thrown in—selling points 


that will actually sell shoes. 


So hunt us up at the convention. We'll try to make the time spent 


at our exhibit well worth while. 


Remember the number of our exhibit, 19]—on the balcony. We'll 
be looking for you. 

















132 Twenty-third Street Pittst urgh, Pa. 











Branches in the Principal Cities 


“The Flexible Cork Innersole 
Thai’s Built Into tke Skoe” 
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SNOW 


on the Mountains ! 


But winter has no terrors 
for the man whose feet are 
shod in comfortable, neat- 
fitting, durable 


LUNDIN Shoes 


These serviceable and 
stylish Men’s Dress Welts 
combine the utmost Wear 
and Comfort with ,the 
most reasonable price. 
All original designs. Ma- 
terials and workmanship 
the very best. 














The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 
ST. LOUIS U. S. A. 





















































YOU ARE CORDIALLY INVITED 











age 


nO ae 











At the 


Cincinnati Shoe Fair 


You are cordially invited to 
inspect the interesting ex- 
hibit of the 


RED CROSS Shoe for Women 


Displayed in a most exten- 
sive assortment of new and 
correct styles for Spring and 
Summer. 


A splendid opportunity for 

merchants to see this line 
and to learn why it has come 
to be known as 


Ih, micatiitiliete pt. 
ee 


Rooms A153 and A154 
Hotel Sinton, Cincinnati, O. 
January 8, 9, 10 














-* 




















TO A NOTEWORTAY EXHIBIT 





OUR attendance at the Shoe Fair will be profit- 
Y able to you in proportion to the number of 
business building ideas you carry away with you. 


A splendid business building idea that you can apply right 
to your own business and which has proven to be very prac- 
tical by large numbers of successful merchants throughout 
the country, is the adoption of the concentration principle. 


In confining your purchases to a known line of shoes like 

the RED CROSS Shoe and applying this concentration 

principle, you will have many distinct advantages which 
may be the turning point in your business. 


In your visit to Cincinnati, we invite you to see the exhibit 
of the RED CROSS Shoe and to have explained to you 
the definite practical ways in which you can localize and 
focus to your store the tremendous selling influence of the 


RED CROSS Shoe advertising campaign. 


The concentration principle when applied to an easy selling 
line insures you a maximum business on a minimum invest- 
ment. We will welcome the opportunity to show you why 
this is true. 


RED CROSS Shoe Exhibit, Rooms A153 and A154, Hotel Sinton 





THE KROHN-FECHHEIMER CoO., 


Cincinnati, 


Ohio 
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The H & M Line 


AT THE 


CHICAGO NATIONAL 
SHOE EXPOSITION 


Jan. 5th to 10th 
Room 592 


Palmer House 


CHICAGO, ILL. 


Also — 
Cincinnati Shoe Fair 


Jan. 8-9-10 


Room 158-9 
HOTEL SINTON 


Cincinnati Ohio 
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W. T. DICKERSON 
Chairman of Fair Committee 


“Why the Cincinnati Shoe Fair?” 


HAVE been asked “Why the Cincinnati 
I Shoe Fair?”’ and have expressed myself as 
follows: 

The Shoe Industry of Cincinnati represents a 
part of a wonderful community that sets for 
itself standards of the highest quality in art and 
commerce and maintains those standards under 
all circumstances and conditions. 

As a result Cincinnati-made shoes are in 
popular demand and its many large factories 
crowded with orders. The Cincinnati Shoe 
Fair is an expression of Cincinnati shoe senti- 
ment, and was inspired by the progressive spirit 
of the local group of traveling shoe salesmen 
who are members of the National Shoe Travelers’ 
Association. They realize that days may come 
when business conditions may be worse than nor- 
mal and that this was the hour to initiate a cam- 
paign of collective effort toward crystallizing in 
concrete form the superior quality of Cincinnati- 
made shoes, and the profit-making possibilities 
of the Cincinnati Shoe Market. As a result of 
our effort we shall have 100 per cent exhibitive 
representation of the Cincinnati Shoe Market, 
together with an immense display of allied in- 
dustries, shown at one time under one roof for a 
period of three days, and with all a “Cabaret 
Shoe Display” on living models which will be of 
unusual interest. 


Old-Fashioned Welcome 


We assure all visiting merchants and buyers 
an old-fashioned Cincinnati welcome and a 
glimpse of a Shoe Carnival that will demon- 
strate the Why? of the Cincinnati Shoe Fair. 

It is the advanced comprehension of the 
psychology of footwear—the realization and 
acknowledgment that skillful shoemaking is an 
art which has elevated the spirit of the industry 


- in this community, until our many workers no 


longer feel that they are just mere workers— 
toilers—but that they are Artists—Craftsmen 
—Skilled designers—who have at last come into 
Their Own. It is this elevated spirit and in- 
tegrity of purpose which has brought to Cin- 
cinnati “Art in Shoes,” the glory as acquired by 
our other famous institutions, for who has not 
heard of our “Art Museum,” “Symphony Or- 
chestra,” “Gruen Watches” and ‘‘Roodwood 
Pottery?” 

Our Shoe Fair on January 8, 9 and 10 will 
demonstrate this fact most convincingly. We 
cordially invite you to attend and then fall in 
with us as we “Trek” to Boston, on a Special 
Shoe Train, leaving Cincinnati on Saturday 
evening, January 10. Reservations on this 
Special Shoe Train can be made at the Hotel 
Sinton, during the Shoe Fair. Don’t miss its 
“Social Features.” 
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Directory of Exhibitors 


(Showing Hotel Numbers) 


Representative Hotel Room 
349 


Firm 
The Dan Cohen Company 
Duttenhofer-Stevens Company 
United States Rubber Company 
Rupp & Wittgenfeld Co. 
Collier Shoe Company 
Standard Kid Mfg. Co. 
La France Mfg: Co. 
American Hide & Leather Co. 
Merchants Bargain House 
Day Wood Heel Company 
J. Einstein Company 
Wise Shaw & Feder Co. 
Cahill Shoe Company 
Vogue Novelty Company 
A. H. Weinbrenner Company 
J. Levy Sons 
Armstrong Cork Company 
Johansen Bros. Shoe Co. 
Dayton Last Company 
Helmers, Bettmann & Co 
Helmers, Bettmann & Co. 
Krippendorf-Dittmann Company 
Krippendorf-Dittmann Company 
Rehbun Last Company 
Charles Meis Shoe Company 
Manss-Owens Company 
Manss-Owens Company 
Val Duttenhofer Sons Company 
Krohn-Fechheimer Company 
Krohn-Fechheimer Company 
The Holters Company 
Roth Shoe Manufacturing Company 
Helming-McKenzie Shoe Company 
Helming-McKenzie Shoe Company 
Vulcan Last Company 


Surpass Leather Company 
Selser & Ballantyne 

Will J. Graf & Co. 

American Footwear 
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Shoe Retailer 

Sinsheimer Bros. & Co. 

P. Hagerty Shoe Co. 

Grieb Shoe Company 
American Printing Company 
Boyd Welsh Shoe Company 
Onli-Way Fixture Company 
Harrisburg Shoe Company 
Westcott-Whitmore Company 
T. R. Emerson Shoe Co., Inc, 
Amalgamated Leather Companies, Inc. 
Geo. H. Mugavin & Co. 
Premier Pattern Company 
Rousmaniere, Williams Co. 
Selby Shoe Company 

J. Ralph Baker Company 
Griess-Pfleger Tanning Company 
Weber Bros. Shoe Company 
Homan-Hughes Company 
Julian & Kokenge Company 
Julian & Kokenge Company 
The Travers Shoe Company 
Sachs Shoe Manufacturing Company 
United Last Company 

Sam B. Wolf Shoe Company 
Sam B. Wolf Shoe Company 
Excelsior Shoe Company 
Excelsior Shoe Company 

P. Sullivan & Company 

P. Sullivan & Company 


C. G. Duttenhofer 
Wm. A. Kleesattle 
Frank Fischer 

H. J. Hater 

I. L. Popper 

Irwin Rosenbaum 
L. J. Petrie 

J. Levy 

Chas. H. Grschy 
Walter N. Schafstall 
John Gregg 

Joe Cahill 

Pete Levy 

Sam Joseph 

Phelix Levy 
George Springmeier 
Ash Kennedy 


J. Epstein 
E. W. Hughes, Sr. 
Chas. Van Ausdol 


Chas. Morton 


Jesse McDonald 
Irwin I. Roth 
Irwin I. Roth 


Otto C. Kaufmann 
Geo. L. Volman 
Geo. L. Volman 


Fourth Floor 


Chas. Freeman 


Will J. Graf 

J. A. Hall 

H. M. Bowen 
Carl Adams 
Mr. Rosenfelder 


Jim Stoner 

M. W. Rutledge 
E. R. Batterson 
A. Knabe 

Chas. Miller 


George Mugavin 
A. J. Velten 


L. M. Doty 


J. C. Taylor 
D. B. Sachs 
Krentler Bros. 
D. A. Wolf 


348 
344 
342 
340 
338 
336 
347 
345 
343 
341 
339 
337 
335 
303 
305 
309 
315 
302 
304 
306 
308 
310 
312 
319 
330 
332 
328 
326 
324 
322 
320 
314 
316 
301 


448 
446 
444 
442 
440 
438 
436 
445 
443 
441 
439 
437 
435 
409 
415 
402 
404 
406 
410 
412 
419 
417 
429 
431 
432 
430 
428 
426 
424 
418 
420 
416 
414 
433 
434 
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“‘HOLTERSHOES 
Will be displayed during the 


CINCINNATI SHOE FAIR 
January 8, 9, and 10th 


in 


ROOM 155 SINTON HOTEL 


We shall be most pleased to have you visit Room 155 at your convenience. 
There will be no elaborate display (no frills or fussy things) there, but you will 
see one of the snappiest lines of ladies’ shoes made in America. And they are 
built right. 


Our Policy of putting distinctive style, good materials and high class workman- 
ship into every pair of 


“HOLTERSHOES' 


supported by one of the most conscientious and aggressive sales organiza- 
tions in the country is responsible for the wonderful success of our House. 


We will also display our line at the 
CHICAGO NATIONAL SHOE EXPOSITION 
which will be held at the 
PALMER HOUSE, JANUARY 5th to 10th 











You will be welcome any time 






THE 


HOLTERS COMPANY 
CINCINNATI 
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VIEW OF THE OHIO RIVER AND THE HILLS OF OLD KENTUCKY, 
FROM EDEN PARK, NEAR THE ART MUSEUM 














> 
_~ + — 
. 























> 
~ _ ray man 
es v 
» 
in r a 
“ 


Wi 








Dec. 27, 1919 BOOT AND SHOE RECORDER 77 


i. 
~ . 
= 


SESS _ 
sfor Women 


Produced by Shoe Artisans 


The help-wanted advertisement repro- 
duced here is typical of our effort to bring 
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rey . . 

to our organization craftsmen of the 

highest type. The influence of Cincin- 

nati’s institutions devoted to Art—the 

beautiful and romantic environment of ie ae 2 a 
Se generous nature—the integrity of pur- CINCINNAT l 


pose of its commerce, that demands and 
obtains the very best of everything in an 
effort to maintain the highest standard 
of quality—these are the true inspira- 
tions that have brought to Cincinnati its 


SHOE FAIR 


JANUARY 
SOO 1920 


OMe 


ce Fame of ‘‘Art in Shoes.’’ 





Exhibitor 


al. 2. Sullivan & Company 
oa Makers o 
AN * Pretty rd ps Women” 


CINCINNATI 
OHIO, U.S. A® 
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S. S. FECHHEIMER 


President Cincinnati Association 
of National Shoe Travelers 





“ASH” KENNEDY 
Chairman of Style Show 


CINCINNATI 
SHOE FAIR 
CHAMPIONS 


CHARLES AUER 


Chairman Entertainment Com- 
mittee 






FRANK J. WEBER 


Secretary Cincinnati Shoe 
Fair 





IRWIN I. ROTH 
Chairman Publicity Committee 


The Cincinnati Shoe Market 


“One for All and All fer One,’’ the Spirit Behind the 
Shoe Fair 


QUOTATION with which we are all 
more or less familiar comes to mind when 
thinking of the spirit which actuates the 
movement behind the Cincinnati Shoe Fair and 
Style Show, this spirit being based upon the value 
of Cincinnati as a market. The quotation we 
have in mind is that from “The Three Musket- 
eers,”’ ““One for All and All for One.” 
The shoe manufacturers, together with the 
shoe wholesalers of the Cincinnati market, and 





the allied lines which are represented, are busi- 
ness getters in a constructive way. The units 
of this market are never unmindful of market 
prestige. It is their belief that if merchandise 
of any character has its genesis in Cincinnati, 
this merchandise is bound to be good and the 
price right. 

The heads of the Cincinnati institutions have 
imbued their travelers and other co-workers 
with this viewpoint, which is now finding expres- 














































































































sion in the production of Cincinnati’s First 
Semi-Annual Shoe Fair and Style Show. 


A Fundamentally Correct Principle 


The members of the Cincinnati business frater- 
nity strongly subscribe to the Rooseveltian doc- 
trine that every action should be properly based 
upon a correct fundamental principle. Going 
upon this principle, a Shoe Fair and Style Show 
was conceived in the brains of some of the leaders 
of the Cincinnati Association of the National 
Shoe Travelers. When this proposition was 
submitted to the Cincinnati manufacturers and 
wholesalers, they expressed a willingness to be 
of every assistance possible. Since then, their 
actions have demonstrated that it is their belief 
that if they work for their travelers’ interests, 
the travelers will well take care of the interests 
of the manufacturers and wholesalers. 

Emerson said: “If a man build a better mouse- 
trap or preach a better sermon than his neighbor, 
though his house be in the midst of a forest, the 
world will make a beaten path to his door.” 
While Cincinnati is in no sense in a forest, yet 
Cincinnati shoes are known all over the United 
States and a considerable portion of Europe. 
This is due to the fact that good shoes are pro- 
duced here and constructive efforts are con- 
tinually being put forth to make Cincinnati 
shoes known; therefore the market prestige 
which Cincinnati enjoys. 


An Attendance of 2,000 Merchants Expected 


An unusual feature of this Shoe Fair is the 
fact that 95 per cent of the Cincinnati Shoe 
manufacturers will show their lines all together, 
at the same time, under one roof. The members 
of the Cincinnati Shoe Industry are standing 
shoulder to shoulder upon the belief that no 
institution can be oversold on good will. While 
all of the factors are sold up and the wholesalers 
are finding it difficult to get merchandise with 
which to fill orders, they realize that the most 
valuable asset to their business is just as frequent 
customer contact as it is possible for them to 
have. Therefore, for the past few months, this 
Shoe Fair has been extensively advertised in 
various ways, with the result that the indications 
now are that there will be nearly 2,000 of the most 
prominent retail shoe merchants of the Middle 
West in attendance. 


Splendid Co-operation in Cincinnati Market 


To further show just what kind of a feeling 
permeates the Cincinnati market as a whole—by 


this we do not mean the shoe industry alone, 
but other lines as well—one of the most promi- 
nent women’s apparel manufacturers of the 
Middle West, located in Cincinnati, has pro- 
vided the management of the Style Show with 
enough suits, coats and dresses to allow the pro- 
fessional models from two to four changes during 
the progress of the Show, and in addition to this 
splendid service, this firm has offered substantial 
financial assistance to the Shoe Fair and Style 
Show project. They will derive no direct bene- 
fit from this Shoe Fair, but to quote a remark 
made by the head of this concern, “Anything 
that benefits Cincinnati market, no matter what 
line it is, will benefit us.”’ 

Apparently the thread of thought running 
through this article is that Cincinnati would 
seem to consider herself the only shoe market of 
consequence in the West. However, such is not 
the case; we want our contemporary markets to 
have their just measure of praise. It is only 
attempted to show what the Cincinnati market 
is and with what kind of atmosphere it is 
surrounded. 


Exposition of Western-Made Shoes 


Shoe historians tell us that a gentleman named 
Stribley brought to Cincinnati the first McKay 
stitching machine seen or operated west of the 
Allegheny Mountains. Western shoe making 
really had its start in Cincinnati. Since then, the 
St. Louis, Milwaukee, Chicago, Columbus and 
Portsmouth markets have grown to tremendous 
proportions. Shoes made in these markets will 
be shown at the Cincinnati Fair, thereby proving 
that while it was primarily a Cincinnati project 
based on the market prestige of Cincinnati, it is 
an exposition of Western-made shoes and there- 
fore of National importance. 


Opportunity Is Knocking at the Door 


One’s first duty, the most important duty, in 
fact, is to give opportunity a chance to come in 
when she knocks at the door. At the Cincinnati 
Shoe Fair and Style Show, opportunity will 
knock at the door of every progressive shoe man 
in the Middle West. He will owe it to himself 
to come and see what Western-made shoes 
really are, because after all we can make the 
motto of ““The Three Musketeers” cover a whole 
lot more territory than was indicated at the be- 
ginning of this article. The shoe manufacturer, 
the shoe wholesaler, and the retail shoe merchant 
can all subscribe to the doctrine of ‘‘One for All 
and All for One.” 



























































QUALITY | 


That Compels Your Careful In- 
spection and Critical Comparison 


Strictly High Grade Wei 


FRANK X. OWENS 
President 




















F. C. EARL 
Manager, 
Chicago Office 
W. L. COSTELLO 
Manager, 
New York City Office 





Oklahoma 





CINCINNATI: 


The Home of High-Grade Footwear 


Distinctive Styles, Exclusive Patterns, Perfect 
Fitting Lasts, Expert Workmanship 


m™Nranss- | | 


CINCINNATI, 











SERVICE 


That is Prompt, Efficient and 
Pains Taking 


or Men and Women 


J. E. CALL 
Manager, 


EXHIBIT Southern States 
NATIONAL ~~, 
SHOE 
EXPOSITION 
January 
5, 6, 7, 8, 9, 10 , 
SIDNEY BOOZER PALMER HOUSE H. H. BRUNING 


N. Carolina Chicago, Ill. Kentucky, Ohio, W. Vir- 
ginia and Pennsylvania F. E. KIRKMAN 


S. Carolina 








Cc. M. RAY -'G FRANK MANGUM 
Oklahoma and Ar- Alabama and Missis- 
kansas eal sippi 


J. R. WOODALL 
Georgia 




















We invite you to visit our Display 
Room Loc. 150-151 


HOTEL SINTON 


January 8, 9, 10 i | jon 
we | Exhibitor. 
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Evolution of a Shoe 


From first American made 
shoe (moccasin) to the 


latest chique slipper 


The Val Duttenhofer Sons’ Co. 


Cincinnati, Ohio 
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1934—Wos. Service Kid, 5-Eyelet 
(Blind), Lace Oxford, Imt. Tip, 
1%4-in. Cuban H1., I Turn, Acad- 
emy Last, B, C & D Widths. 


1937—Same in Hav. Brown, Hos- | 
mer Last. A, B, C & D Widths. | 


weet 


1231—Wos. Patent Virginia One- 
Eyelet Tie, Close Edge Welt, 2)%- 
in. Cov. Wood H1., Iris Last. 


1230—Same in Shoe Soap Kid. 


ae? ty in Hav. Brown Kid. 
, B & C Widths 


In Accord With 


Fashion’s Newest 


Up-to-the minute style is a feature of Central made 


shoes. 
The dictates of Fashion are closely followed— 
even anticipated—in the smart array of Women’s 
1962—Wos. Mat Cab. 5-Eyelet 


Low Cuts and Boots for Spring that we will place (Blind) ace Ofords Pa 
before the merchant. T Rime Chettes ton. RA, Ae 
B & C Widths. 


; , — “i 
Another important consideration is our ote--Seme is Hov. Beown Kid, 


IN STOCK SERVICE 5 le Bint 


which affords valuable opportunities to Retailers who 
want to keep their stocks always fresh and up-to-date. 


CENTRAL SHOE CO. 


MANUFACTURERS 
ST. LOUIS, U.S.A. 


See our display at the Boston Shoe Convention, January Twelfth to Fifteenth 








BOSTON OFFICE 
10 HIGH STREET 
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FACTORY 
ABINGTON, MASS, 
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ROCHESTER 


Welcomes You to Its Eighth 


SHOE STYLE SHOW 


POWERS HOTEL 











January 5-10, 1920 


Your opportunity to 
see, under one roof, 
America’s foremost 
products in Footwear, 
Leather, Lasts and Ma- 
terials. 


, First Hand and Authen- 


tic Information—and 


The Pleasure of Meet- 
ing the Manufacturers 
and Salesmen—and 


Rubbing Shoulders with 
Your Fellow Dealers. 


Larger and Better than 
Ever Before! 


Stop over on your way 
to Boston. 








Held Under the 


wrest We ROCHESTER], 
gowns Mohoe Style Show!) 
ROCHES TER NJ 
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On Display 
Rochester Shoe Style Show 
Rooms 604-606 


- N.S. R.A. Convention, Boston 
Booth No. 129 


CP Ford & Co 


ROCHESTER,N.Y. 
New York Office, 127 Duane St. 
E. H. Talbot, Jack Galway 
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Rochester Shoe Style Show 


Eighth Semi-Annual Event---Powers Hotel---Rochester--- 
January 3-10, 1920 


With Historical Sketch from January, 1916, the Date of the First 


Back in 1916, Frank J. Le Pine, a member 
of the Rochester Association of Traveling 


Shoe Salesmen, 
had a vision. He 
had seen shoe buy- 
ers from all parts 
of the world ar- 
rive in Rochester— 
jump into taxis— 
whizz off to a fac- 
tory or two and 
then hurry back to 
the railroad sta- 
tion. The buyers 
of footwear had no 
opportunity to see 
the “City Beauti- 
ful.” They had 
not received the 
warm welcome and 
cordiality usually 
accorded strangers 
in Rochester be- 
cause of the sud- 
den arrival and de- 
parture. The shoe 
buyer’s knowledge 
of theimportanceof 
Rochester as a shoe 
center was con- 
fined to the visit 
he had made to one 
or more factories. 
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Rochester Style Show 


“Don’t Hide,Your Light Under a Basket” 


(Slozan of Frank J. Le Pine, Originator of the Rochester Style Show) 








Those who know Frank J. Le Pine (his 
territory is Denver, West) say that a favorite 


expression of his is, 
“Don’t Hide Your 
Light Under a 
Basket,”’ and the 
former president of 
the Rochester As- 
sociation of Trav- 
eling Shoe Sales- 
men, known as the 
“‘Ratss,” decided 
that his organiza- 
tion should remove 
the basket. 

So Frank J. Le 
Pine conceived the 
idea of the com- 
bined exhibit of the 
Rochester shoe 
manufacturers and 
with the aid of his 
fellow members 
worked out the 
plan known 
throughout the 
country as the 
Rochester-S t y 1 e- 
Show-Idea, a plan 
which has been 
adopted not only 
by shoe manufac- 
turers in every 
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important market in the country but by cloth- 
ing manufacturers who have adopted the idea 
and found it advantageous for buyer and seller. 


The First Style Show 


The first Rochester Style Show, held in 
January, 1916, consisted of a mere handful of 
exhibitors. The idea was new and the results 
doubtful. It was in a strict sense of the word 
a “Rochester” style show and Rochester shoe 
manufacturers, almost ex- 
clusively, supported the idea. 
At the close of that show the 
twenty-five exhibitors were 
fully convinced of the possi- 
bilities of the “Community” 
method of displaying - shoes 
and hastily reserved their 
rooms for the second semi- 
annual style show to be held 
six months later. 

Each succeeding show 
brought more exhibitors and 
more exhibitors brought more 
buyers to Rochester. Shoe 
manufacturers, shoe mer- 
chants, jobbers, tanners, 
manufacturers of findings and 
shoe manufacturing materials 
from all parts of the world 
came to Rochester to see how 
Rochester displayed the shoes 
made in its own city and the vicinity. They 
were delighted with the method of presenta- 
tion of the newer styles. They approved the 
individual displays whereby each exhibitor 
could present his merchandise with the same 
degree of privacy the traveling salesman on 
the road enjoys. They were pleased at the 
thought that each exhibitor is permitted to 
arrange his display and room to suit his own 
satisfaction without dictation from the Style 
Show Committee. 


CLARK B. ROWLEY 
Chairman Executive Committee 


January, 1920, Show Has Eighty 
Exhibits 
Is it any wonder, then, that the coming 
Rochester Shoe Style Show, the eighth, will 
have nearly eighty individual exhibits of 
every kind of footwear manufactured, all sorts 
of shoe findings, lasts, leather, cloth, heels, 
etc? Is it any wonder that shoe buyers from 
England, South America, San Francisco, 
Texas, Canada, Cuba, Boston, New York, 
Chicago and all points of the 
globe stop off at Rochester 
whether they are on their 
way east or west, north or 
south? 


Footwear Displayed on 
Living Models 


The combined exhibition of 
Rochester - made footwear 
brings with it another new 
and fascinating feature. It is 
the presentation of shoes on 
living models in what is 
known as the Rochester Style 
Revue. Two evenings during 
Style Show Week, the com- 
mittee has arranged for a dis- 
play of men’s, women’s and 
children’s shoes on _ profes- 
sional models. This will take 
place at Convention Hall, 
which has a seating capacity of 3,500. Dressed 
in the height of fashion, these proud manni- 
kins promenade up and down the 100-foot 
carpeted runway around which are seated the 
buyers and guests of the Rochester Style 
Show. 


General Public Invited 


An innovation will be made this year inas- 
much as the general public will be admitted 
(Continued on page 98) 
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Top Row—(left to right) Chas. H. Hellmer, Roy F. Schneider, T. C. Dieter 
Lower Row—(left to right) Frank W. Rice, E. Eugene Connor, W. J. Moylan 


On Exhibition at Powers Hotel 


Women’s Shoes Space No. 
Utz & Dunn Co 500 
Piehler Shoe Co 
pp A re 
Ault Williamson Co 
Blum Shoe Mfg. Co 
John Kelly, Inc 
E. P. Reed & Co. 
Moore-Shafer Shoe Mfg. Co............ 
The Menihan Co 
C. P. Ford & Co 


P. W. Minor & Son 

Burrows Shoe Co 

Sherwood Shoe Co 

Leach Shoe Co 

Dugan & Hudson Co 

Joy, Clark & Nier Co., Inc 

pp Yeilbrunn & Sons 

The Wilson Process, Inc 

Westcott-Whitmore Co : 
Ore ere 639-643 
McElwain, Hutchinson & Winch 656 
P. W. Minor & Son 
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Space No. 
Cleveland Shoe Mfg. Co... oases 640 
McElwain, Morse & Rogers................ 647 
RN I IR oon 5 he opcs ec oe eased bee adia 638 
Daniel Green Felt Shoe Co.............. .. 647 
fe en 
Men’s Shoes 

Nunn, Bush & Weldon Shoe Co............ 621 
ING TE I, sg ok oo ds os hoe Kamaiee 648 
A. J. Bates Co 

Misses’ and Children’s Shoes 
Hagerstown Shoe and Leggiag Co., Inc....... 
po) eee ee eae 
WHEIONIN, TINE Ose6. 505 scc i cvcees cases 
Henry L. Marx Co 
Goodger, Milow 
J OO re re ee 
Piehler Shoe Co 
George J. Wilson 
Dugan & Hudson Co 
John J. Kalb & Sons 
Joseph Schreier 
Oe ree see 
Jos. Heilbrunn & Sons 
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ROCHESTER SHOE STYLE SHOW 


ee 


Space No. 
Castle Kid Co 21 Rilee Dissiay Fixtures Co. .....0.5. 0.260600 545 
reow Castile Leather Co....... 0... c cc ciecces Henry Likly Co 625 
Pfister & Vogel Co Business Papers 
The “Boot and Shoe Recorder” 
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F. Hecht & Co The Shoe Retailer and The Shoe and Leather ani 
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Manufacturers’ Agents 


J. G. Travers Co 


J. E. Donallen Co 

Seamans & Cobb Co G. H. Moore Heel Co 

H. Gitterman & Co Lynn Wood Heel Co 

Goatees Fae °: Rubber Co 
Rochester Last Works..................... : - F. Goodrich Co 
Empire Last Works ; Avon Sole Co ery a 
tewart otter Co : . 

Dayton Last Works Tweedie Boot Top Co s 

Retailers Art Service 


Display Fixtures 
BEER PUMAMEO CA. 65 ob cc cecsewnses 

















“ROCHESTER’S FELT SHOE KINGS” 
Look Up Room 539 


Where our full line 
of felts and soft sole 
moccasins for 1920 
Fall Delivery are on 
display. _. 


Style B90 


The most complete line at the show. Prices right and 
prompt deliveries. If you can’t come — write 


F. W. Hahn Co., Inc. Rochester, N. Y. 
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ROCHESTER SHOE 


















































ENIHAN classy shoes 


for women are marked 


by distinction and dig- ¢ 


nity—pacemakers for style. 
You’ll see in them the last 
word in smart shoemaking at 
ROCHESTER STYLE 
SHOW 
Rooms 600-602 


BOSTON CONVENTION 
N. S. R. A. 
Exhibit No. 131 
“Where Style Meets Merit’ 








» Ws 


STYLE SHOW | 




















Rochester /V. "YT 
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AUALITY, durability, 
originality, distinc- 
One of the 


tion and variety in 
: y styles that will be shown 
choice of patterns are the aw 


reasons why “STYLE Rochester Style Show 
SHOES OF QUALITY” Jan. 5th to 10th 
are purchased by some of 

the best retailers of footwear 

in the country. 





No other line of shoes for 
women offers more in value. 


All our shoes are made with 
great care so the retailer who 
sells them can count on the 


greatest possible service for 
the wearer. 
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AT THE ROCHESTER SHOE STYLE SHOW 


J anuary 5th to 10th Inclusive, Room 502, Powers Hotel 
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Pla-Mate 


TRADE MARK REGISTERED UNITED STATES AND CANADA. 
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have a quality standard that has been con- 
sistently maintained and will never be sacrificed 
to mere price considerations. 


Experience has proved that Children’s Shoes 
of dependable quality and workmanship are the 
most economical in the long run and most 
satisfactory both to dealer and customer. 
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Send for Stock Sheet 
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IN STOCK 


“D” Width 4to8 8% to 12 
1460 Patent Pump............. ee $4.00 
TTT TTE TT TA ree 4.25 
ere SM akin waren 4.20 
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“D” Width 5 to 8 8% to 12 
F Patent Button or Lace....... ee $4.15 
F Dall Button or Lace......... I a: 8:0-3:5:4:0 4.35 
F Tan Button or Lace......... Mh iaccue 5.40 
Button “PLA-MATE” also stocked for Misses, 124 
to 2, Patent, $5.15; Dull, $5.40. 
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WILLIAMS, HOYT & CO., Rochester, N. Y. 


Our Advertising and Sales Helps are of Great Value to the Retailer Handling the Pla—Mate Line 


IC a a a a a a oe a a a a a oh oh a a a ake lat a ae ae ate aie ae aie aie me 














_—— —————— ee 














a 








Boot and Shoe Recorder 





OUT OL O LLLP LULL @ LULL LULL © 1) 


g 
: 
; 
. 
: 


3 
ii 


eT eter eee neneniten Tenet ene ti efi) 


ROCHESTER SHOE STYLE SHOW | 
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** The Welt Stitchdown That Has Made Good” 


Unsurpassed in Style and Wearing Qualities 
Footform Lasts Smooth Tread No Tacks or Nails 


“u-Bi i Aine Oo { = 
combines strength and good looks at a popular price. 


Mr. J. F. Clark and Mr. R. B. Grant will 
_ be pleased to greet you at the Rochester 
Shoe Style Show, Room 550, Powers 
Hotel, January 5th to 10th, 1920. 


Manufacturers } ijjpo);apyton. 
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Where the Rochester Style Show 
Will Be Held January 5th to 10th 


Sah ean emt em e CeRRE aes 


POWERS POWERS 
HOTEL ) HOTEL 


Re 
Large Sample we -~ Ap Efficient Service 
Rooms for fe Sor Mae E 
Your Displa - eee A EG : very 
ae yh TT Accommodation 


400 Well Appointed | ABR ‘ 
Rooms for Your te Rune ce Headquarters of the 
Convenience : shee Shoe and Leather 
> ee Lee Industries 


Write or — ee 
Home of the 


Wire Your 
POWERS HOTEL R. A. T. 6. & 


Reservations 
JACOB MESSNER, President 
ROCHESTER, N. Y 














Boot: and Shoe Recorder 








| ester 
Shoe Style 


YIN. Ow 


«JANUARY 5-10 
POWERS HOTEL 


ROOM S7Z 


MOORE-AIAFER 
WHOFK °“MFG °CO”’ 
BROCKPORT, N.Y. ULA. 
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embracing madels 
that will be intense 
ly appreciated by~ 
footwear devotees, 
will be the features 


of 
JOHN KELYS 


exhibit. Room 554 

at the Rochester 

Shoe Style Show 
January 9-1O 
Powers Rotel. 
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SHERWOOD 
Super McKays 


A new magnificence invades the 
world of feminine footwear. 


Sherwood McKays for early 1920 
valiantly uphold the prestige that 
has been gained by 20 years of untir- 
ing effort and successful shoe manu- 
facturing. 


At the 


Rochester Style Show 
Room 654 


Boston N.S. R. A. Convention 
Booth 133 


SHERWOOD 


-SHO8e GO- 


ROCHESTER 
NEW YORK 
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ROCHESTER SHOE. STYLE SHOW , 
(Concluded from page 88) 7 
to view the display. Powerful calcium lights are 
focussed on the footwear and other apparel worn by 
the model. A ten-piece concert orchestra plays ap- 
propriate selections during the show. Nearly one 
hundred different styles of shoes are featured at the 
Style Revue, each exhibitor being restricted to the 
showing of not more than four designs each night of 
the Revue. Vaudeville acts form a part of the pro- 
gram. Powerful calcium lights are focussed on the 
footwear and other apparel worn by the model. All 
manufacturing details of the shoe are displayed, such 
as the shade of kid, leather or cloth, the last, the 
height and style of heel, the name of the manufacturer; 
in fact, every manufacturing detail that will aid the 
buyer is announced at the time the model is on the 
runway. 
‘Not Conducted for Profit 

The Rochester Style Show is not conducted for 
profit. The Rochester Association of Traveling Shoe 
Salesmen decided at their very first show that no 
attempt would be made to commercialize this project. 
Boosting Rochester and Rochester-made footwear is 
the paramount thought. When other shoe manu- 
facturers outside of Rochester made applications for 
rooms, the Rochester Association, acting in their fair 
and friendly manner, recommended that these appli- 
cations be approved. Thus the Rochester Style Show 


has grown into a pretentious affair with expenses. 


shared on a pro-rata basis among all exhibitors who 
in return derive equal benefits and enjoy equal 
privileges. 


Attractive Publicity Given Show 


Clark B. Rowley of the Sherwood Shoe Company, 
who so successfully conducted the Style Show last 
July, will head the Eighth Semi-Annual Rochester 
Style Show to be held January 3 to 10, inclusive. 
Under the able direction of Mr. Rowley nearly every 
shoe manufacturer, tanner, jobber, etc., has received 
a “‘condensed description of the advantages of the 
greatest publicity movement in the shoe industry of 
Rochester,” a booklet that gives the entire story 
briefly, authentically and effectively. In this booklet 
Mr. Rowley, who is chairman of the Style Show Com- 
mittee, points out the advantages offered, the cost, 
how reservations are made, and the service offered by 
the various sub-committees of the Style Show. In 
addition to the news stories appearing weekly in the 
shoe and leather trade publications, full page adver- 
tisements urging buyers to attend the show will be 
used. One hundred thousand publicity poster stamps, 
sticker-style, printed in colors, have been distributed 
to all exhibitors, to be used on their letterheads, 
envelopes, statements and packages to help give the 
show as much publicity as possible. 
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Reservations for Exhibits Still Pouring In 


Despite the fact that the entire fifth and sixth 
floors of the Powers Hotel, where the Rochester Style 
Show is held, has been taken over by the Rooms 
Reservation Committee, it is evident that the seventh 
floor will also be annexed to fill the constant stream of 
telegrams, letters and messages from firms who desire 
to exhibit their products. As has been the precedent 
at preceding style shows, every effort will be made to 
see that the best possible rooms are reserved for the 
exhibitor and that every request is filled in the order 
received. Manufacturers desiring rooms are requested 
to wire to Clark B. Rowley, Chairman, Rochester 
Style Show, Powers Hotel, Rochester, N. Y. 


Committeemen of the Rochester Style Show 


Executive Committee: Clark B. Rowley, Sherwood 
Shoe Co., chairman: Roy F. Schneider, John Kelly, 
Inc., treasurer; Clinton L. Clark, C. P. Ford & Co.; 
J. R. Clauser, Wright & Peters Co.; Frank W. Rice, 
Utz & Dunn Co.; Charles H. Hellmer, Rochester 
Last Works; T. C. Dieter, Joy, Clark & Nier, Inc.; 
Ray W. Statt, Florsheim Shoe Co.; E. Eugene Con- 
nor, E. P. Reed & Co.; W. J. Moylan, The Menihan 
Co.; David D. Oster, W. B. Coon Co.; Asa J. Peck, 
C. P. Ford & Co. 

sub-Committees: Exhibits and Rooms—Frank W. 
Rice, Roy F. Schneider, E. E. Connor, D. D. Oster, 
Clark B. Rowley. 

Publicity Committee: Clinton L. Clark, T. C. Dieter, 
C. H. Hellmer, B. W. Moylen, D. D.:Oster, C. B. 
Rowley. 

Entertainment Committee: Asa J. Peck, D. D. Oster, 
C. B. Rowley. 

Decorations Committee: R. W. Statt, R. Clauser, 
D. D. Oster, C. B. Rowley. 





American Consular Agents 


Campaign for Their Appointment at Every Port 
in World 


It was announced at the convention of the Southern 
Commercial Congress at Savannah, December 12, 
that a campaign for the appointment of American 
consular agents at every port and inland city of com- 
merce in the world, as a means of furthering American 
commerce, will begin soon under direction of Southern 
Commercial Congress. 





Enlarging Shoe Department 


F. W. McCabe, new manager of the shoe depart- 
ment of Spring Brothers’ Company, Eaton, Ohio, has 
been busily at work enlarging the department and 
installing an entire new line of footwear. Mr. Mc- 
Cabe was formerly manager of the Walk-Over Boot 
Shop at Richmond, Ind. ; 
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OPEN HOUSE 


183—Essex Street—183 
Boston—January |2th to 16th—Boston 


you the Lucky 


will 
find 
Nath’] Adams 
Martin J. Bolger 
present Jas. C. Hall 
Frank B. Newhall 
to Frank Reese 
W. A. Seavey 
greet Frank J. Slagle 


you 


Our boys are of the unanimous opinion: 


that the best interests of their customers demand no new boots be added earlier 
than October— 


that only laced styles should be shown— 


button boots be passed up, if for no other reason (there are many you will recall) 
than to conserve capital— 


that 


that purchases should cover diversified materials such as calf and side leather in 
smooth and ooze finish, patent colt and kid with a reasonable showing of cloth 


tops— 


to avoid further price increases they advocate active sale of low cuts well into 


that the Fall and the holding of boot stocks to the minimum, sized up as needed from 
stock department. 


Williams Clark & Company 


Makers of Operators of 
Goodyear Welts B An In Stock Dept. 
as oston That sal ‘ 


Exclusively 
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IN-STOCK 


For At Once Shipment 


A limited quantity of these nationally 
popular “PLANT PROCESS” Black 
Kid boots for women. A ‘few pair in 
your store will demonstrate their 
unusual salability. 


No. 535—Military Heel, 36 PAIR CASE LOTS ONLY 


Imitation Stitched Tip, A- TERMS: NET 
D Wide ee ee $7.00 WIRE YOUR ORDER 


THE MCGAUGHEY-RIORDAN Co. gs 


WHOLESALE BOOTS AND SHOES Hed, haved stan I 


11 ALBANY STREET BOSTON, MASS. 
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CONVENTION 
N-S-‘R’A: 


=> STON 


STYLE 5742 


Conservative-- Y es--But Stylish Too 


Viewed from the angle of some of the radical styles of the day, GROVER 
STYLES are conservative—we'll admit it. 

But—Viewed from the angle of real beauty of model and pattern and of 
sound sense, GROVER STYLES are satisfying. 

And in the last analysis it’s that kind of shoes which the majority of women 
want. GROVER SHOES insure sales and satisfaction. 


Of course the line includes the famous comfort footwear, 


SOFT SHOES FOR TENDER FEET 
Standard for Fifty Years 


J. J. GROVER’S SONS CO. 


Boston LYNN, MASS. New York 
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Look for. this Trade Mark at the 


15}20) Boston Convention. The House of Weyenberg 
will be represented there both by products and 


CONVENTION by men qualified to take care of your requirements. 


Nalional Shoe Retailers Come to Boston. 
Association. 
Look for this Trade Mark when you 


ae purchase shoes. You will find it stamped on the 
ee) ae sole of every shoe that leaves our factories. It 
: SsLslee Wa Ea || is your safeguard for honest, good footwear. Wait 
for the Weyenberg man. 


Weyenberg Shoe Mfg. Co. 


Milwaukee - Wisconsin 
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MILWAUKEE 


BOSTON 
JANUARY 12-15 


Milwaukee, 1921 


The Mayer booth is lo- 
cated on aisle Chateau 
Thiery, booth No. 84, 
where we will be glad 
to meet show visitors. 


Supreme Quality Plus National Publicity 


N° LINE of shoes possesses finer quality than the HONOR- 
BILT, or is supported by stronger selling propaganda. 


When you handle HONORBILT SHOES you receive advertising 
and selling help that quickly converts your stock into profitable 
sales. 


Does the Line You Handle Give You the Advantage 
Offered by the HONORBILT Line? 


Better investigate our proposi- 
tion; it obligates you in no way 
and is pretty certain to show you 
the way to a bigger and more 
profitable business for 1920. 


Send for our catalog showing the 
HONORBILT quality line for 


men, women and children. 


Don’t fail to visit the semi- 
annual Chicago National 
Shoe Exposition at the Pal- 
mer House, Chicago, Janu- 
ary 5 to 10. The Mayer 
exhibit is in Room 500, 
Palmer House. 


No. 48—Glazed Dongola Mar- 
tha Washington lace, 8 inch 


No. 714—Vici Kid Bal, Tip, 
London Toe, 1 inch wide Square 


sale Toe’ 1%. igch Leather F. Mayer Boot & Shoe Co. Heel, Single Sole, Welt, B-E- 


Louis Heel, Turn Sole, A-D-4 


No. 49— Brown, Same as 
No. 48. 


ane 906--Beows Same as No. 


MILWAUKEE, WISCONSIN 714. 



















































Dec. 27, 1919 


MILWAUKEE & 


ITH a convention hall second to none in 
point of size and convenience of arrangement, 


Milwaukee, the metropolis of Wisconsin, has 
earned the honor of being called “The Convention 
Capital.” 

In recent years Milwaukee has_ entertained 
and accommodated nearly all of the national 
and international conventions, besides practically 
every State and local gathering of consequence, which 
are attracted by the exceptionally favorable provi- 
sions which the city possesses for purposes such as 
these. Of particular advantage is the splendid 
facility provided by the auditorium for handling ex- 
positions conducted in connection with great conven- 
tions of manufacturers and merchants. 
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The Convention 
Capital we we 


The auditorium is a great two-story fireproof 
building, covering an area of 300 x 330 feet, bounded 
by Fifth, Cedar, Sixth and State Streets, in the heart 
of the downtown business district and a stone’s throw 
from the largest hotels. The main hall, or arena, 
measures 225 feet by 100 feet and seats 10,000 persons 
comfortably. Machinery hall, in the basement, pro- 
vides 45,000 square feet of exposition space. In addi- 
tion, there-are six large halls, with a capacity for seat- 
ing from 300 to 1,200 persons. 

Under one roof, the auditorium will accommodate 
not only one large general convention session, but 
from six to eight group or sectional meetings, besides 
as large a convention exhibit as any existing national 
or international association may conduct. 


a 2 


Main Arena Auditorium 
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MILWAUKEE 


The “Quality First’’ 
: Market 


A City of Beauty and 
Big Business 


Welcomes the Shoe 
Dealers of America 





Down Town View 


O city has ever extended so warm 
and genuinely hearty welcome to 
the National Shoe Retailers’ Asso- 

ciation as that which Milwaukee is giving 
for 1921. This great city of 550,000 popu- 
lation (by convention time it will be 
600,000) lays claim to being one of the most 
beautiful and homelike metropolitan cen- 
ters of America. 

Milwaukee is the “Quality First’’ Shoe 
Market. It is likewise the City of Beauty 
and Big Business. The accompanying 
illustrations reveal but glimpses of the 
greatness of the metropolis of Wisconsin 
and the adornments which make it a place 
to which the rest of the world likes to come. 
In Winter or in Summer, Milwaukee is one 
of the most delightful spots, with indoor 
and outdoor recreational facilities suited to 
meet any desire. Likewise, it provides 
wholly unusual: means to satisfy a craving 
for more educational and inspirational 
recreation among visitors who seek to 
delve into things for mental profit. 

Milwaukee is one of the largest boot and 
shoe manufacturing markets of the world, 
having more than forty factories. It is 
probably the largest hosiery producing 
center in the country. A point of great 
interest to shoe dealers is the fact that this 
es a oe ee ee city contains the world’s largest tanneries. 
i] * l | li It is second only to Pittsburgh as a pro- 


Bird's Eye View ducer of machinery of all kinds. 



























































































































































From New York 


Comes This Expression 
“Snappy, Stylish—First-Class Trade Winners” 


And Pennsylvania says: “Quite superior to ; : 

any other line—better values.” pace: aaron Rogen = = 
And Chicago: “The best lot of shoes I’ve Stachel. fe p Minne Sty rote 
seen for many years. crimped—a shoe that can be compared 
The Nunn-Bush line is attractive only to only with America’s finest—in kid, 
merchants who place quality above price— $11.50, in calf, $1 a the floor 
who believe that months of satisfactory i a S* Oe ae 
service outweigh a dollar in original cost. ; 
Exhibited at N.S. R. A., Boston, Just Inside Main Entrance 


NUNN, BUSH & WELDON SHOE CO. 


MILWAUKEE 


National Shoe Retailers’ Association Convention 
Boston, 1920—Milwaukee, 1921 
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QUALITY 


THE MILWAUKEE AUDITORIUM, AN ORNATE STRUC- 
TURE ,WHICH COST $1,500,000, IS THE FINEST CON- 
VENTION AND EXHIBITION BUILDING in the world. 
Covering an entire block in the heart of the city, and 
: within walking distance of all leading hotels, 
it comprises seven separate auditoriums 

under one roof, the smallest seating 300 and 

the largest 10,000. Machinery Hall, in the 

same building, affords 46,000 square feet of 

floor space for exhibit pur- 

poses. This structure will en- 

able the National Association 

to stage all of its meetings 

under one roof, on one floor, 


Albert H. Weinbrenner Co. 











AND SHOE RECORDER 





Dec. 27, 1919 





MILWAUKEE 






and at the same time house the exhibits of manufacturers and 
tanners. 











Milwaukee is directly north of that point which is today the 
center of population of this country. Steadily has it moved 
from Maryland into West Virginia, Southern Ohio, Indiana, 
until now it rests at a point in Illinois, 250 miles below the 
city of Milwaukee. From a standpoint of greatest con- 
venience to most members, could a more logical reason be 
presented why the great and growing shoe center of Mil- 
waukee should not have the 1921 convention, which was held 
in St. Louis in 1919 and will be held in Boston in 1920! 
The East, the middle West, the South and the far West should 
come in contact as often as possible with each other in order to 
give each that breadth of operation and vision so necessary. 
















BRADLEY & METCALF CO. 
EDMONDS SHOE CoO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 

NUNN, BUSH & WELDON SHOE CO. 
OGDEN SHOE CoO. 

PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 

ALBERT TROSTEL & SONS COMPANY 
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H.HANDELAN & STAFF 
CHICAGO 


Sd i 


Making A (ood Impression Lioywhere 


Whether your needs call for a SMALL 


number of pairs, or THOUSANDS of pairs, THE ‘“‘FOOT- 
FITTER” PLAN OF DISTRIBUTION assures you of immediately available 
shoes at ALL times. Knowing in advance just how many shoes you will require 
(and just what sizes) we can provide them in advance. Why not send us your 
“At Once” and “Future” orders now at $7.50 and then keep on our ACTIVF. 


list of customers ? 





Milwaukee Wisconsin 
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MILWAUKEE . MILWAUKEE 


endorsement of good leather. It is an assur- 
ance of maximum wear to shoes made up of 
any of the various kinds of P & V Leathers. 


It has required three generations to perfect 
P & V Leathers to their present high grade 
standards. This means that when you 
specify P & V Leathers in the shoes you 
buy, you are offering your trade the com- 
posite result of many years of quality leather 
production. 


Best values are the outgrowth of long, 
specialized experience. 


Pfister & Vogel Leather Co. 


Milwaukee Wisconsin 
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See Our Exhibit of 
CHILDREN’S SHOES 


at the 
Boston Show—January 12-15 | 
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ECONOMY 
WELTS 
FOR LITTLE 
CHILDREN 


EXCLUSIVE FEATURES 


Best Quality Uppers. 
Outer Sole of Guaranteed Long-Wearing, Non-Slipping Loxsole. 
Leather Inner Sole and Mid Sole. 
Sole Leather Counter. 
Kant-Strand Thread and Quality Workmanship. 
Full Grain Leather Counter Pockets, Tongues and Trimmings. 
Easily Repaired and Will Hold Their Shape. 
year Process Throughout. 


SIDR Oh 
Vere ee 


IN STOCK FOR 
tn IMMEDIATE SHIPMENT 


BLACK AND CHOCOLA 
ELK HIGH CUT 














JAMES BUNTROCK 
SHOE MEG. CO. 


817 28th Street 
MILWAUKEE, WISCONSIN MILWAUKEE 
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It Looks Like Milwaukee in 1921 


They Do Know How to “Line Up’’ the Leaders in a Pre- 
Convention Straw Ballot 


[MILWAUKEE 


7 OU can bank on me for Milwaukee for 1921. 
I will do all in my power to land the convention 
for Milwaukee.”—C. J. Page, Page & Harry- 

man, Inc., Lansing, Mich. 

“T sure want the convention to go to Milwaukee in 
1921.”—F. M. Nebe, secretary Iowa Shoe Retailers’ 
Association, Atlantic, Ia. 

“T am heartily in favor of the 1921 convention of 
the N.S. R. A. being held in Milwaukee. I will do all 
in my power toward this end.”—Jos. Strasburger, 
Jos. Strasburger & Co., Washington, D. C. 

“We are boosting for Milwaukee for the 1921 con- 
vention of the N. S. R. A.”—J. E. Brecheisen, presi- 
dent Oklahoma Shoe Reiailers’ Association, Walk- 
Over Boot Shop, Muskogee, Okla. 


By A. H. Geuting 

“You are making a good fight and while it is not 
proper for me to express any views in the matter be- 
fore our directors’ meeting, I am willing to say to you 
that I am not opposed to the convention going West 
next year, and as long as we go West, Milwaukee has a 
good claim for it. My appreciation for the enterpris2 
of the Milwaukee industries.” —A. H. Geuting, presi- 
dent National Shoe Retailers’ Association of the 
U.S. A., Philadelphia. 

By Other Boosters 

“Milwaukee will get the 1921 N. S. R. A. Conven- 
tion.”—Henry E. Hagan. 

“You made a spirited fight for1921 and I certainly 
feel that it is due you now that we should hold next 
convention in Milwaukee.”—R. E. Caradine, secre- 
tary-treasurer Tri-State Shoe Retailers’ Association, 
Memphis, Tenn. 

“T wish you all success for the 1921 convention.” — 
Roy S. Whitmore, secretary Rhode Island Shoe Re- 
tailers’ Association, Providence, R. I. 

“We sincerely hope Milwaukee succeeds for the 
1921 convention.”—George E. Owens, secretary 
Michigan Retail Shoe Dealers’ Association, Saginaw, 
Mich. 

“Success to you for next convention. Milwaukee 
should have the 1921 N.S. R. A. Convention.”— 
Claude A. Derr, Derr & Sandquist, Worcester, 
Mass. 

By F. P. Meyer 

“T assure you that Illinois is for Milwaukee for 
1921.”—-F. P. Meyer, secretary National Boosters’ 
Committee, Danville, Ill., and secretary-treasurer 
National Shoe Retailers’ Association. 


By C. M. Stendal 

C. M. Stendal, secretary-treasurer of the Minne- 
apolis Shoe Retailers’ Association, said: “I am 
pleased to say that the entire State of Minnesota is 
for you in the campaign to secure the National Shoe 
Retailers’ Convention for Milwaukee in 1921. 

“The entire Minnesota delegation will leave Minne- 
apolis on Friday, January 9, at 7.20 p.m., via C. & 
N. W., going through Milwaukee and arriving at 
Chicago at 9 a.m. Can you imagine a trainload of 
boosters arriving in Boston at the same time, all 
bannered up ‘MILWAUKEE—1921’?” 

Arthur L. Evans, secretary of the Boston Shoe 
Trades’ Club, says: “I have a distinct feeling that 
your efforts at the present time will be crowned with 
success.”” 

By Dave Davis 

Dave Davis of Chicago, secretary-treasurer of the 
Shoe Travelers’ Association of Chicago, says: “I am 
here to tell you that every last member of Shoe 
Travelers’ Association of Chicago is for you and your 
city for the next National Shoe Dealers’ Convention. 
All travelers from Chicago are talking and plugging 
for Milwaukee.” 

F. W. Stanton of Asheville, N. C., secretary of the 
National Shoe Travelers’ Association, says: “I will be 
very glad to do everything within my power to have 
the convention for 1921 held in Milwaukee. If I can 
serve you in any way, call upon me.” 


By William C. Schlaefer 

William C. Schlaefer of Wausau, Wis., president of 
the Wisconsin Shoe Retailers’ Association, says: 
“Wisconsin will make a good showing at Boston and 
thus help to secure the. 1921 convention for Mil- 
waukee.” 

J. P. Byrne of Rochester, N. Y., president of the 
National Shoe Travelers’ Association, says: “I am 
doing all I can personally to help bring the 1921 
National Retail Shoe Dealers’ Convention to Milwau- 
kee and am distributing ‘Boost for Milwaukee’ 
pamphlets to all the members of the Rochester Asso- 
ciation of Traveling Shoe Salesmen.” 


By C. H. Kennett 
C. H. Kennett of Minneapolis, Minn., secretary of 
the Northwestern Shoe Travelers’ Association, writes: 
“At a regular meeting today our association went on 
record as favoring Milwaukee for the 1921 convention 
of the Milwaukee Shoe Retailers’ Association and 
agreeing to use our influence to bring it to your city.” 
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National Shoe Rdt 


With historic Boston, the birthplace and hub 
of the American boot and shoe industry, “The 
United” extends the glad hand of welcome to 
the National Association of Shoe Retailers. 


The 1920 Convention of the N. S. R. A. is not 
only Boston’s biggest business convention, but 
in point of interest and educational features, 
will undoubtedly eclipse all previous efforts of 
the industry; and vividly mirror the tremen- 
dous growth and development of this leading 
American industry. 


See Our Exhibit of Shoe Re- 
pairing Machinery 


The day of the shoe “cobbler” is past. In his 
stead are skilled machine re-builders—operat- 
ing the same machines as those used in making 
shoes. Visit our comprehensive exhibit portray- 
ing the last word in shoe machinery. 


The Dollars and Sense Advan- 
tages of a Repair Outfit 


Mr. Average Man no longer casts worn shoes 
aside. The H. C. L. has driven him to the shoe 
repairer, where modern Goodyear shoe ma- 
chinery re-news them—at moderate cost. The 
average shoe is repaired twice before its use- 
fulness is spent. Is your competitor harvesting 
the profits of this repair work, and incidentally 
winning over your customers? Or are you one 
of the progressive retailers who have installed 
a Goodyear Repair Outfit, and are re-building 


your own? 


UNITED SHOE REPAII 


pees 


“Bosron ~the Stub of Shoedom . 


4 ALBANY ST@B5 


9 
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14-15, 1920 
tailers’ Convention 


Additional Profits Within big in the shape of more bedueen a larger 


Y G clientele, and general good will. Don’t pass up 
our Grasp this live opportunity to “cash-in” on additional 


The investment required for a Goodyear Re- profits! Decide on a Goodyear installation— 


pair Outfit is negligible. The dividends loom up 











Popular Shoe Retailer’s Outfit 


Outfit No. 3, illustrated, includes all the parts necessary for the complete renewing 
of old shoes. It has a Model C Goodyear stitcher, either electric or gas heat. Built 
to meet your space requirements. The frame is of heavy, substantial construction, 
which insures smooth operation. The various units can be operated separately, as 
desired, thus promoting cleanliness and economy of operation. Without obligation 
we will gladly submit detailed particulars and terms. 


RING MACHINE CoO. 
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Women’s 


Brogue Oxfords 


IN STOCK 


Stock No. 4559—Pfister & Vogel’s Russia 
Calf B: e, Goodyear Welt, 12-8 inch 
Military Heel, Heavily Perforated. Widths 
AtoD. Pri $7.00 
Stock No. 5555—Same as above in 
Ptister & Vogel’s Black Calf. Widths 
BE WI 6.66.0:0:56060.6006600 $7.00 


BLUESTEIN BROS. 


Boston, Mass. 


— 9 © a © ee © ee 


173 Summer St. 
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), BLACK BOUDOIRS 
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$1.50 Less 2% 10 days 
Sizes 214-8, Immediate Shipment 
Red and Tan $1.75 
, PD y Send us your orders. Dept. X. 
Zo ss THE BAKER SHOE CO 
CMA R 
we 280 River St., Haverhill, Mass. 
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Buyers’ Easy Reference Directory 


“hose totally different shoes >] 
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A reputation has been 
made for our American 
_ Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
varying standards of manu- 
facture it can be done. We 
keep quality high. 
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| CFine 
‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 






































CORDO TAN DYE 


A peomenent dye that changes a faded tan or light colored leather, 
= f or kid to a deep, rich cordovan brown, the popular shade 
today. 
CORDO TAN is the result of exhaustive experimentation and 
research, and is absolutely guaranteed to do all we claim for it. 
Send for trial 50c package with 10c added for parcel post— NM 
% Pints $0.75 Pints $1.50 
uarts 3.00 % Gallon 5.00 
allon 7.50 


ARISTO PRODUCTS 


602 Myrtle Ave. 
BROOKLYN - - - NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
Fs a BLACK DYE will dye any leather a permanent jet 
ack. 














A relieved customer is the most appreciative 


There is a sure way to relieve your customers’ foot troubles, and 
insure them continual comfort—sell them FOOT-GUARDS. Your 
recompense for the service extended will be in the form of constantly 
increased revenue. Write us for details. 


Foot tards 


FLEXIBLE ARCH SUPPORT COMPANY 


69 E. 12th Street New York, N. Y. 




















We Still Have Some of the 


SUPREME QUALITY 
SHOES FOR MEN 


Announced in our advertisement of December 6th. 
They are high grade—proper style—welts—specially 
priced—as we intend specializing on unbranded shoes. 


Write for details. 


LANDE-RUTKIN SHOE CO. 


104 READE ST., NEW YORK, N. Y. 
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“Say It With Flowers” : 
'N. FISHELSON & SON & 


e THE COPLEY FLORIST % 


be 


as, 


a 


a 


14 Huntington Avenue, Boston, Massachusetts & 


Official Florist of Shoe and Leather Fairs ie 
since the Fairs have started in Boston 4 


PHONES—71671 BACK BAY 5069 BACK BAY F 


PIERCE BUILDING 


MEME IE es abe a 


* 


Me: 
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WE invite all retail shoe merchants who attend the coming convention at Boston to call and 
allow us to demonstrate the several superiorities of our “SNUFT” SIDE LEATHERS. 


There is only one line of “SNUFT” side leathers. It is made exclusively under this trade mark. 


REG USA 


SIDE LEATHERS 


“SNUFT” Side Leather has its grain improved, giving it an appearance almost identical with 
calf. 


It is colored in such a way that only polish is required in some factories to make the shoe ready 
to wear. “SNUFT” side leather holds its color and wears longer than the best calf. Come and 


see it. 
Yours truly, 


139 South Street, Boston. C. D. KEPNER LEATHER CO. 


ANCHOR HARDWARE 
BRAND PRODUCTS 


CERTIFIED QUALITY 


1920—1812—108 YEARS’ EXPERIENCE MAKING 
GOOD BUCKLES 


fity “of the business i is as bright a ASO DM 
past.’ 


Buckle Industry Started in New Britain x , 
Equally as obscure as the statistics on production, 
of polishes is the history of buckle making in New 
England. It is known definitely, however, that 
- buckles were made in a small factory located on- ‘the’ 
present site of North & Judd Manufacturing Company 
at New Britain, Conn., as early as: 1812, when 
Alvin North planted the ‘seed that has flourished into” 
the\ seventeen-acre North & Judd Manufacturing — 
Company plant of today. This fact clearly discloses’ 
that buekle making has been part of the industrial life 
of New Britain for more than one hundred years. 


Buckle Industry,Has Grown’ Tremendously ~ 
The past year saw the buckle as ‘a shoe afnament: 
come into its own.” The fad grew by leaps and bounds | 

















BUCKLES FOR FOOTWEAR 





[From New England Edition of Shoe Findings] 


No. 416 No. 238 
—_—_———_ 


FURNISHED IN HIGHEST GRADE NORTH & JUDD 


NICKEL OR BRASS PLATE MANUFACTURING CO, 
NEW BRITAIN 


WHOLESALE SAMPLES 
ONLY , FREE CONNECTICUT 
185 
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The Campaign 
That Made St Louis 
To Walk —s 


YOU are of the mor 
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the bodys weight 
You have that much 
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The Campaign 


that made 


St. Louis “Want to Walk” 


And That is Spreading Fast to Other Cities 





It is a Fact that 


DE AL AML LIL 


Get?In On the 
Ground Floor 


Don’t wait for people to come in and ask you 
for Nature-Tread Pads before you stock them. 
Be the original dealer in your community to 
supply them. Get your store identified as 
“the Nature-Tread store” from the very first 
in the minds of your local public. 

Let us tell you more about these modern foot 
correctors. Let us tell you our plan and show 
you why you cannot afford to miss it. Write us 
NOW or fill out and mail the coupon. You 
will be glad you did. 


Chicago Style 
Show Exhibit 


All who have opportunity to attend the Shoe 
Exposition—which will be held at the Palmer 
House, Chicago, from January 5th to 10th, 
inclusive, are cordially invited to visit our 
exhibit in Room 510. Let us demonstrate 
Nature-Tread Pads and completely convince 
you that here—and here alone—lies the solu- 
tion of foot comfort giving in the shoe store. 


This is just a sample—a mere foretaste of our advertising plans for 
1920—a hint of the powerful consumer publicity that will inseparably 
weld together the idea of comfortable, efficient feet and Nature-Tread 
Pads. Such compelling arguments will, we think, acquaint the whole 
public with the real facts about foot comfort before the approaching 
New Year gives place to 1921. 


Nature-Tread Pads do all that arch supports ineffectually aim todo. 
They do it by correcting the foot posture and causing proper .“~ 


s 
s 
Pe 


distribution of the body-weight over the foot. They don’t hold ’ 


the foot, or put pressure upon the blood and nerve centers of the arch. 
but effectively persuade it to that correct position wherein fallen fr THE 


arches are impossibilities. ff 
More Profits, Less Trouble, Better Service .“ NATURE- 

TREAD MFG. 
fifty split. They require no adjustment in any case—no hammering, no.” COMPANY 
squeezing, no stuffing. Merely select the size corresponding to the shoe.“ 


size and insert in the shoes. No “breaking in” or period of discom- F 

fort. The customer knows he has found the very thing needed the ~~ 5 N. La Salle Street 
moment his weight rests upon Nature-Tread Pads. Each cus- .~ CHICAGO, ILL. 
—, — os, 2, ae F aA omen anda 

spreader of the glad tidings. ature-Trea ads come in .~ r 

sles AAA to EE and in Misses’ and Children’s sizes. Pd I Gentlemen: 

Prices Men’s, Women’s and Misses’, $15.00 dozen ra am interested in Nature-Tread 
pairs. Retail, $2.50 per pair. i Pads to the extent that I would like 
Prices Childrens, $12.00 dozen pairs. Retail, s to have full information and your ‘“‘sure- 


$2.00 per pair. ; fire plan for dealers.”’ 





s 
s 


Nature-Tread Pads yield the retailer 100 per cent profit—a fair, fifty- 


s 
s 
s 
s 


The Nature-Tread Mfg. Co. 


5 North La Salle Street - Chicago, Ill., U.S. A. ff 
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EARLY SPRING ARRIVALS 


SUITABLE FOR STREET 
AND DANCING 


ON THE FLOOR NOW 
READY TO SHIP 








No. 2921—Patent Colt Seamless Pump. No. 2923—Black Lunar Kid, Seamless 
Turn Sole, Full Louis Covered Heel, Pump, Full Leg Louis Covered Heel, 
Aluminum Plate. Widths AA-D. $6.50 Turn. Widths AA-C $6.25 


——— 2nd Semi-Annual 
No. 2922—Same in Bod, Lenee Hid. ito. po ~_> Potent cot, -. 
Vi 
i wes CHICAGO SHOE fe "WliuenaeDe ae Co 
$6.25 ; 


iso EXPOSITION 


January 5th to 10th 
PALMER HOUSE 


Our display Room 538 


























Black Boudoirs Two-Strap House 
MEET US IN BOSTON — Black Cab 


on the Floor at the | 
9th Annual Convention on the Floor 


geal $ | 60 | National Shoe Retailers’ $ | . 5 


Association 














Stock No. 450 Our Display Stock No. 515 
| Copley Plaza Hotel 


























NOVELTY SHOE COMPANY 


“The Fastest Growing Shoe House in the Middle West’’ 
32 S. Wells St. NOVELTY SHOE BUILDING Chicago, Ill. 
‘DETROIT OFFICE: Room 4, Rowland Building MILWAUKEE, WIS., OFFICE: Wisconsin Hotel 
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- The Barometer 
of the Shoe Market 


What’s going to be the style six months from now? 
What’s going to be the average retail price for men’s 
shoes, for women’s shoes, for children’s shoes? How 
will the leather market compare six months from now 
with today? What lines are going to be the greatest 
sellers in the country? How can you improve your 
window displays? How can you systematize your 
sales force to make more sales? How can you buy 
more intelligently? Where can you examine at your 
leisure 150 or more lines of men’s, women’s and chil- 
dren’s shoes, shoe findings, shoe fixtures and rubber 
goods. The answer lies in attending 





X POSITION 
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The Chicago 
National 

PALMER Shoe tl 

CHICAGO Exposition 


SHOE 





























This exposition offers the advantages of choosing from 
150 lines of shoes as designated above. The possi- 
bilities and the ideas presented by this exposition are 
too numerous and too detailed to mention here. If 
it were possible for you to talk with any of the mer- 
chants who visited the exposition last July, you would 
receive tangible, corroborative information as to the 
importance of this exposition. Make note of the 
above dates now on your calendar, in your notebook, 
or in your mind, so that you will not miss the oppor- 
tunity of buying in this thoroughly modernized way. 
Modernize your business methods, operate your store 
in a progressive fashion. 


Consult this barometer—it means bigger and more 
profits for you. 


SHOE TRAVELERS 


OF CHICAGO 


DAVE DAVIS, Secretary 


NATIONAL 


O 


a! 
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CHICA C 


THE 
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Your Show Windows 


should receive first consideration 
in your advertising plans —~ 





because ~ they are your 


cheapest and best medium 
of advertising” 


‘Use good display cards’ 


INL Our service is just what you need. 
Drop us a line and get full information 


STANDARD SHOW CARD SERVICE Inc 








W. Washington Street, Chicago, Illinois 


“Hundreds of the countrys livest shoe merchants 
are getting big returns from our service. Why not you? 

















All figures and facts’ pertaining to your 
Stock Keeping, Cash Discounts, Turnovers, 
Depreciation, Salaries, Inventories and 
other matters of your store records can 
be available to you at a glance, by the 
Tarco Business Record System. 


Especially designed for shoe stores. It 
is simple, accurate, thorough and time- 
saving. Send for literature and complete 
details. 


TALLMAN ROBBINS & CO. 
314 W. Superior St., Chicago 

















NOW READY! 








1920 DIRECTORY 


OF 
Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 


Directory giving complete description of 


product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 


jobbers included. 
Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


683 ATLANTIC AVE. ° BOSTON 
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The Chicago Shoe Market 


Invites You to Attend 


| The Semi-Annual 
CHICAGO NATIONAL 
SHOE EXPOSITION 
Palmer House 


January 5th to 10th, 1920 





| i nade kind of merchandise handled in a shoe store will be represented here. 
Men’s, women’s, children’s, boys’, girls’ and misses’ shoes, rubbers and 
felt goods—all styles and all prices—for immediate or future delivery. 
Spats, foot appliances, display fixtures and other accessories. 


The Exposition held here in July was overwhelmingly successful, and plans 
have been inaugurated to make this forthcoming event in January even 


more so. 


A visit here during the week of January 5th to 10th will prove conclusively 
to all merchants that Chicago presents a logical market for the comparison, 
selection and purchase of all kinds of footwear. Come here during Exposi- 
tion Week and profit by the many advantages and benefits of the Chicago 
shoe market’s effort. 








Here Is a Handy Guide to Reliable Chicago 
Shoe Establishments 


After your visit to the Palmer House, where all exhibits will be held, be sure to call at the 
showrooms of the wholesalers and manufacturers listed below, where you will be given a cordial 
welcome, and at the same time have an opportunity to inspect the facilities and complete lines of 
these progressive houses. Most of them are located only a few blocks from Exposition head- 


quarters. Tear out this page and bring it with you for easy reference. 


WOMEN’S SHOES 


Exhibiting 
at Room 


hy 0 6 rrr 


30-32 S. Wells St. 


HARPER & KIRSCHTEN SHOE CO 
231 W. Monroe St. 


HARRY M. HUSK SHOE CO 
327 W: Monroe St. 


HAMTON SHOE CO 
26 S. Wells St. 


GEO. E. HARRISON SHOE CO 
207 W. Monroe St. 


MEN’S SHOES 


SIDWELL-De WINDT,SHOE CO 
222 West Monroe St. 


WHITCOMB SHOE CO 
303 W. Monroe St. 


A. J. BATES CHICAGO CO 
328 W. Monroe St. 


J. W. CARTER CHICAGO CO 
838 W. Chicago Ave. and 1258 Marianna 


FLORSHEIM SHOE CO. 
Adams and Clinton Sts. 


CHILDREN’S SHOES 


Exhibiting 
at Room 


SMITH-WALLACE SHOE CO. (The Kinder- 
Garten Line) 
Adams and Market Sts. 


(SINBAC) SINSHEIMER BRO. & CO 


(The Helthy-Fut Line) 
211 W. Monroe St. 


STANWEAR SHOE CO 
19 S. Wells St. 


A. S. KREIDER CO 
312 W. Monroe St. 


HENRY KLEINE & CO. (Tredlite Steppers) . .591 
208 W. Lake St. 


GENERAL 
GUTHMANN, CARPENTER & TELLING.. .431 


Monroe and Franklin Sts. 
(Men’s, Women’s, Children’s, Etc.) 
H. F. C. DOVENMUEHLE & SON 
321 W. Monroe St. 


RUBBER FOOTWEAR 


CONVERSE RUBBER SHOE CO 
618-628 W. Jackson Blvd. 


ACCESSORIES 


THE SCHOLL MFG. CO. (Foot Appliances) .421 
211 W. Schiller St. 


CURTIS-LEGER FIXTURE CO. (Shoe Fix- 


235 W. Jackson Blvd. 





Established a quarter cen- 
tury ago this children’s spe- 
cialty house. has progressed 
year after year until today it 

Fi is one of the largest and most 
prominent of institutions 
manufacturing and dealing 


s. PAL 
Chi ~ iLL exclusively in young people’s 
I shoes. 


SINBAC have just completed the remodeling of their 
premises which have been expanded to take care of their 
growing volume of business and have taken on an additional 


211-213-215 W. Monroe Street 


20,000 square feet of space. Their offices and sample rooms 
are newly equipped in the most modern style. Their stock 
and shipping rooms have been remodeled and improved 
with wonderful mechanical equipment that makes for 
efficiency and speed ia handling orders. 

Their line is decidedly comprehensive for the Spring 
season with a wide range of prices and styles in turns, Mc- 
Kays, welts and stitchdowns, from infants’ to young ladies’ 
and boys’—stocked in widths. 

The Chicago Shoe Market is proud of such progressive 
houses as SINBAC. They extend the trade a most cordial 
invitation to visit them when attending the convention and 
you are sure to meet with a spirit of friendliness and 
desire to be of service. 

SINBAC’S HELTHY-FUT LINE.will also be on display 
at the Palmer House, Chicago, Room 446, likewise at Cin- 
cinnati, at the Sinton Hotel, Room C124, January 8th to 
10th. 


CHICAGO’S GREATEST SHOE FACTORY 


No claim for remarkable growth is made by The Florsheim 
Shoe Company of Chicago. The expansion of its plant has 
been as consistent as the growth of sales in the stores of 
Florsheim dealers throughout the country. The present 
output of 5,000 pairs per day will increase this Spring to 
7,500 pairs with the completion of the most modern shoe 
manufacturing plant in the United States. Such growth is 
not unusual—it is the result of good business combined with 
a product that gives satisfaction.to both dealer and con- 
sumer. 

The Florsheim Shoe is known to every dealer; it is con- 
structed on a finer basis than the average shoe; every pair 
is made over special Florsheim lasts, giving better fit and 
appearance; and every pair is designéd with a very clear 
knowledge of what is required by the men’s fine trade. To 
see Florsheim styles of the times puts one in touch with the 
finest example of shoes for men reasonably priced. 

When you attend the Chicago Exposition it will be to 
your interest to visit the Florsheim factory and sales room 
at Adams and Clinton Streets. Their display covers the 
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D & A 
BUILDING BUILDING 
1917 1902 
oxo 120 *200 
Present factory of The Florsheim Shoe Co., Chicago. 
Capacity 5,000 prs. per day. Their new building now 


being completed will increase the capacity to 7,500 prs. daily. 


entire range of men’s quality footwear. [t is an inspiration 
to any shoe man to see The Florsheim Shoe in its great 
variety of styles and to realize that shoes of such superior 
workmanship can be produced at the rate of 7,500 pairs 
per day. 

The demand for The Florsheim Shoe has always exceeded 
the supply—a clear indication of a product that gives more 
than the average satisfaction. There are 5,000 agencies at 
the present time and with the completion of the new Flor- 
sheim factory, and their ability to get caught up in filling 
orders for their regular customers, it is their intention to 
take on new accounts in cities where the line is not now 
represented. The Florsheim line is placed on an exclusive 
agency basis with one leading store in each community. 

A partial showing of the Florsheim line will be displayed 
at the Chicago National Shoe Exposition, Room 438. Shoe 
men will find their time well invested if they will look over 
this exhibit, and also visit the Florsheim factory to inspect 
the complete line and see The Florsheim Shoe in process 
of manufacture. 
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SHOE Company \ 





_ 
(7 THE STANWEAR <> 
CHICAGO 

One day a shoe traveler walked into a shoe store where 
a clerk was showing a pair of children’s shoes to a woman 
customer, 

The woman looked at the shoes very critically, then turn- 
ing to the clerk said: ‘‘Will these shoes stan’ wear?”’ Bingo. 
STANWEAR. » 

The shoe traveler was S. J. Myerburg. He was just getting 
ready to embark in the Juvenile shoe business for himself. 
Through many years 
of experience in re- 
tail business and 
through contact with 
merchants as a shoe 
traveler he had often 
heard that question, 
“Will they stan’ 
wear?” 

He was thoroughly 
imbued with the idea 
of ‘Good shoes for 
children.” His intu- 
ition was to merchan- 
dise good, honest, 
substantially built 
shoes for children, 
misses and growing 
girls. 

He was looking for 
a name that would 
typify all the ele- 
ments of goodness 
that he intended to 
feature in the shoes 
he would sell. 

When that woman said, “‘Stan’ wear’’ she unconsciously 
gave him the idea he had been seeking. She virtually put 
the nameplate on his door. Mr. Myerburg named the com- 
pany of which he was to become president THE STAN- 
WEAR SHOE COMPANY. 

The two bedrock principles of this concern are: First— 
that good shoes for little folks are not only economical but 
necessary for correct growth and development for growing 
feet; second, Juvenile shoes are staple in style; consequently, 
can be and should be merchandised on basis of quick, rapid 
turnover and close margin. Consequently “Value” is the 
big idea that has covered the unusually rapid growth of the 
Stanwear Shoe Company. 

Salesmanship and executive ability may have had some- 
thing to do with this development, as both are in strong evi- 
dence in the concern, but value and always in stock for 
immediate shipment are the big factors that have built the 
wonderful prestige and goodwill that this firm now enjoys. 
The office and salesroom of the Stanwear Shoe Company 
are in the Lees Building, 19 S. Wells Street. At the Chicago 
National Exposition to be held at the Palmer House, Chicago, 
January 5th to 10th, the Stanwear line will be on display in 


Room No. 635. 


SOL. J. MYERBURG 
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DOVENMUEHLE 


Dovenmuehle & Son have demonstrated their supremacy 
during the past two years in being of the utmost service to 
their customers, through their ability to “deliver the goods” 
and thousands of merchants have profited by co-operating 
with them. 

Last year they were able to ship, deliver and afterwards 
size in on white canvas goods long after others were sold out. 
Why? More than a year previous they had anticipated the 
needs of the retailer and bought material when an opportune 
time arrived, realizing its sure advance later. Then they 
stored this merchandise as fast as it could be made; and in 
some instances, eight or nine months previous to the time of 
shipment to the retailers. Operations on such a scale were 
only possible because of large capital available, which in 
turn obtained every possible advantage of discount, price 
and co-operation that cash could secure. 

In felt goods practically the same thing was done. At the 
present time they have filled their felt orders 98 per cent com- 
plete—an accomplishment we believe that no other house in 
the country has achieved. Their rubber orders were filled 
95 per cent complete. They have practically sold up their 
entire output of white canvas goods for 1920 at this year’s 
prices, thus saving to their customers (as compared with 
present prices of the same goods) from 35 to 75c per pair. 

The King George 
shoes are known 
everywhere as_ the 
“Height of Perfec- 
tion” in men’s fine 
footwear. 

In men’s slippers 
Dovenmuehle & Son 
have always been 
known as the leading 
specialists in the 
country. 

They are probably 
the largest distribu- 
tors of Blum’s felt 
footwear and Hub- 
mark rubbers in the 
West. 

They are located 
in the center of 
Chicago’s great shoe 
industry at 321-323 
W. Monroe Street, 
and their complete 
line including Kiag 
George shoes, Blum’s 
felts for 1920, 
White Canvas goods 
andthe famous Sun- 
beam line of children’s 
shoes will be on 
exhibition at 528 Pal- 
mer House’ during 
the Chicago 
National Shoe 
Exposition. 


321-323 W. Monroe Street 
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CHICAGO 


Chicago National Shoe Exposition 
January 5th-10th 


PALMER HOUSE 


ROOM 626 





J. E. TILT SHOE CO. 


“THE BEST THAT MONEY CAN BUY’’ 





BOSTON 


National Shoe Retailers 
Convention 
January 12th-15th 


SPACE 10 
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Chicago 
Wholesaler 


Wishes to form desirable connection with 


Factory 


preferably near Chicago, making 


Men’s or 
Men’s. and Boys’ 
Work Shoes 


both metallic fastened and Goodyear welts or metallic 
fastened or Goodyear welts, with the thought of tak- 
ing entire production or purchasing factory. Could, 
at present time, use 


1000 Pairs 
Per Day 


Believe, if satisfactory arrangements could be made, 
that this could be easily increased from 33 1-3 to 50%. 
All communications will be considered confidential. 








Write to Box 500X, care of Boot and Shoe Recorder, 
189 W. Madison St., Chicago IIl. 
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Visit us at our exhibit—Chicago 
National Shoe Exposition, 
Room 618, Palmer House— 
January 5 to 10th, 1920. 


THE SHOE THAT MADE THE 
KINDER-GARTEN LINE FAMOUS 


Ridoca-car Yy 





This is the shoe with TWO soles. The second 
sole has just as good wearing qualities as the 
it sole. 

A new and perfect second sole remains after the 
outer sole is worn out. 

This is one big reason why “KINDER- 
GARTEN” Welts are the best merchandising 
— ever presented for your Children’s Shoe 
trade. 


st Se Se $2.40 
S8255— 834 to 12.............. 2.90 
S261—1234 to 2..........200. 3.25 


IN STOCK 


Kinder-Garten Welts & Turns 
“Every Pair Full of Wear” 


MUITH-' 


"SHOE CO. co. 


HE illustration shows in the center the sole of a 
brand new ‘“Kinder-Garten’’ Welt, on the left a 
*““Kinder-Garten’’ Welt that has been half-soled, 

the sole being nailed on, and on the right a ‘“‘Kinder- 
Garten” Welt that has been half-soled, the sole being 
sewed on. 


We are illustrating these three shoes to bring emphasis 
to bear on the fact that: 


“Kinder-Garten” Welts Are the Easiest Shoes 
to Repair That Are Made 


This fact furnishes a big selling feature for wide awake 
dealers who are quick to appreciate that — are eager 
to buy shoes that give moredays’ service for their children. 


The very choicest selections of leather are used in the 
making of “Kinder-Garten” Welts—they are carefully 
made by experts in most modernly equipped factories, 
naturally they are made over easy, healthful, foot-con- 
forming lasts and because of their solid leather construc- 
tion and the method used in their manufacture they are 
The Most Strongly Constructed, Longest Wearing and Most 
Satisfactory Welted Shoes for Children that Money Can Buy. 


Let us send you complete catalogue, or salesman, and 
tell you about the splendid advertising and sales making 
co-operation we are supplying ‘‘Kinder-Garten” Dealers. 


Kinder-Garten Welts & Turns 
“Smooth Inside—Strong Outside ”” 


ALLACE 


CHICAGO 


STABLISHER 164 
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CONVENTION 


ie Oe 
CONVENTION 


N-S-R-A NS-R-A 


OES OR. ao OS Tare 


Would You Sell Shoes 
Across a Counter? 


Of course not, because your business is not only selling shoes 
but fitting shoes, and your success depends upon the amount of 
comfort and wear your customers get from the shoes you sell them. 


Modern Shoe Dealers feature their stores as foot comfort stores. 
They are not ordinary merchants; but sell comfort with their shoes 
and it stands to reason that the more comfort they can give the 


more shoes they can sell. 


By special arrangement we will give our Course in Practipedics, 
The Science of Foot Comfort, free to every interested shoe dealer. 


Since “Seeing is believing,” visit the Scholl Foot Comfort 
Appliance Booths at the National Convention in January, 193 and 
194, second floor, and get a full and convincing explanation 


of our trade-building plan. 


You can’t afford to miss it! 


The Scholl Mfg. Co. 


213 W. Schiller St., Chicago, Il. 339 Broadway, N. Y. 
Toronto. London. 








CONVENTION 
N-S-R:A- 


8 Nie on. 
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“Every Shoe a Business Builder” 


A Line of Quality Tums That 
is Winning Praise 


Retailers everywhere are paying pretty compliments 
to the Hopkins & Ellis Turn Shoes of Quality. Built 
of serviceable leathers on the very newest lasts by 
skilled workmen they present the last word in fashion- 
able footwear. They will win many customers for 
your store. Put in a few numbers of this linefand 
build up your business. 





ILLUSTRATED ABOVE 


Patent leather symphony pump. Turn 
soles. Full Louis heel. Smoked Pearl But- 
tons. Crimped Vamps. New No. 50 last. 


HOPKINS & ELLIS 


HAVERHILL, MASSACHUSETTS 
Boston Office 108 Lincoln Street 





























Turn Shoes That Delight Well Dressed Women 
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A Marked Distinction 





To the Union man and his family the stamp of the Boot and 
Shoe Workers’ Union is an indelible mark of distinction. 


It distinguishes the one and only shoe acceptable for the Union 


man and his family. 


Hence retailers who carry Union Stamp footwear, carry shoes 
that meet the demands of all the people all the time. 


Failure to carry Union shoes is to neglect the trade most valu- 
able to the development of your business—the trade of the 


wage earner, the Union man. 


Boot& Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street - Boston, Mass. 
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COLLIS LOVELY - Gen. Pres. 
CHARLES L. BAINE, Gen’! Sec’y-Treas. <oor & SHOR 
WORKERS UNION 
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Articles in this Issue Worth Noting 


Make Display Windows Pay 
A Discussion On Shoe Linings 


Tighten Up On Laces 


Repairing 6,000,000 Pairs of Shoes a Year 


Fixing Up the Store Do You Sell Twenty 


Thousand Dollars 


for $40,000 Gain —or More? 











News and Notes of the Findings, Equip- 
ment and Repair Fields 
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AMERICAN GAITER CO,, Inc. 


Making the world’s best fitting and highest grade spats 
New York Office 


Factory 


' NOW and THEN should 


e taken care of NOW! | _™“*_ 


b 


The retail merchant who purchases 
ESMAY SPATS does so in ac- 


cordance with a forward-looking 
policy. 


He knows that good merchandise 
assures good present customers, 
who will continue to be good cus- 
tomers always. 


ESMAY SPATS are made in ex- 
clusive, authentic eee fit— 
and they wear. 





Buy NOW 
For Spring Delivery 


1920 
CONVENTION 


N'S-RA 


oi) SFO N 





129-133 Grand Avenue 


Brooklyn, N. Y. 








sie 


Marbridge Bldg. 
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The Mark of Good 
Shoe Dressing 


) “KAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 


aim of “EAGLE BRAND” production. 


“EAGLE BRAND 


“A Perfect Dressing for Every Shoe” 





Quality is always a “repeater.”” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 


The American Shoe Polish Company 


CHICAGO, ILL. 
CVOTUUUUNEQOQQQQ0000C000UGQGSOO08000000OUGGGGOOOOOOOOOOOOUOOOOQOOOCOOOOOOEOAOOGOOOOOOGOROOEOOUUOGGGOOOOOONEEOUOGGOOOOOEOOEOUUOOGGGOOOOCAEROEUOOGOGAOAAEUUTE 
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‘¢Remember what Emerson 
said about the man who 
—————— made the best mouse trap 
and how the world would 
wear a path to his door?”’ 
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HERE'S a lot of truth in these words of the sage of 
Concord, for a ready market will ever be found for 
high grade merchandise. 

And now that I've said “ high grade merchandise I can 
talk a bit freely about Cordo-Hyde laces. 

Personally I know all about them—how good they are— 
how entirely different from the ordinary lace and so on. 
But I want to pass this information on to you and leave a 
two-fold impression in your mind, namely, that Cordo- 
Hyde laces are really the finest laces possible to make— 
true aristocrats of their field—and also the surest selling 
laces made. Experience has shown me that once a customer 
uses Cordo-Hyde he will never go back to the old style 
lace. 

In a talk with a shoe merchant recently I said this: 

“The Cordo-Hyde lace is peculiar to itself, being made 
from a new found material capable of resisting great wear 
—is in no sense a substitute for leather—has uniform 
strength, blends with the shoe—positively stays tied and 
will outwear many pairs of any other shoe lace.” 

Strong statements, are they not—yet Cordo-Hyde laces 
back up every one of them. 

They tell me I'm a persistent enthusiast over Cordo- 
Hydes. J am. I know they're good—the very best and I 
know you'll sell them continually. 

Any bit of further Cordo-Hyde information I can give you 
is yours if you'll but ask me for it. 


Just write. 
APIS 


Lace Division 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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BOOT AND SHOE RECORDER 


The Great National Shoe Weekly 
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Make Display Windows Pay 


Your Customers Get the “First Impression’’ from These Windows---So 


Give Them Every Attention 


The dictionary right on our desk says it 

means “The method of carrying forward 
opinions and ideas.”” So that as your opinions and 
ideas about your merchandise are what you want to 
spread about, it covers the ground very nicely. 

Why not look upon your windows as a big and im- 
portant part of your sales propaganda? The only 
way that your business is ever going to grow any 
bigger is by impressing upon people’s minds that you 
can give them as good a deal and perhaps better 


Prone acai DA seems to be the word that fits. 


, . what'll I do with 
ut em ih rpese old boxes 


oh, P" i.e! window 





on your merchandise than they can get anywhere 
else. 

There is no mistaking the fact that the more force 
you put into your method of letting them know this 
the more and heavier are the results going to be. 
Don’t neglect a single opportunity to bring this home 
strongly. 

Those display windows of yours are worth a whole 
lot of your time and care. Some merchants simply 
look upon them as vacant space to be filled up 
some way or other. But there are others who 
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make them an important part of their every sales 
activity. 

There is an increasing number of merchants who 
realize the value of getting the attention of the pass- 
er-by and who plan their windows with the idea of mak- 
ing a customer out of him. And they also realize the 
value of impressing constantly upon their regular 
customers in some novel and striking manner some 
new piece of merchandise or perhaps an old staple line 
they desire to push strongly. 

Don’t let those windows of yours be laggards. Hav 





them right in the front line of your sales activities. 
They will make many a good customer for you if you 
mix gray matter with their displays. They are real 
sales propaganda material. 


Action in the Window Display 
There is a marked tendency these days to get ac- 
tion in the window display. Bread is baked in the 
window, cigars are rolled in the window, and in other 
ways is the window turned into a workshop. But it 
does not seem practicable to make boots in the store 
window. 


— - 
eee 
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The repair man has his machines in the window. 
It is very good advertising. The shoe-shine parlor 
owes mucn of its success to the fact that it shines shoes 
right in plain sight of the public. But would it pay 
for the shoe merchant to put a fitting stool in the win- 
dow, and fit shoes there? Under some circumstances 
it might. When some chorus girls demonstrated 
stockings in a metropo.itan store a while ago, they had 
to call out the police to keep the crowd in order. 

A moving picture of the making of a shoe might be 
thrown on a screen in the store. But that isn’t win- 
dow display. Perchance the old-fashioned panorema 
might be revived, and the back of the window made 
to reel off the story of the shoe from the cow’s back 
to the foot of the wearer. Or a sketch artist might 
stand in the window and draw out the making of the 
shoe. The sketch artist in the window has drawn 
crowds before. 

Action in the window display will draw the crowd 
all right. But it won’t pay unless it draws the 
crowd inside the store. 


Make the Window Tell More 


Some day a genius is coming along who will make 
the shoe-store windows tell more. Maybe he is the 
fellow who plans to paint a picture of a cow in the 
back of the window showing the cowhide shoes, and 
a kid.in a window showing the kidskin shoes. He 
would have this cow not just a plain, ordinary milk- 
producing cow, but a leather-producing cow, and he 
would mark on the cow that her hide is worth fifty cents 
a foot in today’s market, and that leather made from 
her hide is worth one dollar a foot, and that it takes 
three feet of it to make a pair of men’s shoes. Like- 
wise would he treat the kid, and present figures show- 
ing that fine kid leather is today worth more than its 
weight in silver. His purpose is to tell his customers, 
and others who pass by, of the circumstances of the 
shoe trade from hoof to foot. He has a good idea. 
Facts are what people want these days in which all 
industries are so closely scrutinized. The show 
windows show the shoes all right, but they tell very 
little of the shoe and its relation to the raw materials, 
the markets of the world, the workers in the shops, and 
the consumers. The trade needs some genius who 
can make the window display tell the whole story of 
the shoe. 





Make It a Double S 


Shoes on One Side, Stockings on the Other, in a 
Fifth Avenue Store 


A store on Fifth Avenue, New York, sells shoes on 
one side and stockirgs on the other. The shoes and 
the stockings occupy the store jointly, but they are 
sold separately. There’s an invisible line between 
the shoes and the stockings, and that is the only par- 
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tition in the store. The shoes are sold under one 
name, the stockings under another. 

A little along the street is another store that sells 
stockings and gloves on one side, and smells on the 
other. Just high-grade smells, more commonly 
called perfumery. Something like $1 an ounce. 
That’s a price to prove that the smell is real. Of 
course, it gives character to the stocking shop. One 
man runs the stocking shop, another the smell shop. 

Now in which section of the country will arise the 
shoe man who will sell shoes on one side, stockings on 
the other, and perfumery in the corner. That’s a 
triple combination, with triple possibilities of profits. 





Saving Time Saves Soles, Heels and 
Health 


Rapid service is the slogan in New York. Soles 
sewed on in 15 minutes. Heels put on in five minutes. 
That’s the New York speed. Compare it with the 
store that says “Bring in your shoes today and get 
them tomorrow,” or with the service of the old-time 
cobbler who says, ““Maybe I'll get them done Saturday 
or maybe not until next week.” 

While the customer waits in the New York repair 
shop he can have a private booth, where he can read 
the paper and smoke his cigar. He can get new heels 
on his shoes in quicker time than he can get a shine. 
Remember this point. Many a man gets along with 
his old run-over heels because he hasn’t got the time 
to have them fixed. The money he has all right. If 
you could put on new heels for him in a jiffy of time, 
he would be your customer. 

The price at this New York store, by the way, is 
$1.50 for sewing on a half sole of oak leather, and 60 
cents for putting on a rubber heel. 





Shoe Repairing Is an Attraction on 
Broadway 


One repair shop in New York is right on Broadway, 
in the heart of things. It has a plate-glass front, like 
a regular shoe store. Groups of people stand in front 
of the windows watching the repair men work. It’s 
dollars to doughnuts that among them are people who 
never saw a shoe repaired by machinery in their own 
home town, because the repair man there had his 
machinery down in the cellar or up in the garret, 
where nobody ever saw it. 





Novel Use of Limousine 
Frederick & Nelson, merchants of Seattle, send a 
luxurious limousine to meet all boats coming into 
Seattle. The limousine takes prospective customers 
to the store for a nickel each. The limousine is 
loaded every trip. 
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A Discussion on Shoe Linings. 


The Ply, the Weight, the Wear Resisting and the Perspiration Qualities 
of the Insides of Shoes Are Considered and Compared 


Shoe linings is our topic for today. Our 
Service Section will consider it. 

No. We do not sell linings in our findings depart- 
ment. We sell them in shoes. And one of the duties 
of our service section is to tell you peopl2 more about 
your shoes. The more you know about them, the 
longer they will wear. 

Incidentally, we may sell some stockings and some 
foot powder. What have they to do with linings? 
Why, man, use your eyes; and think. The shoe has 
two linings, or layers, of fabric between the leather 
and the flesh of the foot. One is the lining which is 
sewed into the shoe. The other is the stocking, which 
is a removable lining. Originally men wore shoes 
without linings. It was a case of hide to hide. As 
they got more civilized they put on stockings and 
lined the shoes. They did this to provide more pro- 
tection for the foot, as well as to make the shoes wear 
longer. 

Here are 100 specimens of linings. We're going to 
make a window display of them. Just now, we will 
have a little lecture on them. Please examine the 
linings while we discuss them. 

Cotton is the raw material of all shoe linings. It is 
the only fibre that will serve for shoe linings. Hemp 
is too coarse. Silk is too fine. Wood is impossible. 
Leather linings are used, of course, and leather is a 
network of fibres. 

Look at that specimen of cotton fibre under the 
magnifying glass. See that it isn’t round, like a piece 
of string, but is a sort of a flattened cylinder. Notice 
the twist in it. Pay particular attention to that 
twist, for if the cotton fibre didn’t have a twist it 
might be impossible to spin cotton, and in that case 
you would be trotting around clad all in leather. 

Just store up in your mind a few of the things that 
we are saying about cotton, for they may apply to 


Ww the gentlemen please come to order? 
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hosiary, shoe laces and cloth tops of boots, as well as 
to shoe linings. 

Strength and wearing qualities are what you want in 
linings. They depend chiefly on the number of 
threads, and the degree of the twist of the threads in 
the fabric. Two-ply yarns are stronger than single- 
ply yarns. That scarcely needs demonstration. The 
harder the threads are twisted, th: stronger the cloth. 

For example, the poorest grades of shoe linings are 
made of a single thread of thin yarn in both warp and 
filling. They are loos2ly woven together. The fabric 
is known as sheeting. A whole yard of it weighs only 
2 1-3 ounces. It’s as plain as the nose on your face 
that this sheeting is too light and frail to use in the 
linings of strong, serviceable shoes. 

From this sheeting, the samples of linings grade up, 
step by step, to the twills that weigh seven to eight 
ounces to the yard. They are three times as heavy 
as the sheeting, and there is more than three times as 
much wear in them. The longer the linings wear, of 
course, the longer the shoes serve. Do we need to 
demonstrate this fact, gentlemen? I think not. You 
can tell by your own experience. 

Furthermore, the threads of the strongest linings 
are woven almost as tight as the fibres of a piece of 
good leather. Smoothly and compactly are they 
woven. 

Put the magnifying glass on the specimens of linings 
and see for yourself. First, give them a good shaking, 
or wet them. That’s to see if they are filled. Some 
fabrics are loaded up with starch to make them look 
smooth and creamy, and to give them weight. Others 
are solid fabric. Judge for yourszlves, gentlemen, 
which linings are going to wear best. 

Now look this way, and we will make another 
demonstration. Here’s a testing machine. See, this 
strip of lining stands a test of 100 pounds. This goes 
to 130 pounds and breaks, and this goes to 170 pounds 
and breaks. 
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Just consider these tests as applied to your own 
business. You fit shoes to people weighing 150, 160 
or more pounds. Every time one of these persons 
steps he brings a strain of 150 or 160 pounds on his 
feet. His shoes have to bear a great deal of this 
strain. If the lining takes it up, then the leather is 
saved. But if the lining breaks under the strain, then 
the leather has to bear all of the strain, and it breaks 
before its time. 





We can show you samples of shoes to prove to you 
that a shoe with a good lining will wear 33 1-3 per 
cent longer than will its mate with an inferior lining. 

Let’s carry the matter along a bit farther. Here’s 
a worn shoe with a whole lining, and its mate with a 
broken lining. Put on these shoes over a pair of new 
silk stockings. Which stocking will wear the 
longer? Well, you know, as well as we, that the 
rough edges of the broken lining will wear a hole 
through the stocking the very first day. 





So you see that if you are going to sell good stock- 
ings in your findings department, you must also sell 
good linings in your shoes. 

Yet another matter. Here is a two-ply, tightly 
woven fabric. It weighs three times as much as does 
sheeting. In other words, there is three times as 
much cotton fibre in it. This means three times as 
much resistance against the acids of the perspiration 
of the feet, which is one of the worst enemies of foot- 
wear. Millions of shoes wear out before their time, 
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because of the invisible, but ever active, action of the 
acids of perspiration. 

You know that you can take off a pair of stockings 
at the end of each day, and wash the perspiration 
from them, and free them from acid. But you can’t 
wash the linings of shoes. So, you must select linings 
that will stand up against the perspiration. Further- 
more, you can have a new tap, or a new heel, put on 
your shoes. But you cannot have a new lining put 
in. So the sure foundation of a shoe is its lining. 
You’ve got to buy good linings to get good shoes. 





Sort of a professional demonstration this has been, 
hasn’t it? Topics and arguments best understood by 
the trade! Now pass it along to customers, by word 
of mouth in the sales talk, by advertising and by 
window display. 





It Sounds Like B. Franklin, but It Is 
New York Stuff 


Just size up this ‘“‘ad”’: 

“At the cobbler’s recently we ran into a small boy, 
He had shoes to be repaired. Among them was a pair 
of our ‘Specialty’ shoes. The soles showed hard wear, 
but the uppers were still in good shape. 

‘Seeing that we were interested, the lad promptly 
took occasion to tell us that they were the only shoes 
a fellow ought to wear. His brother had worn ’em 
and worn ’em—and now it was his turn. So he was 
having new soles put on them.” 

Doesn’t this ‘‘ad’’ look like a relic of hand-me-down 
days? Doesn’t it savor of the thrift that Franklin 
taught, and that is still treasured in old New England 
towns? Sure it does. But the plain fact of the matter 
is that it is the advertisement of one of America’s 
leading apparel firms, with headquarters on Broad- 
way in New York. 

Many shoe merchants about the country follow 
the New York lead on styles. Why not follow the 
New York lead on repairing shoes? 

New York claims the largest shoe repairing concern 
in the world. Maybe other cities cannot get as big 
business, because they haven’t the population to draw 
from. But there is the New York service to be copied. 
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Factory at Worcester Mass. 
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Announcement Extraordinary 


ENIUS finally has mastered measuring the length and width of the human foot 
with absolute accuracy, making it possible to learn at a glance the correct size 


of the shoe to be fitted and worn. 
We are on our way to the Boston N. S. R. A. Convention to exhibit this 20th Century 
novel foot measuring device which will completely revolutionize the Retailer's fitting 
and selling problems. 


THE CLARKE FOOT MEASURER 


Models Models 
for for 
Men Women 





“LENGTH AND WIDTH AT A GLANCE” 


Don't Miss Exhibit 174 in the Balcony at the Boston N. S. R. A. Convention. 
CLARKE-EMERSON MANUFACTURING CO. 


Sales Office : Room 510, 113 Lincoln Street, Boston, Mass. 





WATCH FOR OUR FULL PAGE ADVERTISEMENT NEXT WEEK 
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WARM FEET 





Health 


Comfort 














“The Dayton’’ Foot-Warmer Insoles 
MAKE A DIFFERENCE AT THE END OF THE DAY 


will be especially pleased with the comfort obtained 
through the use of a pair of “The Dayton” Foot- 
warmer Insoles. 


They fit any shoe, both men’s and women’s. 


Besides the unsurpassable quality of these foot- 
warmer insoles, they are guaranteed to keep the feet 
warm and dry, ‘thus producing Health and Comfort. 


Those working out-of-doors during the wintry weather 


DAYTON INSOLE CO. - 123 Mill Street - DAYTON, OHIO 
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Tighten Up on Laces 


A Bit More Attention to Them May Help Both the Findings and the 
Regular Shoe Departments 


ALES of laces may be increased. This instance 
os happened the other day: A clerk fitted and 

sold a young man a pair of $12 shoes. The cus- 
tomer came back next day, not quite as mad as a 
wet hen, but mad. “I want some decent laces,’’ he 
said. “I don’t like these cheap strings. They will 
break. Besides, they don’t look good enough for a 
pair of $12 shoes.” 

He paid a quarter for a pair of high-grade laces. 

That store fell down on selling laces in more ways 
than one. In the first place, it might have put the 
laces in the shoes when they were first fitted to the 
customer’s foot, and included the price of the lacings 
in the shoe. The customer was perfectly willing to 
pay for good footwear. He wanted it. But he didn’t 
get it completely, and he came back to the store the 
next day with a kick. 

Trivial stuff, some may say. But what is the shoe 
business made up of, if not of trifles? The lace is a 
most important part of a shoe. If you don’t believe 
it, try to wear a pair of shoes without laces. 

A nicely laced shoe improves the appearance of 
the foot. The shoe merchant, who is the party of the 
first part in this story, owes it to his shoes to feature, 
demonstrate and sell good laces in his store. 


1 had the 

ideathat 4,4? 
this was ° 

a high \ 

Clas3 store 










LACES 
AND OTHER 
THINGS. 





Furthermore, good laces save the feet, as well as 
the shoes, of the customer. Suppose the clerk had 
made a special study of laces, and from his knowledge 
should have talked to the customer like this: 


“Our Special Lace we recommend to you. It is 
extra strong, pliable, and durable. You won’t lose 
your train by having to stop to tie up a lace, for these 
laces won’t come untied. If you draw the lace good 
and taut, it will stay there. It will hold the shoe 
snugly at the waist, and thereby support your arch. 
At the same time, it will hold your foot back from 
sliding into the forepart of the shoe, and splitting the 


vamp at the side, close by the tip. A loose lace will 
let down the arch of your foot, and lessen your effi- 
ciency, and at the same time throw your tread out 
of its proper plane and thereby wear out your shoes 
before their time. An investment of 25 cents in a 


now, Sir, We recom. 





pair of laces will pay you as good dividends in foot 


security, and comfort, as any investment you can 
make.” 











Prompt 
Deliveries 


















































In Kersey, Felt, Buckcloth, Moires and Satins. 
Colors: Fawn, Castor, Brown, Pearl, Gray and 
Black. Prices up to $30.00 per dozen. 


We Make Deliveries — Not Promises! 


THE SIMON HALPERIN CO. 


121 W. 17th Street, New York 
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Modern Window Displays 








rere g 


$ 
% 





and 


HIS kind of equipment is bound to add character and re- 
finement to your store. Fancy carved wood fixtures of 
any period—finished in any style to harmonize with your 
window background. Various units to permit wide 
interchangeability. 


Beautiful valances, in fabrics of harmonious texture 


and color—that will express the individuality of your store front. 
We have the continuous pattern designs ready for immediate deliv- 
ery; many styles. 

You’ll find our display at Room 519, Palmer House, during 
Chicago National Shoe Exposition. Or write for “DISPLAY 
EQUIPMENT FOR FOOTWEAR,” which is our new book for 


shoe merchants. 


Curtis-Leger Fixture Co. 


226 W. Jackson Blvd., Chicago 











Fine MercerizeD 
SHoE Laces 


Round and Flat Tubular 


Manufactured by 


M. M. Rhodes & Sons Co. 


TAUNTON, MASS. 


THE ADVANTAGES OF 






P erfection 
Circlettes 





With the Sharp Shoulder and Broad Wear- 
ing Surface 

They don't scratch floors They do protect 

They don’t wear elippery They do stop uneven wear 

They don’t drop out They do prevent runover heel 


PUT 'EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2s, 
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HE beauty and sparkle of these magnificent 
ornaments are superior to the imported hand 
made buckles that retail from thirty-five 

dollars per pair upwards. Kes-Cut-Steels can be retailed at from three to five dol- 
lars per pair in the very highest grade effects. Unlike imported buckles, Kes-Cut- 
Steels are thoroughly guaranteed against every possible defect and positively will 
not rust. 


Kescot Manufacturing Co. 
Providence, R. I. 

















| MIDGET SHOE STANDS 


Hundreds of shoe stores are using Midget 
Shoe Stands for displaying men’s, women’s 
and children’s shoes. 

Trim your windows with glass and note 
their improved appearance. These units 


| Small glass units with great selling at- 

tractiveness. Their crystal clear cleanliness 
will add character and refinement to any 
window. Yet they display the shoe in all 
its details. 








Catalog 9 fully illustrates the entire Crystal Caine are practical and economical. Send for 
CRYSTAL FIXTURE COMPANY 
359 MONADNOCK BLDG. CHICAGO 








| 
| Glass line and contains prices. Heel Rest Catalog 9. 
| 








Repeat Saleso/Work Shoes @ 


WA every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want | a 
another pair just like them”. You can do it by selling a box of | >) 

“The Tanners’ Own Dressing” with every pair. A mixture of pure SS 

animal grease that nourishes and protects the leather, keeps it soft 

and pliable, and sheds water. Sra 


PAY Shox DRESSING 


The Tanner's OwnDressing 











25c size....... $2.00 per doz. $22.00....... per gross 
15c size....... ae A as eds - 
Samples ..... —s | arr a 







$4.00 order— 1 dozen 25c, 2 dozen 10c, 1 dozen sample 
Display stand with 2 dozen 10c or 1 dozen 25c cans 








Recommended and sold by leading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER VOGEL LEATHER CO. 


MILWAUKEE: : -WISCONSIN 





14 
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We have everything 
to display shoes properly 


Write for our Catalogue 


J. R. Palmenberg’s Sons, Inc. 


NEW YORK BOSTON CHICAGO BALTIMORE 


63-65 West 26 Kingston 204 West 108 West 
36th Street Street Jackson Blvd. Baltimore St. 





























BLACK. OX- 


BROWN. 





New York, N. Y., Nov. 16, 1917 
Today we have at last succeeded in making DARK ‘BROWN 
“JAPANOLE” as good as our “JAPANOLE” BLACK STAIN 
(that ought to be good enough). 


DARK BROWN “JaPANoLe” DY E 


Makes COLORED Leather BROWN 
Makes BROWN Leather BROWNER It Does Not Come Off 
Makes OLD Leather Like NEW 
7” rer $2.00 a dozen; $23.00 a gross 
Pints... .$1.00 each Quarts... .$2.00 each 


£6 JAPANOLE,” Black Stain 


The Wonderful Instantaneous Black Dye that Never Comes Off 
Makes COLORED Leather BLACK 
Makes BLACK Leather BLACKER 


) |e Serre rere $2.00 a dozen; $23.00 a gross 
ee Pe $0.50 each Quarts............ $0.90 each 














‘or Sale Everywhere and by Us. 
Most penn sell Binck Brown and ‘Ox-Blood * ‘Japanole,” if yours 
does not, write us and we will sell you direct. 


Made by RESTORFF & BETTMANN, Mfrs. of “‘Glycerole”’ Dressing 


79 Mercer St., New York. Established 1874 


| BLOOD. 





You Are Cordially Invited 
to Visit the Exhibit 
of 


KESCOT 
SHOE 
ORNAMENTS 


in the 
Beautiful Venetian Room 
at the 
Hotel Brunswick 


Boston 
Jan. 12, 13, 14, and 15th 


‘i COMMITTEE in charge of the 1920 
National Convention of the Shoe Retailers 

at Boston, January 12-15, has ruled that all 
shoe findings and accessories should be exhibited 
in the balcony. 


Kescot, as absolute leader in the shoe ornament field, 
could not accept undesirable or second grade space, 
and accordingly found it necessary to exhibit out- 
side the regular convention building. 


The beautiful Venetian room at the Brunswick 
Hotel has been engaged where superior advan- 
tages are offered for the showing of our magnifi- 
cent line, and accommodations are ample for 
all who desire to examine our rewest creations. 


We wish to express our thanks to the committee 
for its offer to arrange space for us in a most 
desirable location on the main floor of the con- 
vention hall, but as exhibits there are not for the 
complete duration of the convention, that was 
found undesirable. 


Kescot Manufacturing Co. 


Providence, R. I. 
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William 
REYNOLDS, Jr., Inc. 


will display a complete 
line of beaded, rhine- 
stone, cut steel and metal 
shoe ornaments; shoe 
laces in every color, 
length and fabric—and 


SHOEDOM’S 
SENSATION 








—a new device that answers 
needs that have existed for 
years—creates a new style stand- 
ard for women’s footwear— 
and imparts a degree of comfort 
never before experienced by a 
vast majority of your woman 
trade. 


AT THE N.S. R. A. 
CONVENTION 
BOS TON 


Make Buyers 
Out of Passersby 


Displays arranged with Hugh 
Lyons fixtures gain the atten- 
tion of passersby—bring them 
inside the store. 





Hugh Lyons fixtures make 
business-getting displays pos- 
sible. 


Let us send you a complete set 
of our supplementary catalogs. 
Acard will bring them to you. 




















UGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 


LANSING - MICHIGAN 
NEW YORK SALESROOM CHICACO SALESROOM 
 h- hs ele ee ~ 2 8 oe 234 S. FRANKLIN ST. 











TRUFIT 
SPATS 





























W. Reynolds, Jr., Inc. 


47 Washington Street 


PROVIDENCE - - - R. I. 


are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 















Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 


Laing, Harrar & 
Chamberlin 
43 North 3rd St. 
Phila. 
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When you specify West Virginia Fibre 


for your shoes you will receive 
replacement and a product which 


West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 


New York 


2H LLU 


This Kawneer Store Front 


"IN BROTHERS 


_ Ea " ge ae | 


1) aaa é 


BLL TM 

















Let us Show You How a Kawneer Store Front Will Pay a Big Profit 
for YOUR STORE. 


Do not overlook this coupon. Send it at once. ga 


KAWNEER MFG. CO., nies? MicHicaN 


SDAA MA 
147 


aA A RT L 


= 


a leather 
will wear. 





Chicago, Ill. 


HN 


Put New 
Sales Life 
intoanOld 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 
ing their stores. 


ALAA AUUUVAAA UT T LU LA 


THUUULULUNLUSALLUULLUL 





KAWNEER MFG. CO. 
2019 FRONT ST. 
NILES, MICH. 


Send me a copy of 
FORGING AHEAD 
your new booklet for 
merchants. 

Pin this to your letterhead. | 
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The Christmas Spirit now 
fills the air 


OS H OS 1ery 


Reg US Pet orree 





“Onyx” 


is being demanded every- 
where by those who desire 
to present a gift of excep- 
tional quality to express and 
fulfill their best wishes for a 
Merry Christmas. 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx? Hostery 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Chicago Office: 
31 Bedford Street The Lytton Building 
Philadelphia Office: Buffalo Office 


1033 Chestnut Street Mutual Life Building 
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_ Study the 
New Guarantee 


FIRST HAND 


EXT month’s convention 

of the National Shoe Re- 
tailers’Association, January 12- 
15 inclusive, in Mechanics 
Building, Boston, affords the 
shoe trade an excellent oppor- 
tunity to become thoroughly 
familiar with the new direct 
guarantee on Nedlin Soles. 


Our exhibit of guaranteed 
Nedlin Soles and Goodyear 
Winefoot Heels will be held in 
Booth 124, where our represen- 
tatives will be pleased to demon- 
strate the standard method of 
NeGlin Soleapplication, which, 
combined with the inherently 
rugged qualities of these long- 
wearing shoe bottoms, makes 
the new guarantee possible. 


THE GoopyEAR TirE & RuBBER COMPANY 
Offices Throughout the World 


Nedlin Soles 


Trade Mark Reg. U.S. Pat. Off. 

























































Make foot sufferers 
look to you for 
relief 


You can make your shoe store regarded as 
that one which does more than sell shoes. 
Your clerks can become expert shoe fitters, 
competent to correct foot troubles. People 
will come to you with their foot ailments as 
well as for their shoes. You will sell more 
shoes and build up a good business in 


Wizard 


Adjustable (oo? Appliances 






The Wizard System of Foot Correction will 
add a growing department to your business. 
It will advertise your shee business as no 
other single thing will. 
Ask about the free Wizard Course of training in 
Orthopraxy of the Foot—our dealers’ ads which fit 


right into your ads—our fine monthly window cards, 
and free circulars for outgoing packages. 


Wizard Foot Appliance Co. 


1700 Locust Street St. Louis, Mo. 



































A Ojusta ble foot Applrances 
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Slipper Cleaner G erell@|||: 
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S long as the ladies will dance—they’ll be looking SI LVER — 
for something to keep those dainty silver slippers SLI PPER y roy 


bright and sparklingly pretty. CLEANER cnet 


ll 


The silver that’s in Cinderella Silver Slipper Cleaner 
does more than cleanse the surface—it actually re- aw 
news the worn places—and gives new life to the spots Produced by 
that are soiled. \ Everett & BARRON 


PROVIDENCE, Rt. 
U.S.A. 


votes 
Ottenees 
Lanner sheds 
teat 
sips 
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It’s a friend-making item for shoe retailers—because it 
does all that is claimed for it. So that you may prove 


PARIS LONDON 
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: it to yourself—send for a sample. B 
\ We . 
® will try \ 
| Cinderella | 
Vv 


Slipper Clean- 
er if you send 
us a sample free. 


Everett ¢ Barron Co. 
Providence, R.I. 
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Hazen B. Goodrich & Co. 


70 Washington St., Haverhill, Mass. 


Manufacturers of 


WOMEN’S FINE FOOTWEAR 
Will exhibit their latest Spring Creations in 


20O * 
CONMERENON Women’s Turn Slippers 
N:S-R:-A: 
BO cr - At the Convention of the N. S. R. A. 

. in Boston 
January 12-15, 1920 


BOOTH 115 


























The newest 
Grieb factory 


Our Vineland, New Jersey, plant is now in 
full operation. In equipment, lasts, patterns, 
machinery, etc., it is thoroughly up-to-date 
and we are taking orders now for the 3,500 
a day output of high grade welt shoes for 
Children, Misses and Growing Girls. 











Many months ago we made valuable pur- 
chases of first grade leathers and this allows 
us to offer unusual values at the present time. 








The Grieb line will be fully presented at the National Shoe 
Retailers’ Convention at Boston in January, Booth 157. Mr. B. 
F. Porch will be in charge. 


GRIEB SHOE MFG. CO. 


| 531 MARKET STREET PHILADELPHIA, PA. 
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IN STOCK 


— STYLES 


‘eaceexe 
CONVENTION 
N-S-R:A: 


BOs TON 


Booth No. 6 


STOCK NO. 512 
DART LAST 
Cherry Calf Varsity Bal, Single 
Sole, Leather Heel, New Ex- 
treme Narrow Toe 
Sizes and Widths: AA, A, 7 to 
11; B,6to1l; C,D,5%toll 
Price $10.00 








Plain Cartons — Unbranded 











STOCK NO. 587 3 \ STOCK NO. 524 
BROGUE LAST BROGUE LAST 


Gallun’s 4 Norwegian Brogue Gallun’s 4 Norwegian Brogue 


Oxford, Rawhide Slip Sole rea Bal., Rawhide Slip Sole 
Sizes and Widths: AA and A, wa Sizes and Wicths: AA and A, 
7 toll; B,@to 11; C, D, ae — 7 t6 11; “B, 6 to 11; C, D, 

5 to 11 ae in. 5 to 11 
Price $9.75 ~— Price $10.75 


Send for Catalogue showing full line of Dalton Shoes 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


Bases 
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BORN IN BROCKTON 
RAISED IN BOSTON 


FIRST STEPS AS 
A FULL-FLEDGED 
REPRESENTATIVE 


Women’s Boots and Oxfords 
Displayed 


AT BOOTH 


Ld 


MAIN FLOOR 


National Shoe Retailers’ 
Convention, Boston, Mass. 


Welcome, if Preferable 
BOSTON OFFICE 
207 Essex Street 





Women’s Boots and Oxfords 
In-Stock Jan. 20,4 1920 


Men’s Boots on hand; NOW. 


75 Popular Selling Styles 
$5.90 to $8.15 





BRANCH IN 
PHILADELPHIA 
BALTIMORE 
PITTSBURGH 


FACTORY | 


Hiamond Shoe? 


Kind of quick to mature! Nevertheless that’s how 
we expect to put our new, complete Ladies’ line on the 


map—in just four days’ introduction. 


There has been lots of experimenting, and still more 
practical private demonstration. With a royal ancestry 
in our men’s end, the usual problems of making were 
avoided. It was merely a case of insuring the best fit 


and the right delicate feminine lines. 


For the first we used up hundreds of pairs in trials by 
employees. In the latter we moulded until the country’s 
best style Experts nodded in approval. 


The same merchandising principles as govern the men’s 
division, affect the newcomers both as a factory and in- 
stock proposition. And without the slightest hesitancy 
we go on record to guarantee the same tendency to go 
off the shelves, in double quick time, because 


THE PUSH IS 
IN THE SHOES 


N. B.—AIl women’s boots and oxfords will be made on Goodyear Welts. Low 
and medium heels predominate. Artistic finish is the feature of preeminent 
esteem. 
Shall we send you samples when ready? 

Mail this page with your O. K. 


aa. AND UNION MADE WELTS 


LOOK LIKE SHOES THAT 
MIGHT COST MUCH MORE” 
BRANCH IN 
CLEVELAND 
DETROIT 


CHICAGO 
FACTORY 2 





MONTELLO 
BROCKTON 


HOME OFFICE 


CITY OF 
BROCKTON 


STOCK HOUSE SALES ROOMS 


196 CHURCH STREET, NEW YORK CITY 


BOSTON OFFICE 207 ESSEX STREET 


ER REREEEERRER EEE EERE P EERE RR RPEERP ER RRER URE EEB SE 
BEEREEREEEREREREREE ERROR 
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PEACHEY SIDE-PARTNER 
TO POWERFUL MEN'S LINE 


The promises we are making for our brand new Women’s 
styles will readily be backed up when we display and 
deliver them early in January. What you may expect 
is evidenced in the perfections of finish and line beauty 
in this men’s pattern. 


THE RACER 


Literally runs away from its near- 
est rival. Has that ‘decidedly 
receding slender and pointed 


ff h ind d ‘ 
IN STOCK A last ‘ter the sane lodlleadila 
trade. 


KOKO 
RUSSIA CALF 


we have over 70 others No. 724 


Just one mighty good num- 


ber for quick delivery. But 


equally productive of sales, $9.85 
which will help supply un- oony ea® 


looked for demands or miss- WING ZB root 
ing sizes, sold out. You can QEEL 
live out of our stock depart- 


ment any time. Keep our J, Koko Russia Calf 
new price list and catalog RN Pi -— y vd =~ mK 


handy. If you want another 7 Widths: A, B, C, D. 
Pe Sizes: 51% to 10. 


ask for it now. 


UNBRANDED AND UNION MADE WELTS 
“LOOK LIKE SHOES THAT 


MIGHT COST MUCH MORE” 
BRANCH IN BRANCH IN 


PHILADELPHIA CLEVELAND 
BALTIMORE ® DETROIT 
PITTSBURGH NT CHICAGO 
FACTORY | * FACTORY 2 
MONTELLO CITY OF 


BROCKTON BROCKTON 
HOME OFFICE STOCK HOUSE SALES ROOMS 


196 CHURCH STREET, NEW YORK CITY 
BOSTON OFFICE 207 ESSEX STREET 
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6515—Women’s Hair- 
skin Cab. Two-Eyelet 
Tie, Flexible McKay, 

$3.50 


6503 — Women’s _Ha- 
vana Brown and Black 
Kid Oxfords, Military 

eel, also same shoe in 
Louis Heel without 
perforations and plain 


hese are 
more good 
plan to offer you from our new 


a 

1 Gao 
CONVENTION 
N-S-R-A 


BOSTON 


the first of many 
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A Page of Values 
That Speak for Themselves 
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6513—Women’s Genu- 
ine Kid Skin in Black, 
In 


and Havana Brown 
Flexibl McKay, % 
F Loui . $4.50 

36 Pair 
Lots Only 


le 
is Heel... .. 


6500— Women’s Im. 
Butt Flexible McKay, 
1% Louis Heel in SHa- 
vana Brown and Black 
Kid Skin....... $4.50 


6510—Women’s_ Flex- 
ible McKay Pumps in 
both High and Low 
Heel, Chrome Patent 
Leather, Havana Kid 
and Black Kid. .. $4.25 


New Styles 
At OLD Prices 


Our Opening Specials 
Te duplicate these shoes we should 


now have to pay nearly a dollar 
more a pair. Only a limited number 
of cases. Don’t delay. 


things which we 


| a. 
Call and See Us In Our New Store While Attending 


the Convention. A Cordial Welcome Awaits You. | 
nA 


ATKINSON-BLUMENFELD CO. 


Specialists in Better Shoe Values 
170-172 Lincoln Street 








Boston, Mass. 
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RETAIL SHOE MERCHANTS 


Meet and Nominate Officers for the 
Coming Year 


At the weekly meeting of the Roches- 
ter Retail Shoe Dealers’ Association, 
nominations for officers of the associa- 
tion for the ensuing year were announced 
as follows: President, Charles Helm- 
bacher, of the Walk-Over Shoe Store; 
first vice-president, P. M. Van Devent- 
ner of the Van Deventner Store; 
second vice-president, C. E. Shields, 
of Shields Boot Shop; third vice- 
president, Philip Leckinger; secretary, 
George Schmarke, of the Sterling Shoe 
Stores; treasurer, Mr. Robinson, of 
E. B. Thing Company. 


No Freak Styles 


Clarke B. Rowley, chairman of the 
Rochester Style Show, addressed the 
meeting and assured the retail mer- 
chants that it was not the intention of 
the Style Show Committee or any 
manufacturer to exhibit freak styles of 
shoes at the Rochester Style Show 
Revue. It was feared that some novelty 
styles, other than those on the shelves 
of the local retail shoe merchants, would 
be displayed at the Revue which will be 
open to the public. 


A DRAWING FEATURE 


William Pidgeon, Jr., to Address 
N. S. R. A. Convention 


Rochester expected to send a big 
delegation to Boston to attend the 
N. S. R. A. Convention, even before 
they heard that ‘‘Bill’’ Pidgeon, presi- 
dent of the Rochester Retail Shoe 
Dealers’ Association, was going to 
speak, but now that it has been an- 
nounced that “Bill” will tell how he 
“Sells Shoes Plus Service,”’ it is expected 
that the Rochester contingent will 


occupy at least two cars on the special 
New York State Retail Shoe Dealers’ 
Association train. 





pais 


‘legend, 




















DISPLAY AT BOSTON 


To Be ‘“Bright’’—The Rochester 
Colors Also Displayed 


Rochester shoe manufacturers who 
will show their lines at the N.S. R. A. 
Convention in Boston are determined 
that the Rochester section will be a 
bright one and to carry this out have 
arranged for an electric display sign 
sixteen feet wide, bearing the quality 
“Rochester.” 

As an added feature, all Rochester 
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exhibitors have arranged to decorate: 
their booths in the Rochester colors, 
which are blue, white and yellow. 


Exhibitors from Rochester are: W. B. 


Coon Co., Dugan & Hudson Co., C. P. 
Ford & Co., John Kelly, Inc., Leach 
Shoe Co., E. P. Reed & Co., Inc., Sher- 
wood Shoe Co., Joy, Clark & Nier, 
Inc., the Menihan Co. and Utz & Dunn. 
To find the display of these firms, look 
for the blue, white and yellow booths. 
You're sure to receive a cordial welcome 
there. 


, Detroit 


GOOD CHRISTMAS TRADE 


Windows and Interiors Decorated 
in Good Taste 


A great many of the stores went to 
considerable expense in decorating for 
Christmas. The windows were resplen- 
dent with the red and green and other 
symbols of this happy event. The 
interior of the R. H. Fyfe & Company 
store was a splendid example of good 
taste and good cheer. All the retail 
shoe merchants report a good holiday 
business. 


TRUCK FOR RUBBERS 


Novel Plan for Having Stock on 
Floor When Needed 


The Emerson Shoe Company has hit 
upon a plan for having a stock of 
rubbers on the floor when needed that 
may be of value to other shoe merchants 
where space is at a premium. They have 
put into use a house-truck similar to 
that in use in all shoe factories. It 
has a number of decks of shelves and 
runs on small wheels or casters. A 
sufficient stock of rubbers for immediate 
use is kept on this truck, with the sizes 
being filled in as necessary. When it 
appears like rubber weather this is 
brought down from the stock room 


on the upper floor. As it is easily moved 
about it can be placed in any part of 
the store and moved when necessary 
to get at the leather stock on the 
shelves. 


RETAIL MERCHANTS MEET 


Hon. Joseph W. Fordney Speaks on 
Luxury Tax 


At a mass meeting of the retail mer- 
chants at which over 100 retail shoe 
merchants were present, held under the 
auspices of the Retail Merchants’ 
Bureau, with J. E. Wilson of the Walk- 
Over Company presiding, Hon. Joseph 
W. Fordney, Michigan member of the 
House of Representatives, and chairman 
of the Ways and Means Committee, 
spoke at length on the luxury tax and 
other legislation affecting the retail 
merchants. 


STUDY OF STORE 


R. H. Fyfe Establishment Selected 
By Shoe Manufacturer 


The R. H. Fyfe Company have had 
many compliments and commendations 
on their new building and the immense 
business carried on within its walls, 
but the highest encomium ever paid the 
Fyfe enterprise was made recently when 
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Women’s Shoes 

















Tober - Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








The Westcott- 
Whitmore 
Comp pany 

Syracuse, A 
> IN 
Women’s Footwear 
Welts, Turns and 

McKays 


IN STOCK 








COLLINS & STAPLES 
Makers of HAND TURNED 
' PUMPS 


Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory, 118 Phoenix Row 





Rosten Office, 110 Lincoln St. HAVERHILL, MASS. 





HARTMAN eT 'Te)3 “COMPANY 


HAVERHILL, MASS 





The Line of 100 Styles 
of Comfort Shoes 


liets — Oxfords — Bals 
se olish——Button—Theo 


TIMSON sRos. ** Ine. 





Boston, Mass. 








ETT SHOE CO., Boston : 


In Stock 


Patent Leather Hand- 
Turned Seamless Opera 
Pumps 17-8 Covered 
Louis Heel, A-D, 
24-8... - © 


Black Kid: Goodyear 
Welt, 9-inch Lace, High 
Heel, $6.10 
Mat Kid Top,Pat.Vamp, 
oodyear Welt, High 
and Low Heel, $6.35 
Terms 2%-10-net 30 days. 
BARNETT SHOE CO. 


110-112 Summer St., Boston, Mass 
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Alfred Donovan, president of the E. T. 
Wright & Company, Inc., Rockland, 
Mass., brought his son, lately graduated 
from Harvard University, to show him 
that there are possibilities in the shoe 
business. Mr. Donovan and his son 
spent four days inspecting the Fyfe 
store, as a means of proving that there 
are as good, if not better, prospects in 
the shoe business as there are in any 
other line of endeavor. 


A HOUSE PARTY 


Lindke Shoe Company Meet for 
Round Table Discussion 

The Lindke Shoe Company held a 
house party for the employes at the 
Elks’ Temple recently. This included 
a dinner at which a round table discus- 
sion took place, where suggestions for 
the good of the business were made 
freely by employes, and a dance. The 
principal speaker of the evening was 
T. C. Rice Wray, whose topic was 
“Efficiency.” 


SLIPPER BOOTH 


Other Attractive Features Adopted 
for Better Merchandising 


A slipper booth erected on the street — 


floor of one of the stores was very 
prettily decorated. It was reported at 
this booth that men’s slippers sold 
better than ever this year as Christmas 
gifts. 
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At both of the E. B. Shoe stores: 
two-dollar bills were stuck into the 
tops of several pairs of shoes on dis- 
play. A card read: ‘‘You save $2 on 
every pair.” 

The motto “All doors open to 
courtesy” was displayed throughout 
the women’s shoe department of the 
J. L. Hudson Company store. 


CANADIAN EXCHANGE 


Quoted As High As 12 Per Cent, 
Injuring Local Trade 


Shoe merchants and others are “up 
in the air’ over the trend of the dis- 
count of Canadian money. Many 
customers from Windsor are making a 
greater effort to purchase at home on 
account of the high rate of exchange at 
the present, which has been quoted as 
high as 12 per cent. When a customer 
finds his dollar is only worth 88 cents 
he is going to study over its expenditure 
a little. It is believed in some quarters 
that the rate will go higher even than 
this. 

NEW BRANCHES 


Opened in Pittsburg and Minneapo- 
lis By Feltman & Curme 


Feltman & Curme have opened new 
branches in Pittsburg and Minneapolis. 
Negotiations are pending for another 
store in Detroit. 


Brockton 


SHOE MANUFACTURER’S 
DEATH 


Was Prominent Member of the 
Local Trade 

Joseph Hewett, secretary and treas- 
urer of E. E. Taylor Company, shoe 
manufacturers of this city, died at his 
home on December 14, after a long 
illness. He was in his forty-eighth year. 
Mr. Hewett was born in Brockton and 
received his education in the public 
schools of this city. He graduated from 
the Massachusetts Institute of Tech- 
nology with an engineering degree. In 
1897 he became associated with George 
E. Keith Company of this city and 
later was promoted to factory superin- 
tendencies with that concern. In 1914 
he joined the E. E. Taylor Company 
as superintendent and in that position 
demonstrated his ability as one of the 
most efficient shoe manufacturers in 
New England. When the world war 
broke out E. E. Taylor Company, 
through Mr. Hewett, was one of the 
first concerns to manufacture shoes for 
the Russian Army. Later, when the 
United States entered the war, numer- 


ous contracts were filled for United 
States Army shoes. Mr. Hewett’s de- 
votion to business resulted in ill health 
and since 1917 he had been failing. 
He was a member of many fraternal, 
business and social organizations in 
Brockton and enjoyed the friendship 
and high esteem of a wide circle of 
business and personal friends. 


STOCK STYLES FOR 1920 


Manufacturers Making Prepara- 
tions for the Coming Season 
Appreciating the important part in 
which the in-stock department plays 
in the sale of made-in-Brockton foot- 
wear, all concerns in this city which 
maintain stock departments are making 
active preparations for the 1920 season. 
As a matter of course, oxfords will be 
featured in the stock departments for 
the Spring and Summer. Dark Russia 
and black will be prominent in both 
calf and kid. Stock goods are now being 
made up and advanced lists gotten out, 
to be sent to the trade early the coming 
year. It is a foregone conclusion that 
prices will be well maintained and it is 
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also assured that the goods will, in 
every way, represent full value, as 
regards style, workmanship and materi- 
al. 
TELL OF MERCHANTS’ 
PROSPERITY 


Stories Concerning Conditions in 
Oil Country 


Brockton shoe salesmen who travel 
in the Southwest are bringing with 
them on their return from recent trips 
stories of the great oil booms which 
are going on in certain sections of 
Texas and Oklahoma. A _ salesman 
says, in speaking of a new oil center, 
Wichita Falls, Texas, “In that city 
there are two hotels, both jammed to 
the roofs with oil speculators. There 
is no accommodation for transient 
guests. I came in on a sleeper in the 
early morning, didn’t even have a 
sample room in which to show my line, 
and was obliged to go to the customers’ 
stores. I pulled out again in the evening 
because there was no chance of getting 
a place to stay over night. Merchants 
are all prosperous and getting big 
prices for their goods. Nobody knows 
how long this speculative craze in Texas 
oil will continue, but so long as it does, 
money will flow like water and mer- 
chants will reap big profits.” 


PURCHASES FINDINGS CON- 
CERN 


Corporation Acquires Important 
Interests in Nearby Town 


The American Shoe Findings Com- 
pany, located in the neighboring town 
of Whitman, Mass., has been purchased 
by the United Shoe Machinery Corpora- 
tion, which also acquires the subsidiary 
interests of the same company in Maine. 
The change marks the passing of a 
business which was established nearly 
twenty years ago by Messrs. E. R. 
Laird of this city, D. B. Gurney and 
G. O. Jenkins of Whitman and the 
Bosson Estate of Brockton and Fair- 
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haven. Steel, wooden and fibre shanks 
constitute the products of the com- 
pany, which also owns mill and lumber 
property in the State of Maine. Mr. 
Laird has been manager of the com- 
pany since its formation. 


RETAFLERS’ ANNUAL 
REUNION 


Representative Merchants Will 
Meet in This City 


On January 15 and 16 the annual 
convention of the Walkover Shoe Re- 
tailers’ Association will be held in 
Brockton. This is the first time that 
this organization, which includes mer- 
chants in various parts of the United 
States, have come to Brockton to hold 
their annual reunion. They will be 
here as the guests of the George E. 
Keith Company, makers of the Walk- 
over line. The meetings will be held 
in the Walkover Clubhouse and the 
business sessions will be handled along 
the topics of retailing, round table, 
advertising, merchandising, style show, 
etc. The fact that this convention is 
to be held on nearly the same dates 
as the National Shoe Retailers’ Asso- 
ciation Convention in Boston will 
serve to add interest to the meeting 
and to bring a large number of repre- 
sentative Walkover shoe merchants to 
Brockton. 


SKATING RINK AS A SHOE 
FACTORY 


Building Which Will Be Altered 
for Purpose 


The Union Shoe Company, one of 
Brockton’s new shoe manufacturing 
concerns, has purchased a building on 
Main Street formerly used as a skating 
rink, and will make the necessary 
alterations to convert it to factory use. 
The company takes possession of the 
property at once and expects to have 
the building ready for machinery in- 
stallation about February 1. 


Haverhill 


AT THE STYLE SHOW 


Haverhill to Be Well Represented 
By Manufacturers 


Manufacturing concerns of this city 
are much interested in the forthcoming 
Style Show to be held in Boston in con- 
nection with the annual convention of 
the National Shoe Retailers’ Associa- 
tion, January 12 to 15. Active prepara- 
tions are being made to exhibit at this 
style show the latest and most attrac- 
tive styles in Haverhill-made footwear 


and other products of the city’s shoe 
and leather district. The reputation 
which this city enjoys as a producer of 
fine footwear will be maintained and 
enhanced in every respect by the styles 
exhibited at the show. Among the 
local concerns which have engaged 
space at the convention style show are: 
Welch, Moss & Feehan Company, 
Ellis-Eddy Company, Civilian Shoe 
Company, Hopkins & Ellis, Dalrymple- 
Pulsifer Company, C. K. Fox, Inc., 
Emery & Marshall Company, Hazen 
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SOFT SOLES 
A Wonderful Line for the 
Wholesaler 
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SOFT SOLES 


We make a com- 
wr line of Soft Sole 
by Shoes. 
Send for price list. 


THE REYNOLDS SHOE 
& GLOVE CO. 
Se. W. Cor. 3d 








“ELAM”? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 








Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 





Sold Up Solid to April, 1920 
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Men’s Shoes 
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Stacy Adams Co. 
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Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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B. Goodrich & Company, E. L. Thomas 
Shoe Company, Herman E. Lewis and 
Rickard Shoe Company. This list will 
undoubtedly receive additions between 
now and the opening of the convention. 


FACTORIES SOLD UP 


In Production for the Spring Season 
of 1920 


It is difficult for shoe manufacturing 
concerns in this city to promise early 
deliveries of orders, which are being 
placed at the present time. Many of 
the factory plants are sold up to March 
and April and practically all are work- 
ing at the limit of their production to 
deliver goods during the next three 
months. Several of the large concerns 
selling the wholesale trade, which 
usually make up Fall samples at this 
time, will not promise deliveries of such 
samples previous to Easter. This is an 
unprecedented condition, but one which 
is brought about by handicapped pro- 
duction, coupled with an unprecedented 
demand for Haverhill-made footwear. 


NEW BUILDING PROJECTS 


Which Will Later Relieve Factory 
Congestion 


Early in 1920 there will be available 
for manufacturing purposes a consider- 
able amount of additional factory space. 
Work is now progressing on factory 
buildings in the process of completion 
and plans are being made for other 
buildings. All space available at present 
or in the future is practically spoken 
for by local concerns. The continued 
expansion of Havéerhill’s manufacturing 
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industry presents difficulties as regards 
factory accommodations which, at pres- 
ent, cannot be overcome. By another 
year, however, with building operations 
more freely undertaken than during the 
past year, it is believed that the factory 
problem will be much easier of solution 
than at the present time. 


OPENS BOSTON OFFICE 


Local Leather Concern to Have 
Branch in That City 


L. H. Hamel Leather Company, 
dealers in sheepskins, with headquarters 
on Washington Street, in this city, 
have opened a salesroom at 85 Bedford 
Street, Boston. The Boston office is 
in charge of Louis and Arthur Hamel. 


LOW CUT FOOTWEAR 


Output Largest Ever Known at 
Haverhill Factories 


The year 1920 will see more of 
women’s low cut footwear produced and 
shipped from Haverhill factories than 
at any previous time. The high cost of 
labor and materials tends to restrict 
boot production and to increase the 
amount of low cut patterns. The pump 
with buckle ornamentation is a leader 
in the Spring and Summer production. 
The one-eyelet tie and strap pattern 
are other styles which will have a large 
sale the coming season in women’s 
footwear. The oxford pattern is not 
as popular for women’s wear as the 
pump, yet there is more variety in 
oxford patterns at present than in 
previous seasons. This style will go 
strong, even though taking second place 
to the pump and tie. 


Lynn 


PLANS FOR 1920 


Manufacturers’ Invite Visiting 


Buyers to Inspect Their Factories 


Lynn manufacturers want buyers 
visiting Boston market in January to 
come to the shop and see how shoes 
are made. They will give practical 
demonstrations of real shoemaking 
to buyers who are interested enough to 
visit the factories. 

They will show buyers how soles are 
cut and sorted into 50 different varieties, 
how to distinguish genuine kid from 
“‘wool kid upper” leather and how to 
differentiate between a shoe that is left 
on the last until it is the mould of fashion 
and a shoe that is yanked off the last 
so quickly that it withers like a cucum- 
ber that is plucked half ripe. 


Good Judgment Needed 

Practical judgment on real shoe 
values will be the biggest factor in shoe 
merchandising next year, or Lynn manu- 
facturers have missed their guess. They 
are willing to put their time against the 
time of any buyer who will discuss the 
real substance of shoes. It’s business. 
“It’s my judgment,” says a Lynn sales- 
man, ‘‘that the buyer who doesn’t know 
real values in footwear in 1920 is headed 
straight for the jungle. And I don’t 
want to sell him shoes and get from him, 
as a parting remembrance, a hundred 
cases of returned shoes.” 

LOW CUTS 
Wider Toes on Lasts—Brogue Tips 
On Oxfords 

Mr. Briggs, of Rogers & Briggs, 

makers of women’s McKay shoes, just 
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home from a short trip, says that the 
merchandising branch reveals a strong 
tendency towards a long season on low 
cuts. ; 
A Good Seller 

A best selling shoe for Spring isa 
five-eyelet oxford, with a new brogue 
tip, which is a stubby wing tip. Per- 
forations, made by a plate, have the 
tip. The vamp is 3% inches long, and 
the heel is 16-8 high. Of Russia calf 
leather will these brogue oxfords be 
made. 

Boots of black and brown leathers, 
some with cloth tops, will be in the Fall 
sample lines. 


FROM COPENHAGEN 


Lynn Shoe Man Brings Orders for 
French Toe Shoes 


Bernie Green of the Lynch Shoe Com- 
pany is home from Copenhagen, Den- 
mark, with orders for women’s shoes, 
to be made over lasts like the French 
toe last which has been talked about 
in this country. He brings models of 
the lasts with him. 


BUYS A BUILDING 


Lynn’s Factory Shoe Store Makes 
Sure of Location 


Lynn has a singular establishment, a 
factory shoe store, known as the Lovell 
Factory Shoe Store. It has been going 
a dozen years or so and it has just 
bought the building that it occupies. 
It has a retail store with a complete 





COMING TO BOSTON 


Final Arrangements Being Com- 
pleted for Sending Big Delegation 


Final arrangements for the sending 
of a big delegation of shoe men from 
Northern Ohio to the annual convention 
of the N. S. R. A. in Boston next 
month will be made at a meeting of the 
Northern Ohio Shoe and Leather Club 
in Hotel Cleveland, December 29. 
Invitations for the gathering have been 
mailed by H. L. Bowers, secretary of 
the club, and acceptances already re- 
ceived indicate a good attendance. 

C. K. Chisholm, who is in charge of 
the arrangements for the trip to Boston, 
will make a report at the meeting, and 
additional delegates will be enrolled 
for the trip. 

Traveling salesmen, who have been 
canvassing merchants in Northern Ohio 
to ascertain just who expected to at- 
tend, will make their reports either in 








Cleveland 





BOOT AND SHOE RECORDER 


equipment of shoe machinery in the 
back shop. It has a shoe making, not 
a shoe repairing, system. There’s a 
difference between the two. It uses 
this machinery for making shoes for 
its customers. 


WOULD DELIGHT DICKENS 


Lynn Shoemakers Have Merry 
Christmas Parties in Shops 


Lynn shop crews, to the number of a 
hundred and more, had parties the day 
before Christmas. There was music and 
dancing, ice cream and cake, and an 
exchange of gifts and Christmas greet- 
ing. If Charles Dickens had been 
around, he would have had material 
for another famous Christmas story. 


Returned from Abroad 


John Gill has returned from Japan to 
his office with the Helburn, Thompson 
Leather Company and David Nason, of 
the same company, has come home 
from Iceland. 


SPORT COATS 


Peabody Tanners Using a Large 
Quantity for Spring 


Peabody tanners are making a large 
quantity of leather for sport coats for 
Spring, such as smooth morocco, white 
buck, and patent leather. But the 
embossers have not begun to emboss 
alligator grains on leather for coats, 
although they hear that alligator leather 
is to be used for sport coats for Spring. 


person, or wholesalers will report what 
their field men have learned. 


CONVENTION INFORMATION 


Northern Ohio Retail Shoe Mer- 
chants Anxious for Conference 


The meeting is also expected to dis- 
close just what information Northern 
Ohio delegates want to get from the 
big 1920 convention. Everybody here 
is wondering what is going to happen 
within the next year or two; but it 
may be said that very few are worrying 
about the prospect. 

However, everybody would like to 
meet and talk to the big men in the 
shoeindustry. Northern Ohio merchants 
would like to get behind the stage, 
get a glimpse on the inside and listen to 
the advice of men who have spent their 
lives in places of importance in the 
shoe business. They expect to make use 
of the information as developments 
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HENRY LILLY CO. 


88-90 Reade St. New York 


Sell Shoes by Auction 
Every Wednesday and Friday 
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Engraving and Printing 


























ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our SpecialjPrinting Service foc 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 





Telephone Beach 4960—4961 








—— 
UNIVERSITY 
Ecreorie at FOUNDRY 


ravens oF ene oan bid 
eee donee ANO ‘oom 
sree FACE 
CAMBRIDGE, MASS 
r 





COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Shoe Polishes 
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Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 
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come. It is this feeling which makes 
certain the sending of a large delegation 
to the Boston meeting from this state. 


AT THE STORES 


Christmas Trade Good—Special 
Offerings Are Noted 


The coal strike and the fuel restric- 
tions have had an influence on the 
shoe business in this city, as it has in 
other places. Business is good, however, 
and the Christmas trade kept the 
merchants busy. Goods that made ap- 
propriate Christmas gifts were ex- 
hibited prominently in all the stores. 

The Pocock-Wolfram Company, 520 
Euclid Avenue, grouped several styles 
of high grade, two tone and novelty 
boots, custom made models, and sold 
them at moderate prices. In the list 
are a beaver kid, all brown kid, all 
gray buck and patents with gray and 
kid tops, either button or lace. 

The Kirkpatrick-Beers Company, 
1115 Euclid Avenue, featured Christmas 
slippers and had quite a run on them. 
Four styles were shown in black satin, 
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patent colt, black satin top and patent 
colt. The styles carry the newest long 
vamp and plain toe last. 

The Ames Company, 240-248 Euclid 
Avenue, showed new pumps with baby 
French heels for street and evening 
wear, in black satin, patent and dull 
kid. 

TRADE DISCUSSION 
At December 29 Banquet of Shoe 
and Leather Club 


The meeting of the Northern Ohio 
Shoe and Leather Club will be held on 
the evening of December 29 at Hotel 
Cleveland, and for the first time since 
the club was organized dinner will be 
served. 


C. E. Petot, president of the organi- 
zation, will preside and after calling 
for reports, a general discussion of trade 
conditions and prospects will take place. 

“IT have found that an open discussion 
is held in great favor by the club mem- 
bers,” said Mr. Petot. “It gives every 
merchant an opportunity to relate his 
particular problems and to learn how 
others are solving them.” 


Akron 


TOTAL OUTPUT 


Statistics for 1919 Show Figures of 
$522,436,020 


Statistics prepared by the Chamber 
of Commerce show that the total output 
of the industries of Akron during the 
past year amounted to $522,436,020 
and that the pay roll of the industries 
amounted to $117,974,890. 


BIG RUBBER SHIPMENT 


Of 3,000,000 Pounds—Valued at 
$1,500,000 from 800,000 Trees 


The largest shipment of rubber ever 
received in Akron, 3,000,000 pounds, 
was received by the Goodyear Tire and 
Rubber Company recently. The ship- 
ment was valued at $1,500,000. 

The shipment was the product of 
800,000 trees covering approxima ely 
8,000 acres of land. The rubber in the 
shipment was sufficient to supply the 
world’s need in rubber for one and 
one-half days, officials of the company 
estimated. 


A WORLD DEMAND 


Commercial Representatives of 
Foreign Countries Visit Akron 


The commercial representatives of 
England, France, Italy and Belgium 
spent one day surveying Akron indus- 
tries on their tour through the United 


States after attending the world trade 
conference at Atlantic City. The world 
is hungry for rubber products, they told 
Akron rubber men. 


NOT HANDICAPPED 


Rubber Industries Not Affected By 
Coal Miners’ Strike 

The strike of the bituminous coal 
miners did not handicap the rubber 
industries of Akron because the com- 
panies had sufficient stock of coal to 
carry them through the strike. Fuel 
oil and anthracite coal were being ex- 
perimented with to use in case the 
boiler coal supply was exhausted. 


NEW PLANT 
Firestone Building to Have 320,000 
Square Feet 
The Firestone Tire and Rubber Com- 
pany have announced that work will 
begin immediately upon a new plant 
to employ 2,000 persons in Ontario, 
Canada. The company has leased 135 
acres of ground and their first factory 
building will have 320,000 square feet 
of floo: space. 


$250,000,000 BUSINESS 

The Goodyear Tire and Rubber Co. 
Announce Figures 

The business of the Goodyear Tire 

and Rubber Company amounted to ap- 

proximately $250,000,000 during the 
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past year, F. A. Seiberling, president 
of the company, announced at a recent 
meeting of the board of directors. The 
profits of the company amounted to 
$23,277,245.29 during the year, he said. 
During the preceding year the sales 
of the company amounted to $131,247;- 
382.45 and the profits to $15,388,190. 

W. E. Palmer was elected to the 
secretaryship of the company. 

L. C. Rockhill, for twelve years con- 
nected with the Goodyear Tire and Rub- 
ber Company, has been elected sales- 
manager of the company. 


TRANSPORTATION BUREAU 
Organization of Announced by B. F. 
Goodrich Company 


The B. F. Goodrich Company has 
announced the organization of a trans- 
portation bureau which will be in a 
position to give tourists and shippers 
information on water, land and air 
transportation. The bureau of the 
company is the outgrowth of a tourists’ 
bureau which has given out 200,000,000 
pieces of information on touring during 
the past eight years. 


Syracuse 


COMING TO BOSTON 


Large Delegation for 1920 Conven- 
tion from Western New York 


Arrangements are being made by 
local retail shoe merchants to attend 
the convention at Boston next month. 
A delegation of between 50 and 60 
representing every store in the city 
will probably go. A special coach will 
be secured. The Buffalo and Rochester 
retail men will be met by the Syracusans 
on their way East. 


THREE CONCERTS 


By Endicott-Johnson Military Band 
at State Armory 


Fred Radder, manager of the local 
Endicott-Johnson stores, secured three 
concerts in this city by the Endicott- 
Johnson Military Band at the State 
Armory. The shoemen made a distinct 
hit before a large and critical audience. 
A very high-class program was given. 
The band is composed of 56 employes of 
the factories at Endicott and Johnson 
City. 

The “Singing Shoemakers’ Chorus” 
of 18 men under the direction of Harold 
F. Albert sang several popular ballads. 
Orphans at the various institutions were 
admitted free to all the concerts. 


EARLY CLOSING 


Syracuse Shoe Dealers’ Association 
Making Fight to Save Same 
The Syracuse Retail Shoe Dealers’ 

Association is making a strenuous fight 
to save the early closing rule. The 34 
members of the organization are ad- 
hering closely to the rule of the Retail 
Merchants’ Association, but some shoe 
merchants not members of the dealers’ 
organization are keeping open after six 
o'clock. The association is officially on 
record in favor of the early closing plan 
throughout the year. 


FASHION NOTES 


Blacks and Tans, Party Slippers and 
Four Buckle Arctics 

Blacks and tans in both ladies’ and 
men’s shoes are in great demand here 
now, according to local retail shoe 
merchants. Colors are selling slowly. 
There is a very big demand for party 
slippers, especially in silvers, black 
satin and bronze. 

Two years ago Syracuse women took 
up wearing buckle arctics as a fad. 
Now they are more than a fad and in 
greater demand. The four-buckle 
article is so much in demand that many 
of the merchants have exhausted their 


supply. 


Auburn Me. 


WOOD & SMITH, INCORPORATED 


New Factory to Manufacture 


Infants’ Shoes 


The firm of Wood & Smith, Inc., 
has recently started to manufacture 
infants’ McKay sewed shoes for the 
wholesale trade. The factory is lo- 
cated at Auburn, Maine. 

John W. Wood will be remembered 


as former president and general manager 
of the Norway Shoe Company, with 
which concern he was identified for 
three years in the manufacture of 
infants’ shoes. 

Mr. Wood has been identified with 
the shoe manufacturing business for 
the past 25 years, with the Dingley- 
Foss Company of Auburn, Maine, and 
in other connections. 
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Where to Buy 


Miscellaneous 




















») T- JES ST YARDS ; 


Shoe Sideeerlengi 


Fox 2-Ply Shoe 
‘coche a 
The only one having 


the 2-ply Feature. 
Made Exclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th’ St., New York, N. Y. 











Accounts of Shoe and Leather Firms Solicited 


41 BEDFORD STREET, BOSTON 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 
Let us recolor your faded or off colored shoes 
to latest caatioachie and permanent cordovan 
shades. NO P 
Write us for fall  —— Send pair for 
“show me” demonstration. It will pay you! 
ALBANY SHOE REPAIRING CO. 
Recoloring ee 157 Kingston St. 
oston, Mass. 











anufacturer 


OF QUALITY BUCKLES 
FOR THE SHOE High 
Sibe ~ oes ~ Hix rode 
w. COULTAS % 


PROVIDENCE F./. 





a. We wns Pres. 
. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


95 South Street, Boston 


(lvo mark of 


1e mark o 
ja shoe biekles 
| ever since 1905 
L.ALTERSON & CO. Qa? 
PHONE GREELEY 666 
| 162 W 34% St., New York City N.Y. 














RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY «4 COMPANY 
77 BEDFORD STREET, BOSTON, MASS. 























Where to Buy 


Men’s Shoes 

















Men’s Welts 


UNBRANDED UNION MADE 
IN STOCK 
DIAMOND SHOE CO. 


Factory Salesroom 
Avene eiark Brockton Now York, N.Y. 








THE “TQQUUGAS” SHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 














Where to Buy 


Men’s, Women’s and Children’s Shoes 




















Popular Priced and Good Style 


McKAY SHOES for Little People. 


Write F. W. HAHN CO., Rochester, N. Y. 











Tredlite Steppers 
fr Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


HenryKleine & Ce. 


Chicago 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 











IN STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 


HO GH ES ERA 











ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 
Cable “‘Bershu”’ 


We Will Handle Your Foreign Business 
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Introducing G. L. Smith 


The other partner, G. L. Smith, has 
also been prominently identified with 
the shoe business, starting as a very 
young man with the Atlas Shoe Com- 
pany. He later went on the road for 
Cass & Daley, traveling the East; still 
later he became identified as road 
salesman in New England for the 
Stetson-Abbott Shoe Company, Auburn, 
Maine. 

When the call to the colors was 
issued, Mr. Smith promptly responded. 
He won a lieutenancy, was assigned to 
the Quartermasters’ Corps, and was 
sent to New Orleans. Mr. Smith will 
be interested in the sales end of the 
business. 

The new concern is getting its equip- 
ment together and is assembling its 
forces for rapid service to the wholesale 
trade of the country. 


FREE-ANDREWS SHOE COMPANY 


Another New Auburn Industry to 
Make Infants’ McKays 


The Free-Andrews Shoe Company, 
which has been incorporated for $150,- 
000, has leased a four-story building in 
Mechanics’ Row. This concern will 
manufacture an infant’s McKay all- 
leather shoe. It will start production 
on March 1. Officers have been chosen 
as follows: President and _ general 
manager, Michael A. Free;  vice- 
president and secretary, F. H. Andrews; 
clerk, Fred H. Lancaster. Mr. Free 


‘ and practical experience. 
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has had long experience with the busi- 
ness details of philanthropic and public 
work. He is a veteran of the World 
War, having enlisted at Portland in 1917 
in the Aviation:Corps. He has done 
splendid work in Lewiston and Auburn 
as head of the Androscoggin Anti- 
Tuberculosis Association. He came 
here two years ago and in those two 
years has raised more than $40,000 for 
the work. He has established a fine 
plant with a corp of nurses, and has rep- 
resentatives in every shop and mill. 


Introducing F. H. Andrews 
Mr. Andrews is a shoe man of long 
He was for 
five and one-half years cost man and 
office manager in the A. J. Bates Com- 
pany plant at Webster and was for six 
years Chicago branch manager of the 
company, covering the Central and 
Western territory, during which time 
the business increased from $200,000 
to $400,000. He was for one and one- 
half years a road salesman for himself, 
covering the Western territory in the 
children’s jobbing line and was for one 
year manager and buyer of a retail 
store in Chicago—the Morrison Boot 
Shop. 

Coming to Lewiston, he was for a 
year buyer and cost man of the May- 
flower Shoe Company. He was for 
three years chairman of the boot and 
shoe division of the Chicago Chamber 
of Commerce and for one year president 
of the Chicago Shoe Travelers’ Asso- 
ciation. 


Springfield Mass. 


NEW BUSINESS HOURS 


Retail Shoe Merchants Considering 
Saturday Six O’clock Closing 


At a meeting of the Chamber of 
Commerce it was announced by most 
of the men’s clothing stores that they 
had decided to join the large department 
stores in their decision to close Satur- 
days at 6 p. m., beginning January 1. 
A meeting of the retail shoe merchants 
is planned for the near future to decide 
if the time is ripe for similar action in 
our trade. Some opposition is expected 
by small stores, but if a sufficient num- 
ber of representative merchants favor 
the plan, doubtless it will go through. 


HIGH RENTS 


In Central Districts—Rate Is $1,000 
Monthly 


The one great trouble for merchants 


in cities the size of Springfield is and 





always has been high rentals. The last 
advance by owners of property in the 
central districts hits about $1,000 per 
month. For cities of 150,000 population 
this is about all the business will stand 
for single stores. 


LIGHT AND HEAT 


Fine Co-operation with Govern- 
ment By Retail Shoe Merchants 


Except for the two days while the 
merchants’ association was in communi- 
cation with Fuel Administrator Stor- 
row’s office pending his decision that 
our Municipal Lighting Company 
could run without restriction there was 
no anxiety among Springfield merchants 
owing to the fact that during normal 
conditions 90 per cent of power was 
furnished by water and 10 per cent 
soft coal and in a crisis such as existed 
then 100 per cent power could be 
maintained by water power. While 
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some large retail establishments who 
use hard coal were exempt from the 
curtailment that would have been im- 
posed on the rest, they made it plain 
from the start that if drastic rules were 
applied they would close with the rest. 
This shows the fine spirit of co-opera- 
tion among the merchants here. 


MANDELL CO. STORE 


21 Pleasant Street, Northampton, 
Sold to E. H. Lamontague 

Edwin H. Lamontague, who, prior 
to the war, was with Lane Brothers of 
Boston and who spent two years in 
France with the A. E. F., has purchased 
from the Mandell Company the general 
shoe store at 21 Pleasant Street, North- 
ampton, Mass. The store is well lo- 
cated in a busy section and carries 
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complete lines of shoes and hosiery 
for family trade. 

Fred Constantine, who has had the 
management of this store, will now 
join the William Mandell Company in 
the Draper Block, taking the place on 
the selling force of Thomas Roe, who is 
severing his connection with the Man- 
dell Company. 


BUSINESS CHANGES 
A. B. Cressy and H. R. Morse 


A. B. Cressy has left the Genack 
Shoe Mart to accept a position with 
the Albert Steiger Shoe department, 
and H. R.: Morse, formerly with the 
John Enright, Pittsfield store, goes from 
the Louis Shoe Store to take his place 
with the Genack Shoe Mart. 


Manchester, N. H. 


HEADQUARTERS IN BOSTON 


D. F. Mears Transferred to New 
England Division 


D. F. Mears, Southern District 
manager of the Newark shoe stores, 
has been transferred to the New Eng- 
land division and will make his head- 
quarters in Bostor. 


CONVENTION DELEGATES 


New Hampshire Merchants Name 
Representatives for Boston 


Delegates to the National Conven- 
tion to be held in Boston have been 
named by the New Hampshire retail 
shoe merchants. They include: M. W. 


McWeeny, Manchester, regular dele- 
gate; W. C. Roose, Manchester, presi- 
dent of the State branch; W. B. 
MclIanes, Concord, delegate at large; 
and George Ouillette, Manchester, 
alternate. 


OTHER CONVENTION VISITORS 


From Beacon Shoe Stores of Roch- 
ester, West and South 


Four managers of the Beacon Shoe 
stores will be present at the conven- 
tion in Boston. They are: E. A. Bolt, 
Grand Rapids, Mich.; George G. Berl, 
Rochester, N. Y.; F. F. Taylor, 
Savannah, Ga.; and C. E. Hall, 
Atlanta. 


Iowa 


A MODERN STORE 


Conducted by Roy L. Stevens, Ot- 
tumwa, Iowa 


The Stevens Shoe Store of Ottumwa, 
Iowa, conducts a modern store in every 
way. A section for each department— 
men’s, boys’, women’s, misses’ and 
children’s shoes—is well equipped. The 
children’s department is elevated about 
a foot from the floor and has small 
chairs to accommodate the little folks. 
Infants’ shoes are arranged according to 
sizes and kinds in separate drawers. 

In addition to the good business en- 
joyed by the main store, a basement 
department, where popular-priced shoes 
are shown, does a tremendous business. 
Roy L. Stevens of this store is a promi- 
nent member of the retail shoe frater- 
nity. 


A Business Change 


C. S. Heitshu, assistant to Roy 
Stevens of the Stevens Shoe Store of 
Ottumwa, Iowa, is well pleased with 
his change. Mr. Heitshu was for many 
years connected with one of the leading 
shoe stores of Marshalltown, Iowa, and 
is well known to the shoe world. 


U. R. FALLBERG 


Now Connected with Glendenon 
Company of Oskaloosa 

U. R. Fallberg, who has been con- 
nected with the Palmer Housé Shoe 
Store of Chicago, is now connected 
with Glendenon Company of Oskaloosa, 
Iowa. The Shoe Market, owned by 
Young & Gosselink of Oskaloosa, 
Iowa, reports a large increase in business 
over last year. 








Where to Buy 


Men’s Shoes 

















FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 
717-719 Atlantic A . Bost 











Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














Where to Buy 


Miscellaneous 

















Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 


Send for Free Samples. Large Variety o 
Color Effects Agents Wanted 





WIN-DECO DISPLAY SERVICE 
93 Federal St. Roston 





5g CAUDERWOODE PREG y 


> Tiustrations Ky) ~ 





WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 
boots and shoes. Write 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 














‘Sunt 


BALLETS 


MSUMNERSMITH 


CHICAGO 











SALES LETTERS 


MULTIGRAPHED— 
FILLED IN--SIGNEB— 
MAILED. 
F. S. ROOT CO. 
BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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A STRIKE. 


We have made a "TEN STRIKE" with 
OUR LIGHT, FLEXIBLE, IMITATION 
TURNED WOMEN'S BOOTS and LOW-CUTS 
shown this season, which have 
brought A RECORD BOOKING of 
BUSINESS. 


YOUR LARGER EXPERIENCE with 
PLANT PROCESS SHOES makes YOU 
REALIZE, MORE and MORE, their 
SELLING ADVANTAGES, as well as 
THEIR UNUSUAL DEPENDABILITY. 


The DAYS of the GREAT CONVEN- 
TION will FIND OUR EXHIBIT at 
BOOTH #173 in MECHANICS BUILDING. 


OUR BOSTON OFFICE, #207 ESSEX ST. 
will also BE AT YOUR SERVICE. 


_— 
MANCHESTER, NEW HAMPSHIRE 
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ADDS SHOES 


Cc. W. Ott Reports Excellent Busi- 
ness 

C. W. Ott, who for many years con- 
ducted a store for the sale of high-grade 
harnesses and other merchandise, some 
time ago added shoes to his line at 
Oskaloosa, Iowa, and reports an excel- 
lent business. 


SELLING OUT 
W. N. Stone, Montezuma, Iowa, 
Retiring 
W. N. Stone, who for many years 
conducted an up-to-date dry goods 


and shoe store at Montezuma, Iowa, is 
selling out, and retiring from business. 


BUSINESS EXCELLENT 
At the Farmers’ Mutual Mercantile 
Company 
One of the new and modern stores 
which was recently built at Sunbury, 
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Iowa, known as the Farmers’ Mutual 
Mercantile Company, is in charge of 
H. A. John, general manager. Mr. 
John reports an excellent business. 


NEWS BRIEFS 
Of Iowa Shoe Men and Shoe Stores 


W. N. Stone, who for many years 
conducted a successful shoe and dry 
goods store of Montezuma, Iowa, is 
selling out and retiring from business. 


Whitacre, Way & Ogden Co. of New 
Sharon, Iowa, report an_ excellent 
business. 


G. W. Isett, who conducts an ex- 
clusive shoe store at Wapello, Iowa, 
reports very good business. Mr. Isett 
is an old shoe traveler, and is known by 
many of the old-timers. 

Chas. R. Bierce, who for many years 


conducted a modern store at Ottumwa, 
Iowa, recently sold out. 


New York City 


BUSINESS STIMULATED 


By Cold Weather—Demand for 
Heavy Shoes 


Zero weather and a snowfall last 
week in New York brought out a 
greater demand for heavy shoes for 
both men and women. The added 
stimulus to business was welcomed by 
the merchants who had begun to com- 
plain of the season’s dullness. On the 
whole it appeared that little, if any, 
increase in the number of pairs sold 
during the Fall season up to the present 
time will be noted in comparison with 
last year’s figures. 


RETAIL SHOE MERCHANTS 


Meet, Discuss National Convention, 
Draft Plans for Social Event 


At the regular monthly meeting of 
the New York Retail Shoe Dealers’ 
Association on December 16, much of 
the discussion veered to the coming 
national convention in Boston. A large 
number of the merchants signified their 
intention of attending the conclave and 
from all indications New York will have 
a large representation at the gathering. 
Some discussion of the proposed amend- 
ments to the national association’s con- 
stitution took place and opinion is 
fairly well formed in shoe circles here 
concerning these amendments. 

President John Slater appointed an 
entertainment committee of five to 
draft plans for a social event which the 
association hopes to hold early next 


year. The committee consists of 
Maurice Miller of I. Miller, Max 
Deutsch, Ed Perlberg, J. R. Laycock, 
of Hanan & Sons, and Jesse Adler. 


CHRISTMAS GIFTS 


Of Life Insurance Policies to Cam- 
meyer Employes 

Cammeyer’s have presented their 
employes in the Thirty-fourth Street, 
Fifth Avenue and Newark, N. J., 
stores with life insurance policies as 
Christmas gifts. In announcing the 
gift Dr. Hart caused some little excite- 
ment by telling the employes that the 
firm was giving them something which 
they themselves would never get. The 
policies vary from $500 to $1,000 in 
amount. Employes in the service of 
the company from three months to 
one year receive policies for the first 
amount, while those in their fifth year 
or over receive $1,000 policies. Grada- 
tions between these amounts obtain 
for various lengths of service. The 
policies carry no obligation on the part 
of the employes, the company bearing 
the full expense. The policies remain 
in force as long as the employe remains 
in the service of the firm and may be 
continued after leaving by special 
arrangement. There is no physical 
examination and the employe is al- 
lowed to name his own beneficiary and 
to change it at will. Because of the 
low average age of Cammeyer’s em- 
ployes, a low premium rate was ob- 
tained. 






SHOWING THAT SHOES 


At Retail Today Are Cheaper Than 
at Replacement Values 


French shoe retailers and jobbers, 
unable to buy shoes from manufacturers 
or jobbers here, have turned to the 
New York retail stores as sources of 
supply. One large store last week sold 
several hundred pairs of patent leather 
opera slippers to a retail shoe merchant 
from France. Other retail shoe mer- 
chants have been approached by French 
retailers and jobbers and some have 
made sales. The Frenchmen assert that 
present retail prices are less than whole- 
sale prices here and much lower than 
shoe prices in France. 


TWO NEW STORES 
Will Be Opened by J. & J. Slater 


Two new stores will be opened next 
year by J. & J. Slater. An exclusive 
men’s store will be opened on Fifth 
Avenue, between Forty-fourth and 
Forty-fifth Streets. When this store 
is opened, the men’s lines at the present 
store, 415 Fifth Avenue, will be dis- 
continued and the latter location devot- 
ed exclusively to women’s and children’s 
shoes. A custom boot shop will be 
opened at 24 East 57th Street as soon 


as possible. All the custom cutters of ' 


the firm will be located in this shop 
and custom boots for women will be 
handled exclusively. John Slater is 
working on new plans for this store, 








Where to Buy 


Shoe Cuts 

















wale FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or ee yD £ F place the 
printing with us; or we will Sell Shoe Electros at 


$1 eac’ 
SEND FOR FULL PARTICULARS 


N. H. GROVER CO., R 63, 161 Summer St., Beston 











Where to Buy 


Women’s Shoes 



























Ladies’ Brazilian Kid, 
Soest Tip Oxford, price 
ther ‘Lined. 
— ~ Sock Lining. 
Sold direct 24 pair 
case lots only. 4, 8, 
5, 9—E-EE. 
Fair-Way Shoe Mfg. Co. 











Newburyport, 
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Nine Six Six 
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which will make it one of the most 
elaborate in the city. 


A FOURTH STORE 


Opened at 1383 St. Nicholas Avenue 
By Loventhal 


“Loventhal,” operating three retail 
shoe stores in New York City, recently 
opened a fourth in the chain at 1383 
Sst. Nicholas Avenue in Washington 
Heights. The new store is handsomely 
decorated and is fitted with modern 
equipment. Floor show cases beneath 
the stock shelves are a feature of the 
fittings. 


FAIR PRICE LIST 


Fourth in Series Issued By Col. 
Michael Friedsam 


In the fourth fair price list issued by 
Col. Michael Friedsam and compiled 
from the newspaper advertisements 
from December 8 to 14, the following 
prices quoted are on shoes: Men’s, 
$6.40, $8.75, $9.75, $11.00 and $14.00; 
women’s, $4.85, $6.75 and $10.75; 
boys’, $5.95 and $7.50. 


SUCCESSFUL SALES STIMULA- 
TION 


In Country Wide Movement of 
“F, B. C.°’ Field Mouse 

The week of December 15-20 was 
dedicated by the Fashion Publicity 
Company of New York City, in con- 
junction with the Amalgamated Leather 
Companies, Inc., to the sales stimula- 
tion throughout the country of kidskin 
shoes in the field mouse shade No. 88. 
A concerted effort was made in the 
principal newspapers of the country to 
interest women in the purchase of shoes 
in this practical and attractive color. 

Window displays were sent to mer- 
chants in every State of the Union. 
Local programs of publicity, in order to 
take advantage of this unique campaign, 
were arranged by the retail shoe mer- 
chants. 


“Co-operation”? Is Watchword 


This method of exploitation proved 
to the retailers of the country that 
“co-operation” is the watchword of the 
Fashion Publicity Company and that the 
interests of the shoe merchants are the 
first consideration of the company 
which is behind the “F. B. & C.” 
products. 


AN EXPLANATION 


Bleecker Shoe Company Cannot 
Ship More Bronze Clocks 


The Bleecker Shoe Company of New 
York find themselves in a rather em- 
barrassing position, Mr. Young of that 
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concern stated a few days ago. It was 
their intention to send to their custom- 
ers in the trade a very handsome bronze 
desk clock. This clock was very beauti- 
ful in design and a practical desk 
accessory, which would unquestionably 
have been received with much apprecia- 
tion by their trade. A few of these 
clocks reached them and were dis- 
patched to some of their customers, with 
the expectation that a sufficient num- 
ber would arrive in time to complete 
the list. 

Unfortunately, after some of the 


clocks had been sent out, the Bleecker 
Shoe Company were advised by the 
manufacturers of the timepiece that, 
owing to conditions in their field, it 
would be impossible for them to com- 
plete, or as a matter of fact, make even 
further progress on their order, and 
that they were compelled to cancel it. 

Mr. Young is very desirous that the 
many friends in the trade of the Bleecker 
Shoe Company would understand why, 
with the best intentions in the world, 
the firm was unable to carry out their 
plans. 


Boston 


RETAIL BUSINESS SUMMARY 


Exclusive Shoe Stores and Shoe 
Departments Report Biggest 
Year 


Business for 1919 in the retail shoe 
stores and shoe departments of the city 
may be summarized as the best in their 
histories. 

Christmas week brought an unusual 
volume of trade. This year practical 
gifts of shoes and accessories sold 
heavily. Following Christmas there 
will be some between-season sales, for 
which some of the shoe departments 
and shoe stores are already making 
plans. 


AT. R. H. WHITE COMPANY’S 


An Odds-and-Ends Sale of Staple 
Goods Featured 


At the store of R. H. White & Com- 
pany on Tuesday of this week all was 
hustle with the rush of Christmas 
trade, which R. L. Upton, assistant 
manager of the shoe department, re- 
ported as. excellent, with the prepara- 
tions for an odds-and-ends sale to 
take place immediately after Christ- 
mas. A meeting was held on Tuesday 
afternoon, at which publicity and other 
plans for this sale were discussed. 
This sale will be held on goods that 
did not disappear fast enough to suit 
the management. Broken lots of 
merchandise will be featured. 

Mr. Upton reported that the work of 
the Boston Retail Shoe Salesmen’s 


‘Association was progressing favorably. 


AFTER-EASTER DANCE 


Planned by Boston Retail Shoe 
Salesmen’s Association 


The Boston Retail Shoe Salesmen’s 
Association is planning to hold a ball 
on Easter Monday evening, April 5. 
P. H. Goodhue, shoe salesman for 
Thayer McNeil Company, is chairman 
of the Ball Committee. T. I. Cary of 


Thayer-McNeil Company, in charge of 
the souvenir program; H. F. Salisbury 
is in charge of invitations; Robert 
Daley of Daley Williams Company, in 
charge of refreshments, and Mr. Merton 
in charge of the music and entertain- 
ment. The big event will be held at 
Convention Hall, Mechanics Building. 
Horwood’s Orchestra will furnish music 
for the dancing. An entertainment 
will be given from 8 to 9, features of 
which are the musical songsters, Pauline 
Mason, dancer; Margaret Kearns, pro- 
fessional entertainer. Dancing will take 
place from 9 to 1. 


The Souvenir Program 


Already advertising is being solicited 
for the souvenir program. This book 
consisted of 36 pages last year. It 
is the ambition of the shoe salesmen to 
bring this up to 40 pages for 1920. The 
rates are as follows: Full pages, $35; 
half pages, $20; quarter pages, $12.50. 
The outside back cover has already 
been sold to the mercharts’ associa- 
tion; $45 is the price of the inside 
front cover, and $40 for the inside back 
cover. 

The salesmen anticipate an attendance 
of approximately 200 couples. Tickets 
are 55 cents each, including war tax. 
Complimentary tickets will be given 
to all advertisers and members of the 
merchants’ association. 


Invited Guests 


General Clarence R. Edwards, mem- 
bers of the Governor’s and City Coun- 
cils, as well as other prominent officials, 
will be invited to attend. 


Educational Propaganda 


The proceeds of this affair, as bas 
been the case in previous affairs, will 
be devoted to educational propaganda 
for the benefit of the members of the 
Boston Shoe Salesmen’s Association. 
The members of this association are 
most earnest in mutual uplift work, 
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January 12-17 


) ee this week we shall have a complete 


showing of samples of Spring and Summer 


Bates Shoes for Men at our 





Boston Sales Rooms 
183 Essex Street Rooms 301 and 302 


Special representatives of our Sales Department will be in 
constant attendance. Among the styles shown will be several 
new models, of more than usual interest to the visiting mem- 


bers of the retail trade. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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in order that they may become better 
salesmen for their employers’ benefit, 
as Well as for their own individual 
advantage. 


AT THAYER-McNEIL’S 


Practically Sold Out on Hosiery 
and Buckles 


“A big Christmas business’? was the 
verdict at Thayer-McNeil Company. 
Manager C. W. Pollock reported that 
the very large business on buckles and 
hosiery had literally depleted the stocks 
of these goods. 


AT CARMAN’S 


The Big Christmas Seller Was a 
$1.25 Spat 


At Carman’s, 162 Tremont Street, 
which caters to the women’s trade 
exclusively, Manager H. L. Mahoney 
reported that the store had done a 
very fine Christmas business, way be- 
yond his expectations and larger than 
anything which had ever been accom- 
plished before in the store’s history. 
He attributed this to the fact that this 
store featured spats at $1.25 per pair 
and comfy slippers at $2.15. 

Many sales of heather and silk 
hosiery have been made, in fact Mr. 
Mahoney stated that it was hard to 
keep a supply of this merchandise. 
Buckles moved well at this store, the 
prices running from $5 to $15. 

High shoes also had moved well. 
More high shoes are being sold than 
low shoes, although more low shoes 
were sold this Fall and Winter than in 
previous years. 

Mr. Mahoney reported this store 
ahead on the number of pairs sold as 
well as in dollars. 


THE SHOE FACTORIES 


Closing 1919 with Satisfactory Bal- 
ance Sheet 


The shoe factories of New Ergland 
are sold far ahead. To summarize, the 
shoe and leather industry is closing 
1919 witb a generally satisfactory bal- 
ance sheet. Every branch of the allied 
trades has e1 joyed a financially profit- 
able year, although the production 
problem has been a serious one. 


RECORDER CHRISTMAS PARTY 


The Household Makes Merry at 
Boston Shoe Trades’ Club 


The “Boot and Shoe Recorder” fam- 
ily, headed by Charles G. Phillips, presi- 
dent of the company, including hus- 
bands, wives and sweethearts, to the 
number of 80, thoroughly enjoyed a 
Christmas party on Monday evening, 
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December 22, at the BostonShoe Trades’ 
Club. 

At six o’clock the event was officially 
ushered in by a burlesque performance 
after the old English custom, typifying 
the reign of “‘Misrule.’’ The role of king 
was played by George W. R. Hill, 
first vice-president of the “Recorder,” 
and the role of herald was played by 
Herbert F. Goodridge, make-up editor 
of the “Recorder.” The burlesque 
lasted about 45 minutes, during which 
the witty announcements and humor- 
ous incidents occasioned much mirth. 

At the close of the reign of misrule, 
the true Christmas spirit was ushered 
in and pervaded the party in earnest. 
An orchestra arrived on the scene and 
furnished music during a sumptous 
seven-course dinner, after which the 
floor was cleared for dancing. 

Among the invited guests was W. G. 
Dennison, chairman of the House 
Committee of the Boston Shoe Trades’ 
Club, who shared in the fun of the 
merry party. 


A “RECORDER”? VISITOR 


Arthur E. Barham Favorably Im- 
pressed with America 

Arthur E. Barham, representing the 

F. J. Bugg, Limited, leather factors, 

importers and consignment agents of 
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ARTHUR E. BARHAM 


Norwich, England, was a caller re- 
cently at the ‘““Boot and Shoe Recorder.” 
Mr. Barham arrived on the Mauretania 
the latter part of November and has 
made a tour of Canada, Chicago, Phila- 
delphia, Wilmington and other sections 
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of this country. He is now on ship 
headed for the other side. 

Mr. Barham expressed himself as 
being most enthusiastic over the friendly 
attitude of the Americans in the cities 
which he has visited. 

“If your Senate would only assume 
the same friendly attitude toward 
foreign trade and ratify the Peace 
Treaty, it would make for much more 
harmonious foreign trade relations,” 
said Mr. Barham. “The exchange is 
another annoying feature. 


America Greatest Country 
“T think that America is the greatest 
country on the face of the earth. I 
fear, however, that you do not realize 
your vastness and wonderful resources. 
America’s opportunities make her re- 


‘sponsibility all the greater. The whole 


world is dependent upon America. If 
I were an American, I would platform 
the fineness of the American character. 
I would bring this nobility of soul to the 
front and eliminate what we in England 
call political graft. I would favor some- 
thing in the line of an international 
financial league to rectify the unfortu- 
nate situation of the exchange. 


Financial League of Nations 

‘America has the preponderance of the 
world’s gold and this must be adjusted 
by an International Financial League of 
Nations for the balancing up of the 
world’s exchanges. * All of the world 
depends upon America. The easier the 
exchange, the better facilities business 
has for its flow. In my mind, the situa- 
tion is this: if America is not very 
careful, she will lose a tremendous 
quantity of her business with England 
and through no fault of Americans, 
individually. England today is manu- 
facturing more and more goods for 
consumption in her own and foreign 
countries.” 


ARMY SHOE SALE 


70,000 Pairs Were Offered at South 
Boston Store 


More than 70,000 pairs of shoes went 
on sale at the Army Retail Store, D 
Street, South Boston, on Tuesday 
morning, December 23, at prices rang- 
ing from $7.50 to $8.25 per pair. They 
are of the Army regulation type in a 
large variety of sizes, every pair having 
the Army certification stamp. The 
shoes are in black and tan with 
heavy soles. 


HANDLED FROM ‘BOSTON 


By Kistler, Lesh & Co.—Loescher 
Tanning Company Output 

The Loescher Tanning Company have 

recently completed arrangements 








ReSOLVYE.D 


That the tremendous increase in Buster 
Brown Sales for 1919 was due in a large 


measure to: 


The “all around” goodness of the shoes 
themselves—materials, patterns and work- 
manship included; 


The Brown Shaping Lasts over which they 
are made, insuring the correct fit for every 
growing foot; 


The impressive and extensive full page Na- 
tional magazine advertisements appear- 
ing regularly month after month, telling 
mothers and fathers what they should 
know about these really remarkable shoes 
and creating a demand for Buster Brown 
Shoes in thousands of the homes of 
boys and girls. 

The high calibre of the shoe depart- 
ments in which Buster Brown Shoes 
are sold. 


AND BE IT FURTHER RESOLVED 


That the New Year will bring 
Bigger and Better Business 
to the stores featuring 

















Buster Brown SHOES 
For Boys and For Girls 
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whereby the sale of their entire output 
of high-grade sole leathers shall be 
handled and directed by Kistler, Lesh 
& Co., 332 Summer Street, Boston, 
Mass. 

CHRISTMAS PARTY 
Standard Kid Company Celebrates 
with Vaudeville and Dance 

A Christmas party of the Standard 
Kid Mfg. Company, which was in 
the nature of a surprise and was given 
by the shipping and sorting depart- 
ments to all employes of the Standard 
Kid Mfg. Company, was held in the 
shipping room of the company on 
Wednesday afternoon, December 24, 
at 2.30. 

A vaudeville sketch, which consisted 
of talent found among the employes of 
the company, was presented. 


BOOT AND SHOE RECORDER 


A dainty collation was served and 
dancing completed the afternoon’s 
festivities. Every one in the company 
was in attendance, including S. L. 
Agoos, president, and A. H. Simons, 
treasurer. The girls gave a little sur- 
prise to the men in the guise of Christ- 
mas favors. 


WINTER BOOT SALE 


Hanan’s at 167 Tremont Street 
Offers Price Reductions 
Hanan’s at 167 Tremont Street offered 
for sale, beginning Monday morning, 
December 22, men’s and women’s 
Winter boots, consisting of many lines 
of their choicest models. There were 
exceptional price reductions. The sale 
was advertised in the daily newspapers 

and on window display cards. 


St Louis 


HOLIDAY TRADE 


- Consumers Buy Heavily of Foot- 
wear and Accessories 

Holiday shopping has interested the 
retail shoe trade during the past week 
or two and has developed that buying 
of footwear and allied items has been a 
considerable feature of the Christmas 
giving. To a greater extent than is 
remembered previously shoes have been 
given, this applying to boots, oxfords 
and pumps as well as to the evening 
slipper, which has always been a holi- 
day period purchase. In addition there 
has been heavier buying on the spat 
or boot top, ornaments, etc., while 
accessory lines carried by shoe stores, 
such as hosiery, etc., have come in for 
increased attention. Of course, house 
slippers, mules, etc., have had their 
usual inning. The buying very generally 
has been on the higher grade goods, 
there seeming to be as yet no disposition 
on the part of the public to follow the 
oft-repeated advice of the leaders of 
the thrift movement to buy more 
economically and utilize some of the 
equally, or more, serviceable merchan- 
dise rather than the extremes in material 
and style with their conceded perish- 
ability. The retail stores and depart- 
ments generally report a much heavier 
business than they expected, both in 
number and value of purchases, and 
the crowded coadition of the various 
establishments has borne out the 
statements that the public was spending 
money as if it had it. 


WHOLESALE TRADE 
Quiet Between Fall Selling and 
Departure of Salesmen 

In the wholesale district this is the 
quiet period of the year—the slack be- 


tween the Fall selling period and the 
departure of the salesmen for the road 
with the late Winter and Spring lines 
as revised for later selling, as well as 
the advance Fall numbers, which latter 
have not as yet been completely decided 
upon. The manufacturers are finding 
difficulty in lining. themselves up for 
the early Fall season, and there is not 
at present any indication that there will 
be any marked change from the lines 
of the past Fall. Most of the merchan- 
dise, material and style men have been 
scouting the country to look into the 
developments elsewhere, but relatively 
little appears to have been discovered 
that will change the style developments 
very sharply. The matter of prices is 
also puzzling the cost sheet men, and 
altogether it is expected that the 
salesmen will go out with limited new 
lines and under very specific restric- 
tions until the situation is clearer. 


BROGUE TYPE 


Popular in Low Cuts for Women 
with Woolen Hosiery 


In the current demand from the 
public the St. Louis retail shoe men are 
discerning an increase in the call for 
the brogue type of shoe, especially in 
the low cuts for women who are wearing 
them with street dress accompanied by 
heavy woolen hosiery. Both the ox- 
ford and the pump are being thus used, 
and when properly combined with the 
garment, as to color and style, etc., 
are regarded as quite the thing. As 
is usual, however, with the development 
of a new idea there are some bizarre 
combinations appearing on the streets, 
especially as relates to the costume with 
which the brogue and the heavy hosiery 
is worn. However, in most cases the 
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new idea is being properly applied. 
Retail shoe merchants report that 
while the sales on these lines have not 
been extremely heavy there is a steady 
increase in the call for both the brogue 
and its accompaniment, the heavy wool- 
en hosiery, in such stores as carry hosiery 
lines. The greater proportion of the 
demand is for Russia, with some browns, 
and the hosiery most frequently selected 
has the brown or the green tendency in 
harmony therewith. The heels are the 
straight type and one and one-half to 
one and three-quarters inches in height. 


PREPARATIONS FOR BOSTON 


Indications That a Very Large 
Delegation Will Come 

The triangular preparation for the 
journey to the convention of the 
N. S. R. A. in Boston next morth goes 
on apace, the wholesalers and manu- 
facturers working under the leadership 
of Chairman Harry Vinsonhaler and 
Secretary A. G. White, of the Vinson- 
haler and the Brown Shoe Companies, 
respectively. The State retail shoe 
merchants are being aroused to the 
trip by President J. J. Sensenbrenner 
and Secretary William Graham, both 
of St. Louis, while President Arthur 
E. Ebbs and Secretary Charles E. 
Williams of the Associated Retailers 
of St. Louis are looking after the mem- 
bers of the latter body. The reserva- 
tions being made and the inquiries 
coming in from all three directions are 
such as to indicate very clearly that 
the representation of St. Louis and 
Missouri at the convention will be very 
large. The plan for a special train 
to leave here January 9 is beir g pushed, 
and with the coal strike out of the way 
there is 10 expectation of anything to 
prevent train capacity being the order 
of the day on January 9. 


ARMY SHOE STORES 


Additional Lots of About 2,000,000 
Pairs on Sale 


Announcement was received last 
week by the Army retail stores that 
additional lots of Army shoes will be 
put on sale at once, about 2,000,000 
pairs having been declared surplus. 
The shoes, according to the advices 
received here, will be the chocolate 
colored marching shoe, which will sell 
at $8.25 per pair; a heavy metallic 
fastened shoe which will sell at $7.50 
per pair, and a welt shoe aiso to sell at 
$7.50 per pair. The shoes, all made on 
the Munson last, run from 5 to 15 in 
size and A to EE in width. The St. 
Louis Army store has been out of shoes 
for some time, but the department will 
be reopened with the receipt of the 
goods allotted. 
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Announcement 


HROUGH the offices of the National Shoe Retailers’ 

T Association of America an invitation has been ex- 

tended to the Retail Shoe Salesmen’s Institute to take 

part in the proceedings of the Annual Convention to be held 
in Boston, January 12 to 15, 1920. 


The Institute has a message of unusual interest and im- 
portance to the retail shoe dealer. A complete announce- 
ment will be made concerning the plan and scope of the 
Training Course for Retail Shoe Salesmen that is to be 
offered to the shoe salesmen of the United States, starting 


February 1, 1920. 


It will be a pleasure to meet you personally at the Convention 


and to explain fully the important work that is being offered. 











Retail Shoe Salesmen’s Institute 
ARTHUR L. EVANS, Presipent 


727 Atlantic Avenue Boston, Mass. 
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HOME AND HOUSING 


Association of Chamber of Com- 
merce Completes Its Organization 


The St. Louis Home and Housing 
Association, organized by the St.Louis 
Chamber of Commerce to build and 
sell moderate priced homes in indus- 
trial districts to meet the demand of 
workers in the various plants, has com- 
pleted its organization and the Board 
of Trustees is proceeding with the 
preparations to begin construction. The 
president of the association is Jackson 
Johnson, chairman of the board of the 
International Shoe Company. The 
plans of the association contemplate at 
least 1,000 new homes within a year 
and 10,000 within five years. A manager 
is to be selected to have charge of the 
details and President Johnson is select- 
ing committees to take charge of 
locating, designing and awarding con- 
tracts. The houses are to be sold on 
easy terms to industrial workers. 


CHRISTMAS CELEBRATION 


Held December 23 by the Advertis- 
ing Club 


The Advertising Club of St. Louis 
had its Christmas celebration Tuesday, 
December 23, in the ballroom of the 
Hotel Statler, the wives of members 
and the Women’s Advertising Club 
being guests of the occasion. Special 
entertainment was provided, including 
Dr. Lynn Harold Hough as speaker, 
Marie Dressler, the actress, and Santa 
Claus himself. Gifts were provided for 
all in attendance and the ballroom of 
the hotel was required for the affair, 
the number present being so large. 
All the advertising men of the shoe 
houses of the city are members of the 
organization and active in its affairs. 


LOCAL BRIEFLETS 


Regarding St. Louis Men and 
Trade Events 


D. E. Woods, of the International 
Shoe Company, recently purchased a 
new home in the western part of the 
city, to which he will remove in a short 
time. 

George A. Bull, vice-president and 
merchandise man for the Brown Shoe 
Company, Inc., who has been on a 
tour of the Eastern cities with the pur- 
pose of getting new ideas for the forth- 
coming lines of the Brown Shoe Com- 
pany, Inc., has returned to St. Louis 
and, while having picked up some new 
thoughts, says that the changes to come 
are not likely to be particularly revolu- 
tionary. His trip, among other things, 
confirmed him in his previously ex- 
pressed view that the French last was 
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not here to stay and that the public, 
any more than the manufacturer and 
retailer, would not take to it in any 
volume. 

H. P. Conwell, city salesman for the 
Vinsonhaler Shoe Company, and G. E. 
Morgan, advertising man for the same 
house, have recently suffered bereave- 
ments, the former losing his father and 
the latter his mother. Both were absent 
from the city several days in attendance 
upon the funerals. 


FISCAL YEARS 
Annual Statements of Shoe Manu- 
facturers Show Big Profit 
The close of fiscal years and the con- 
sequent publicity given to the financial 
status of shoe houses of St. Louis, 
especially the manufacturing concerns, 
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has had a marked effect on the stock 
markets in which the securities of the 
St. Louis houses are handled. Three 
houses in particular have shown decided 
gains, especially in their common stock, 
viz: The International Shoe Company, 
the Hamilton-Brown Shoe Company 
and the Brown Shoe Company. In the 
first named the advance was to the 
vicinity of $140 per share, while Hamil- 
ton-Brown stock is held close to $250 
per share, there having been no increase 
in the stock issue since the days of the 
founder of the house. The Brown Shoe 
Company’s stock is around the par 
mark, which is higher by $35 than 
quotations which prevailed a year ago. 
All the companies showed very hand- 
some profits and surpluses in their an- 
nual statements. 


Lynchburg Va. 


RETAIL SHOE TRADE 


Unusually Good Until Fuei Restric- 
tions Went Into Effect 


Local retail shoe merchants report a 
sudden and big falling off in trade as 
result of the heating and lighting re- 
strictions imposed because of the coal 
shortage. They are hoping, however, 
that the fuel situation will soon improve 
to the extent of permitting the resump- 
tion of normal hours. Trade had been 
unusually good until the restrictions 
were placed in effect, the business up to 
that time this month having been far 
in excess of that for the same period 
last year. 


SHOE MANUFACTURERS 


Report: an Increase in Produc- 
tion 

Local shoe manufacturing plants 

have not been affected by the fuel 


restrictions, they being operated by 
hydro-electric power. Manufacturers 
report a recent increase in production 
which is greatly welcomed, but the out- 
put now is being sold virtually as 
rapidly as it is being turned out, and 
business is the best ever experienced. 
Although merchants are buying in 
smaller quantities than had been their 
custom before the abnormal situation in 
the shoe industry developed, the de- 
mand continues good and orders are 
pouring into the local plants. There are 
still no signs of cheaper shoes, manu- 
facturers state, leather prices remaining 
high and continuing to climb. 


Payments Are Good 


Payments are reported good, indica- 
tions being that there is still plenty of 
money in the country and retail mer- 
chants are finding no trouble in meeting 
their bills as they fall due. 


New Orleans 


ASSOCIATION NEWS 


Retail Shoe Man to Be Appointed 
on Fair-Price Committee 
Through the efforts of President 
I. R. Jacobs of the New Orleans Shoe 
Retailers’ Association, a local shoe man 
is slated for membership on the Fair- 
Price Committee which is soon to be 
named in Louisiana. President Jacobs 
conferred with U. S. District Attorney 
Henry Mooney, with the result that 
Mr. Mooney has promised membership 
on the committee to the shoe trade. 
This was revealed at the regular 


monthly meeting of the local association 
held Wednesday, December 17, at 
Holmes Hall. Besides taking up the 
question of the Fair-Price Committee 
President Jacobs urged members of the 
organization to co-operate with the 
Government in the Lever Act. He also . 
urged that local shoe men generally 
should be able to give the Government 
figures concerning their business during 
the past eight months. 


Delegates to Boston 
The local association has affiliated 
with the National Association and has 
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The Presentation of 
Cosy Toes Feltwear 


1920 style creations in Feltwear will be pre- 
sented to the trade at the following conventions: 


National Convention, Boston, Jan. 12-15 


,Chicago Convention, January 5-10 


Texas Retail Asso. Convention, Dallas, Tex., February 2 


Rochester Style Show, Jan. 5-10 
International Buyers’ Fair, Lyons, France, March 1-15 


The complete line of 1920 samples may be viewed at these 

Conventions. Unusual interest shall attach to our exhibit. 

The bold innovations in novelty styles will bring forth wide 
comment among the trade. 


Those who shall not be fortunate 
enough to attend any of the 
above conventions may have the 
opportunity of studying the com- 
plete line of CosyToes Feltwear 
when our representatives call. 


STANDARD FELT COMPANY 


(Fortified with 54 years’ manufacturing experience) 


West Alhambra, California 


New York Chicago San Francisco 
115 E. 23rd St. 423 Wells St. 417 Market St. 
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named President Jacobs, Vice-Presi- 
dent George W. Hogan and Phil Schiro 
as delegates to the Boston convention 
next month. Besides the duly accredited 
delegates, at least 15 local shoe men are 
going to attend the big meeting at 
Boston, among them being Robert 
Gallegly of D. H. Holmes Company, 
Rene Robert of Leon Godchaux Com- 
pany, Earl Jacobs of the Walk-Over 
store, Sol Stern of Maison Blanche, 
and a number of others. The local 
delegation will put up at the Copley- 
Plaza. 


Co-operation with Harvard 


The association also urged that mem- 
bers co-operate with the Harvard 
Bureau of Business Research. Ralph 
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Levvy of the Pokorny chain of stores 
read correspondence from the Bureau 
asking the merchants in New Orleans 
to co-operate with them. The follow- 
ing New Orleans merchants signified 
their willingness to co-operate: Leon 
Godchaux Company, D. H. Holmes 
Company, Mark Isaacs Company, 


_ A. P. Schiro, Inc., Tulane Shoe Shop, 


A. Papa, Lep Weil, Cahn and Wachen- 
heim, Walk-Over store. 


Next Meeting Scheduled 


The next meeting of the Association 
will take place on the third Wednesday 
of February, when the local delegates 
to the Boston convention can give the 
stay-at-home crowd an insight of the 
big gathering. 


Louisville 


STEADY GAINS 


Reported by Large Department and 
Shoe Specialty Houses 


A number of the large department 
stores as well as big shoe specialty 
houses report steady gains as compared 
with last year, as the public started 
buying on December 1, instead of 
waiting until the week before Christ- 
mas. There was a considerable shortage 
of clerks, and this madeit hard to handle 
the crowds with dispatch. 


ONE-WAY TRAFFIC 


A Subject of Discussion by the 
Various Interests 


A recent movement of the Kiwanis 
‘Club of Louisville for one-way traffic 
on Fourth Avenue, the leading retail 
street, has brought up a rumpus among 
the various business and civic organiza- 
tions. The Kiwanis Club has endeavored 
to get the City Council to force through 
one-way traffic, but the Optimists’ 
Club, Advertising Club and various 
other organizations, which contain 
stronger retail interests are making a 
fight against any such movement. The 
Kiwanis backers would send all traffic 
north on Fourth and south on Fifth. 
Fifth Street is not a retail street, and 
contains many old boarding houses and 
shacks. Such a regulation would greatly 
increase Fifth Avenue values and reduce 
Fourth Avenue values. - This would 
hurt merchants who have long leases 
on valuable stores. It is claimed that 
there is no need for any such action. 
If the traffic laws are enforced and 
made a little stronger, to prevént long- 
time parking on Fourth Street, the city 
will be in good shape. Automobile 


parking on Fourth Street has been 
responsible for the only congestion, 
and that can be remedied. The Adver- 
tising Club, which is composed of ad- 
vertising men from the leading stores, 
is very much opposed to any such plan, 
as are most of the business organiza- 
tions. 


DELCO OUTFIT 


Considered by Retail Shoe Concerns 
to Overcome Coal Shortage 


During the coal shortage several 
retail concerns installed gasoline engines 
and generator outfits for making lights 
and ran full hours. Byck Brothers have 
been considering such a system and 
Besten & Langen, Inc., have arranged 
to install a Delco outfit. The under- 
writers have refused to allow retail 
merchants to use gasoline, acetylene, 
etc., in ordinary lamps. However, 
many small stores used coal oil, candles, 
etc. 


**Cosy Toes’? Production 


To Protect Trade Merchandise Will 
Be Allotted by Manufacturers 


In a recent interview with L. A. 
Wolff, sales manager of the slipper de- 
partment of the Standard Felt Com- 
pany, West Alhambra, Cal., he states: 
“In all the years our factory has been 
operating we have never experienced 
such a difficulty in securing labor. We 
feel, however, that 1920 will fare better 
with us. But as a protection to the 
trade we shall allot our merchandise. 
We have gauged our minimum pro- 
duction for 1920 and shall accept 
orders only to this conservative 
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mark so that deliveries will’ be a 
certainty. 

“We spared no expense in making 
1919 deliveries. The trade was pro- 
tected in every way possible under the 
conditions. We have commenced cut- 
ting of stock sixty days earlier as an 
added protection for 1920 business, and 
in view of the fact that we have allotted 
merchandise based on a conservative 
production, we shall be in a position to 
make 100 per cent deliveries. As was 
our policy last year, we shall guarantee 
against any lower prices we may quote 
before shipment of merchandise for the 
1920 season. We believe it improbable 
that prices will decline on any kind of 
felt merchandise, no matter from whom 
purchased. Labor conditions will not 
permit it.” 


Annual Election 


Of Indiana Shoe Travelers—Presi- 
dent, James B. Meek 


The regular annual election of the 
association was held at the Indianapolis 
Chamber of Commerce, December 13. 
The entire Red Ticket was elected. 
The following are the new officers of the 
association for the ensuing year: 

President, James B. Meek; first vice- 
president, Wilbur Newburg; second 
vice-president, Homer Beals, Nobles- 
ville; secretary-treasurer, C. I. Slipher; 
board of directors, Charles Wilson, 
Harry J. Fitts, H. L. Poyneer, Leon 
Mazur and Harry Thomas. 


Delegates to Cincinnati 


The following delegates and alter- 
nates were selected as delegates to the 
National Convention to be held at 
Cincinnati on January 6 and 7. 

Delegates: Ed. Maurer, Sam Juneau, 
F. E. Hart, H. L. Poyneer, H. O. War- 
ren, Homer Beals, James B. Meek, 
W. H. Holland, R. B. Kirby, Harry 
Springgate, C. I. Slipher. Alternates: 
W. F. Crooke, W. J. Newburg, J. A. 
Warrender, Sol Kann, Ft. Wayne; 
C. S. Strayer, St. Louis; W. H. Brock- 
way, Al Stevenson, Dale Stout, Harry 
Dunn, W. L. Hart, Anderson; C. H. 
Gear, Marion; Marsh Lowe, Greens- 
burg. 

The secretary-treasurer’s report for 
the year shows a membership in good 
standing of 110. A gain of 47 new mem- 
bers has been made this year. 


Never bear more than one kind of 
trouble at a time. Some people bear 
three—all they have now, all they ever 
had, and all they expect to have.— 
The Masterbilt Enthusiast. 











Do Your Part To 
Make It Prosperous 


You can assure yourself and your business a year 
of unexampled prosperity by simply heeding the 
most simple and rudimentary of all the business 


" 


ARCH PROPS 


While Arrowsmith Arch Props are arch supports, arch sup- 
ports are not necessarily arch props. Arch Propsisa particu- 
lar name given toa special arch support, invented and manu- 
factured by James W. Arrowsmith. It betokens an arch sup- 
port of the highest order of orthopedic and scientific excel- 
lence—a support adapted to replace the tired muscles and 
stretched ligaments and to uphold the arch of the foot while 
those muscles and ligaments revive their strength and tone— 
a support that has been worn by many thousands of people 
be the best possible results and that has stood the acid test 
of time. 
The very name of ‘“‘Arrowsmith’’ on any foot apparatus or 
device is a guarantee of its scientific perfection of design, care 
of workmanship and quality of material. This has been so 
for many, many years and will, we trust, always remain so. 
“Everybody knows Arrowsmith’’ is one of our business 
slogans. Not only does all the shoe trade know Arrowsmith, 
but it knows the Arrowsmith line to be the standard of quality 
and scientific excellence. The store that handles the f owt 
smith Line is always the store of dependability. 

HOW ABOUT YOUR STOCK? 
Is your Arrowsmith stock getting low? Does it need replenish- 
ing? Then, a fine way to begin the New Year is by mailing 
an order direct or asking us to have our salesman in your 
vicinity call on you. Begin it that way and next year will be 
a “‘different’’ year for you. 


principles—providing your customers with 
what they want and need. Not just what 
they may think they want, or what: they 
may ask for, but what you know they need. 


For instance, if a customer complains of tired, 
hurting feet and asks for extra sized shoes be- 
cause of that discomfort, instead of selling such 
shoes, which the customer will never be pleased 
with, suggest another and more scientific method 
of gaining relief. Determine which of the several 
forms of Arrowsmith Arch Props or Supports is 
best suited to the needs of the foot in question 
and fit this to the foot. Then, sell the size of 
shoe the foot naturally requires. You will have 
made two sales instead of one, and your customer 
will go away convinced that your store is the one 
oo to tradeinfuture. He or she will tell others, 

ecause people love to talk about their relief 
from any misery, and so your patronage will grow 
at a rate that will assure prosperity — not only 
for 1920 but for all the years to follow. 


THE ARROWSMITH 
MFG. CO. 


New Jersey, U.S.A. 


Toronto, Canada 


Morristown 
Chicago 
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FABRICS OF 
FASHION 


WYCLO 
LUSTRO 
SHADOW | 
WOVENBUCK — 


rs 


HE time-tested stability of the Gitterman organization means much to 
the retail merchant. 
It means that Gitterman products have for over half a century proved them- 
selves dependable through actual performance. 
When the manufacturer specifies Gitterman’s Wyclo, Lustro, Shadow or 


Wovenbuck in his footwear, the merchant may well look to this record of 
Gitterman past performance for his insurance of dependability. 


These cloths as well as our regular corkscrew weaves will be at the Conven- 
tion of the National Shoe Retailers’ Association in Boston, Booth 412, 


January 12, 13, 14 and 15. 


HENRY Sj & CO. 


NEW YORK BOSTON ST. LOUIS ROCHESTER 


























ArAaINOUN 


SIDE LEATHER 








PARAMOUNT PATENT LEATHER 


For Twenty-Five Years 
The Superlative Patent Leather 




















PARAMOUNT SIDE LEATHER 


In Black and Colors 
Smooth - Boarded - Buck 








Thayer-Foss Company 


Boston, Mass. 
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Here Are a Few Styles 


and there will be many more at our exhibit at the 


Chicago National Shoe Exposition 
Palmer House January 5-10 





You are invited to visit us at Room 606. We will display samples of 
every shoe in our stock of high grade boots and pumps. They are in choice 
leathers and selected from the stock of America’s best shoemakers. 

As a specialty house, selling only the best in fashionable shoes for 
women, we can give you a choice selection of superior footwear. 


Every Shoe In Stock Ready for Immediate Delivery 


Mid West Shoe Company 


616 First'Avenue North Minneapolis, Minn. 
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Meet Us at the National 
Convention 


WE are looking forward with the keenest 


anticipation to the week of your Con- 
vention in Boston. 


It will be a pleasure to be there again, re- 
newing old acquaintances and meeting the 


new members. 


We have reserved Booth No. 41. Don’t fail 


to look us up. The booth will be made in- 
viting and comfortable for your convenience, and we know 
you will want to see the additions and changes in both 
our heavy and light lines for 1920. 


In addition to the new numbers a complete 


line of Goodrich “‘Hi-Press” and “Straight 
Line”? Rubber Footwear will be on exhibit in the booth. 
Come in anytime, we want you to feel free to discuss your 
rubber footwear problems with us during convention week. 


The B. F. Goodrich Rubber Co. 
The City of Goodrich Akron, Ohio 
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Where there can 
be no compromise 


There can be no question as 
to the importance of using 
the best box toe obtainable. 


The style and the durability 
of the shoe depend upon it. 





Heat, perspiration from the 
foot and dampness must be 
carefully guarded against if 
100% satisfaction is guaran- 
teed with your shoes. There 
can be but one answer. In- 


sist upon your manufacturer secataiiliats ait da 
using the Patented January 12, 1915 


VULCO-UNIT 
BOX TOE 

















BECKWITH BOX TOE CO. 
108 LINCOLN ST. BOSTON, MASS. 


Agents 


G. W. KIBBY & CO. GEO. A. SPRINGMEIER 
CHICAGO, ILL. ST. LOUIS, MO. CINCINNATI, OHIO 
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HE Regal Shoe Company 
will be glad to welcome to 
Boston all those who are com- 


ing on to attend the N.S.R.A. 
~ Convention, January 12-15. 


Regal Shoe Company 
BOSTON, MASS. . 


Regal Booth is No. 101 
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Of unusual quality Russia Calf—a 
scarce but necessary leather to express 
these Regal Craft shoes. This is one 
of the most exclusive and smartest of 
the much wanted Regal Wing Tip styles. 
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ON EXHIBITION AT THE 
NATIONAL SHOE RETAILERS’ 
CONVENTION 
SPACE NO. 3 and 4 


WELT PUMPS 


IN STOCK 


Early Delivery Widths AAA-C 














EXPOSITION, PALMER HOUSE 
JAN. 5TH TO 10TH. ROOM 620 





; 
EXHIBITORS AT CHICAGO 
| 


I} UPHAM BROS. SHOE CO. 


stoughton, , Mass. 





Dec. 27, 1919 


BOOT AND SHOE RECORDER 


Philadelphia 


GOOD CHRISTMAS TRADE 


Heavy Snow at ‘Psychological Mo- 


ment”’ Acts as Sales Stimulant 


A near-blizzard, which was not 
sufficiently paralyzing to check the 
ardor of Christmas shoppers, but which 
lent great emphasis to the necessity of 
resistant footwear, boosted sales to a 
high peak in this city the week preceding 
Christmas. 

Merchants in all lines concur that 
there never has been such a demand for 
merchandise on the part of the buying 
public as there has been this season, 
though a closer analysis shows this de- 
mand to have worked out along un- 
usual lines, and this applies to shoes as 
well as other merchandise. 

To say that the Philadelphia public 
has been buying freely, yet econom- 
ically, sums up the situation. Pur- 
chases have been heavy, in view of high 
prices, but the trend has been toward 
merchandise of quality and economy. 
Shoe men, on the whole, found their 
customers passing up both the very low- 
priced lines and the very high-piced 
lines for models in the middle section of 
the present-day price range. This is 
not to be interpreted as meaning that 
sales were bad at either end of the 
range. As a matter of fact they were 
very good, as is indicated by the fact 
that heavy business was reported from 
stores which specialize at the higher 
end of the range aad those which 
specialize at the lower end of the range. 
It simply means that those merchants 
who handle the entire range noted a 
greater advance in sales on medium- 
priced models than in the very expen- 
sive and the very inexpensive lines. 


DEMAND FOR SPATS 


Silk Stockings and Buckles Also Sell 
in Heavy Volume 


As the Winter wears on Philadelphia 
women are turning in increasing nume- 
ber tospats. In these goods, too, there 
was a heavy increase of sales in the 
period of bad weather immediately pre- 
ceding Christmas, with shades of gray 
easily leading. 

All of the center-city stores, virtu- 
ally, derived big additions to their sales 
from the special efforts they devoted to 
their accessory departments. Silk 
stockings sold in unusual volume de- 
spite high prices, and the volume in 
buckles, even at the very high prices 
asked for many varieties, was little 
short of phenomenal. 


It was the Christmas season impulse 
which affected sales in this kind of mer- 
chandise, but the weather very kindly 
added to the merchants’ volume of 
business with a heavy stimulation of 
sales in rubbers, boots and arctics. 


“PULLING”? COPY 


Dalsimer Advertisements Make 


Sales Before Customers Enter Store 


Dalsimer’s concentrated some heavy 
advertising, with very good results, on 
their gift goods. They published a list 
of eleven articles of ‘‘foot comforts for 
every member of the family;’’ mocca- 
sins, “‘comy slippers,’’ puss-in-boots 
styles, juliets, carriage boots, combina- 
tion sets for babies, draught-proof 
Faust slippers, etc. Virtually every- 
thing listed in the advertisement was 
illustrated and described in detail with 
all of the particular advantages for 
which the various lines were designed. 

The advantage of this type of adver- 
tisement. is that it saves much time 
otherwise spent in explanation by the 
clerks and enables the store to present 
more lines for the consideration of the 
customer, with due emphasis on the 
special features of each than could 
possibly be done in the heavy rush of 
Christmas buying in the store itself. 


FEATURE GIFT GOODS 


Hallahan and Kenny Concentrate 
Big Space on Them 


Hallahan’s followed much the same 
principle in very big copy, with the ex- 
ception that they illustrated more 
models and did not index them to the 
text. Kinney’s also concentrated some 
exceptionally heavy advertising on the 
listing of gift goods, featuring more than 
two-score items specifically and with 
description details, in page length, two- 
column copy bearing six illustrations of 
merchandise. 


EXPLANATORY APPEAL 


Geuting Runs Timely Discussion of 
Split Welts and Waterproof Lines 


Claflin featured with price emphasis 
a line of $14.50 bluchers for men, and 
Geuting came forward with copy con- 
centrated on an $11.50 waterproof shoe, 
with which he associated a discussion of 
waterproof lines in general, up to $19, 
and an explanation of the “Split Welt 
—A War Proven Idea,” and wound up 
with attention on a clean-up of war- 
built shoes at $8.75. 
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Death of Robert A. Mc- 
Connell 


Well-Known Retail Shoe Merchant 
of Frankfort, Indiana 


Robert A. McConnell, well-known 
retail shoe merchant at 56 West Side 
Square, Frankfort, Indiana, died on 
November 19 at the home of his family, 
300 South Jackson Street. 

His death was due to chronic kidney 
trouble. Mr. McConnell was born at 
Belfast, Ireland, June 3, 1849, and came 
to this country when seven years of age. 
He attended Indiana University and 
began business activity at Aurora, 
Indiana, where he was bank clerk, 
salesman and later proprietor of a gen- 
eral store and an expert on fire insur- 
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R. A. McCONNELL 


ance. In 1894, Mr. McConnell started 
the shoe store which now bears his name. 

From its inception, the business he 
established has kept an even stride with 
the progress of the city and county. 
For a great many years he was affiliated 
with the Indiana Retail Shoe Dealers’ 
Association. He was also a member of 
the National Shoe Retailers’ Associa- 
tion. 

Mr. McConnell’s wife, his two daugh- 
ters, Miss Laura McConnell of Frank- 
fort, and Mrs. Mabel Rynne of Los 
Angeles, survive him. 

Mr. McConnell was highly esteemed 
in his community. He was a Knight 
Templar and as a citizen measured up 
to all requirements. He was one of the 
men instrumental in making it possible 

(Continued on page 203) 
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536— Bal. Price $10.00. Widths 0-1-2-3-4 
537 — Oxford. Price $9.00. Widths 3-4 only 


Both are made up of Scotch Grain with 13 iron Single Sole. 


These numbers are the best sellers of the season. We have them in stock 
and can serve you quickly. Order now. 


Sample pairs sent P. P. No charge — Send for Catalogue. 
Prices subject to change without notice. 


CHARLES A. EATON COMPANY 


“ The Sterling Shoemakers of New England” 


BROCKTON, MASS. 
BOSTON, DETROIT, ATLANTA, NEW YORK 
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LOS ANGELES TRAVELERS 


First Annuai Meeting Held at Club- 
rooms 


The first annual meeting of the Shoe 
Travelers’ Club of Los Angeles was held 
in the Clubrooms in the Angelus Hotel 
on Wednesday evening, December 3, 
just one year after the formation of the 
club. 

On December 3, 1918, at a dinner held 
at the Brentwood Country Club, fol- 
lowing a Shoe Travelers’ Golf Tourna- 
ment, it was decided to form the Shoe 
Travelers’ Club of Los Angeles. Officers 
were elected at a subsequent meeting, 
and the work of organization has gone 
rapidly forward since that date. All 
traveling salesmen representing manu- 
facturers and jobbers of shoes are eligible 
for membership, and at the present time 
there are seventy-five (75) paid-up 
members. Publicity Manager C. Frank 
Lee writes: ‘‘We have done well in the 
past year, but are determined to do 
better during 1920; plans have been 
perfected to double the membership 
during the coming year.” 


Minutes of Meeting 


The minutes of the first annual meet- 
ing follow: Meeting called to order by 
president at 8.30 p.m. Minutes of the 
previous meeting were read by the 
secretary-treasurer and approved. Fi- 
nancial report was read by the secre- 
tary-treasurer and approved. Motion 
made and carried that the secretary- 
treasurer be authorized to pay all out- 
standing bills. 

Committee of three, composed of J. A 
Henjum, C. E. Cook and R. H. Wall, 
appointed at the previous meeting to 
draft by-laws and constitution for the 
club, were called on for a report and 
read the draft that they had prepared. 
Report of the committee was approved 
and by-laws and constitution as pre- 
sented were adopted. Motion was 
made and carried that the board of 
directors be given authority to revise 
the by-laws and constitution where 
necessary and report changes back to 
the club at the next meeting. 


Traveling, Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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Moved and seconded that a ‘‘Pub- 
licity Man” be appointed to serve for 
one year. Motion carried and C. 
Frank Lee appointed. 


Election of Officers 


Election of officers for 1920 next 
business taken up. 

Motion made and seconded that the 
present officers, J. A. Henjum, presi- 
dent; Chas. F. Smith, vice-president, 
and Chas. E. Cook, secretary-treasurer, 
be retained to serve during the coming 
year. After discussion motion carried 
unanimously. 

The following men were elected to 
serve on the board of directors for the 
year 1920: Chas. McWilliams, E. E. 
Nelson, Fred Yeaton, Chas. H. Smith, 
C. Frank Lee. 


Delegates to Cincinnati 


Delegates to attend the Convention 
of the National Shoe Travelers’ Associa- 
tion at Cincinnati, Ohio, January 5, 6 
and 7, were elected. 

Moved, seconded and carried that 
the dues of the club be raised from 
$5.00 to $6.00 per annum, the additional 
dollar to be set aside as a “‘Death Bene- 
fit Fund.”’ From this fund the sum of 
$100.00 will be paid to the family of a 
member deceased. 


Resolutions Against Reds 


The following resolution was pre- 
sented by C. Frank Lee and unani- 
mously adopted: 

‘*‘Whereas, within the last month, dis- 
charged soldiers, members of the Ameri- 
can Legion, in peaceful, patriotic 
parade, have been murdered in cold 
blood from ambush by I. W. W.’s, and 

‘‘Whereas, it has recently been demon- 
strated that the I. W. W.’s and other 
‘Reds’ have planned a campaign against 
the Government of the United States, 
be it hereby 

‘* Resolved, that we, the Shoe Travelers’ 
Club of Los Angeles, affiliated with the 
National Shoe Travelers’ Association, 
being citizens of the United States and 
residents of Southern California, put 
ourselves on record as being heartily in 


favor of the activities-of the American 
Legion and constituted authorities of 
the United States in upholding the laws 
of the United States and ridding our 
country of the I. W. W.’s and other 
‘Reds.’ And be it further 

‘Resolved, that a copy of these reso- 
lutions be forwarded to the mayor of 
the City of Los Angeles, the Los 
Angeles Post of the American Legion 
and the secretary of the National Shoe 
Travelers’ Association.” 

Motion made and carried that a vote 
of thanks be extended to the manage- 
ment of the Angelus Hotel for past 
courtesies shown to the club. 

Upon motion the meeting adjourned 
at 11 p. m. 


A. SILVER DAY 


Death of Well-Known Menzies Shoe 
Company Salesman 


Oa Sunday, December 14, A. Silver 
Day, for fourteen years a salesman for 
the Menzies Shoe Company, passed 
away at his home in Salem, Ohio. Mr. 
Day had covered parts of Pennsylvania 
and New York during the latter part of 
his life and was one of the best known 
salesmen in the territory. 

A few months ago he was asked by 
the Menzies Shoe Company to give 
them a brief history of his life, and sub- 
mitted the following paragraphs, which 
give one a clearer insight into A. Silver 
Day’s life than anything that might be 
written at this time. 


An Autobiography 


“T spent all my boyhood days on the 
farm doing all kinds of farm work, almost 
from childhood, my father being dis- 


. ‘abled since the Civil War. I constantly 


dreamed of merchandising. 

“‘After my father died, I had to quit 
free school and go to work, but went to 
night school at Charleston, W. Va. 
When I was fourteen years old, I took a 
vacation (school) job working on a coal 
tipple on the Ohio River at Pomeroy, 
Ohio, at $1.50 a day, hooking the empty 
coal car to be pulled up by the drum, 
and the loaded car coming down; if I 
failed to hook it in time, I had to grasp 














THE WEARERS OF » Shoes 
(7) AREsGI-AD 


LOBOO SIRO R-G AME 





The impulse born of satisfaction is 

to tell friends of one’s good fortune 

in having found a shoe that fits so 

fine, looks so good, wears so well. 

All made possible by original and 

exclusive features in “Glove-Grip” 

shank construction. The “Glove- 

Grip” line in your store will avoid 

troubles in buying and simplify sell- i 4 TO 

ing so you can turn stock quickly Reese _ AR ico Mts BS 
and take pee often. s Eleven | | me: Mescghaicee 
styles in stock for men and five for i ae _ Same Shoe, Tobasco 
women. Send for catalogue. Hed a {am 


M. N. Arnold Shoe. Ba No. alae Mass. s 








Prices—No. 467—$9.85 No. 468—$10.70 
See our display, Booth 142, N.S. R. A. Convention, Boston, January 12, 13, 14, 15, 1920 
Boston Office Room 801-802 10 High St. 
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the hook and run up this incline to the 
top, and should I have dropped the 
hook, it would have been all off with 
me, and I wouldn’t have been here to 
sell shoes or anything else, as I would 
have fallen down about 50 feet off this 
incline. In those days a boy would 
take all kinds of chances for $1.50 a 
day. 
A Job at “‘Clerking” 


“When about twenty, I went to 
Kansas City and tried to get a job clerk- 
ing, but having had no experience was 
unable to get a permanent position. 
With ten cents in my pocket I walked 
across Missouri River bridge and later 
across the State by the same name. I 
chopped Jack Oak in Missouri, dug 
coal in Iowa and paid my own feed, 
landed on a farmin Northern Iowa and 
went home with more money than I 
had when I left the year before; I 
begged an old friend to let me clerk in 
his store. He offered me 80c per day, 
which I quickly and gladly accepted. 
I worked one year at 80c and the next 
for $1.00. After an illness of six months, 
I went to work on the railroad flagging 
for a sect‘on gang. I later tamped 
tires on the railroad. 


Back to Clerking 


“‘Answered advertisement in Cleve- 
land paper for clerk of some experience. 
Hired to department store, Conneaut, 
Ohio. Worked six years. Had _ best 
job in store at $15.00 per week, highest 
salary paid in store, next being $12.00. 
I began this job, no price named, drew 
$8.00 per week and was happy. 


Retail Shoe Merchant 


“Saved $500.00 while in this job, 
borrowed $500.00 from my mother and 
started in the retail shoe business. Did 
$7,000 worth of business the first year 
and $26,000 the thirteenth year, then 
sold out. In the meantime, I had been 
traveling on the road nine years of this 
time. 

“I was traveling for a jobber in 
Buffalo when the Menzies Shoe Com- 
pany hired me, over fourteen years ago, 
to cover some territory in Pennsylvania. 


Reminiscences 


“At the clothing store where I for- 
merly worked they had no elevator and 
we had to carry most of the goods for 
the jobbing department on our backs 
from the street level to the second floor. 
I worked at the store from 6 a.m. to 


10 p.m. and Sunday morning until 1 ° 


and 2 a. m. in the retail department, as 
they kept the saloons open until 12 
midnight, then they would come in to 
buy their clothes, after saloons closed. 

“Today despite all my hard work I 


have the stomach of an ostrich, strength 
of an elephant, and good for twenty-nine 
more years of traveling. 


Society Affiliations 


**At one time I took an active part in 
K. of P., and on August 21, 1895, was 
elected Captain and Quartermaster 
Uniform Rank, K. of P., 2d W. Va. 
Regiment; May 20, 1896, I was elected 
Major; October, 1896, elected Lieu- 
tenant-Colonel, February 12, 1901, 
elected Colonel. 

“TI resigned in the year 1902 at the 
death of my mother, to return to Ohio, 
at Belpre, to live at my sister’s, and 
spend periods between seasons here 
and at Pittsburgh, Pa., at my brother’s. 

“T am a charter member of U. C. T. 
Council, No. 21, at Charleston, W. Va., 
certificate No. 1192 (not many of them 
at that time), Past Counselor of this 
lodge, 32d degree Mason, Knight 
Templar, Shriner, and Knight of 
Pythias; also a member of National 
Shoe Travelers’ Association, joined at 
Columbus, Ohio. 

“The offices I held in the Uniform 
Rank K. of P. was a record, as those 
commissions usually run four years 
each, but the vacancies happened to be 
created just at those times, and I was 
promoted right along.” 


FOR CINCINNATI 


R. A. T. S. S. Appoint Delegates to 
Convention 


At the weekly meeting of the Roches- 
ter Association of Traveling Shoe 
Salesmen, held at the Powers Hotel, on 
Tuesday, December 16, delegates and 
alternates were selected to attend the 
annual convention of the National 
Association. The following members 
were selected as delegates: Ed Evarts, 
W. D. Carhart, Clayton Hultgren, 
E. H. Ryan, T. F. Brophy, J. A. Mc- 
Court, William Byrne, Ray McCarthy, 
M. P. Marsden. Alternates, Frank 
Gilbert, E. P. Bourquin, John Tutthill, 
Bob Heilbrunn, Fred Mock, William 
Moylan, H. H. Roosa, G. F. Stevens, 
Charlie McCarthy, Charles Shaver. 


SIX NEW EXHIBITORS 


For Rochester Style Show, January 
5-10 


Final details of the Rochester Shoe 
Style Show which will be held at the 
Powers Hotel, January 5 to 10, were 
discussed and Clarke B. Rowley, chair- 
man of the executive committee, report- 
ed that six new exhibitors had been 
signed up during the week, and that 
Convention Hall had been leased for 
the evenings of January 7 and 8, for a 
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high class display of shoes on living 
models. 

Henry Utz, Jr., representing Utz & 
Dunn, was admitted to membership. 


EARL STANLEY GEERER 


Appointed Sales Manager of Moore- 
Shafer Shoe Mfg. Company 


The Moore-Shafer Shoe Manufac- 
turing Company of Brockport, N. Y., 
announce the appointment of Earl 
Stanley Geerer to the position of sales. 
and advertising manager. For the past 
year Mr. Geerer has been connected 
with this firm in the position of assist- 
ant sales and advertising manager; the 
new position comes as a reward for 
results already produced. 

Previous to his connection with the 
Moore-Shafer Shoe Mfg. Company, 
Mr. Geerer served with the U. S. 
Heavy Artillery in France. 


FIVE NEW LASTS 


Hoyt Salesmen Report to Factory 
for Spring Samples 


Salesmen for the F. M. Hoyt Shoe 
Company, Manchester, N. H., are re- 
porting at the factory for their Spring 
samples. The company has chosen for 
the 1920 trade five new lasts which are 
along more conservative lines than the 
footwear made by this firm last year. 

Most of the new patterns were sub- 
mitted by the force of salesmen. The 
trend is toward the straight English 
last of 1919, but with a broader toe. 
The factory is now starting to put out 
the new styles and salesmen will be 
ready for the road on February 1. 


NEW BABY GIRL 
At Home of Will W. J. Zepp of Ot- 


tumwa, Iowa 


Will W. J. Zepp, popular salesman 
for the Peters Shoe Company, who 
makes his home in Ottumwa, Iowa, 
boasts of a new baby girl in the family. 


New Shoe Stores 


F. S. Hoese, Allentown, Penn. 
Bruson Bootery, Barberton, Ohiv 
J. E. Timmons & Sons, Sebree, Ky., 
shoe department. 
Howard Boone, Shoe Department, 
Salyersville, Kentucky. 
Rice & Rice, Shoe 
Salyersville, Kentucky. 
Siegel’s Store has recently opened @ 
shoe department at Auburn, Illinois. 
Burkemont Bee Hive, Shoe De- 
partment, Morgantown, North Carolina. 
R. Harry Smith opened an exclusive: 
shoe store in Oxford, Michigan, re- 
cently. This is known as the Quality 
Shoe Shop. 


Department, 
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1820-1990 


( (1 LB Fvans’Son Company } 


SHOEMAKERS FOR OVER ONE HUNDRED YEARS 


A LEADING STYLE 


FROM OUR LINE OF WOMEN’S 
x MEDIUM GRADE TURN OXFORDS 
PATENT RAMONA == . AND PUMPS. 


4 Louis Wood Heel 
Turn 


L.B.EVANS’SON CO.: - + WAKEFIELD, MASS. 


BOSTON OFFICE - . - #10 SUMMER ST. 



































Women welcome the 
embodiment of exquisite 
workmanship in their 
footwear. 





OMEN notice, upon close inspection of SICONY Footwear, 
the results of exquisite workmanship. They notice the 
general thoroughbred appearance it gives—incomparable 

to the cheaply made shoe. 





There is no real competition for the merchant who carries shoes 
of sound quality throughout, for sound quality means true economy 
to the consumer today. 


Merchants attending the National Shoe Retailers’ Association 
Convention in Boston, January 12, 13, 14 and 15, are cordially 
invited to visit our exhibit, Booth 90. 


K.M.STONE IMPORTING CO. 


12-14-16 East 22nd Street New York 
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SHOE OF QUALITY 
IK. 





5 Turn Theo Tie 





An 
Everyday 
Seller 
all over the 
United 
States 
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BOOTH NO. 91 


See this and al] our other attractive shoes at the Convention Show. 


Above is Style No. 3991. Made up of Black Kid _ 
on our modified French Last with Full Louis Heel. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 


WARREN H. TUCKER CHARLES L. MARKS J. B. LAUGHLIN LARRIE H. SASS 
In New Englan Eastern City Trade and Throughout the Middle West On the Pacific Coast 


, d 
Office at 183 Essex St., Bosten Southern Territory with 
New York 
1008 Marbridge Building 
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CA GANUARY Rm o 
Booth No. 122 Tigh Grade Shoe &) 


Ready for Immediate Delivery 














A New ‘“‘Whitman Special”’ 
Shoe 
IN STOCK 


Stock No. 33 


a 
; 
5 
z A Dark Mahogany Calf Bal. 
3 Whole Quarter, Thirteen Iron 
5 Single Sole, “VAN DYKE” LAST 
3 
: 
: 


No. 33, 8-8 inch heel. (Perforated 
Tip, Vamp and Quarter to match.) 
Sizes 7 to 11-A; 6 to 11-B; 5 to 
11 on C and D. 


ee eM en me eth 


FINE SHOES FOR MEN AND WOMEN 


Stock No. 402 
Dark Mahogany Calf Bal. 
LORRAINE 
LAST 


Perforated Vamp 

Imitation Tip, 

Small Invisible 

Eyelets to Top 

L Last 

1%-Inch Heel 

Sizes: AAA, 5-8%; AA, 44-8; 
A, 4-8; B, C and D, 3-8. 


: WHITMAN & KEITH COMPANY 
: Designers and Makers of Men’s and Women’s Fine Shoes 


BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO SAN FRANCISCO 


LL SMe Mt TT eh 


SOOM LHL ML HMMM eniiiieniuiiiem i itt 





Dec. 27, 1919 BOOT AND SHOE RECORDER 


THE PERFECT 
OPERA PUMP TO AN EARLY — 


SEASON 
BE WORN 
WITH SPATS SUGGESTION 


SEAMLESS 
WITH 
IMITATION 
TIP 


IN STOCK 


2090. Gun Metal Opera Pump A, B, C...... $8.00 
2095. Russ Calf * * A, B, C...... 8.00 


Goodyear Welt 414 Inch Vamp 
Cuban Heel 





W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +: +: PHILADELPHIA 
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TRADE MARK REG. U.S. PAT. OFFICE 


























ROCHESTER STYLE SHOW 
POWERS HOTEL JANUARY 5th TO 10th 


FOLLOWING THE USUAL CUSTOM, OUR LINE WILL BE 
ON DISPLAY IN ROOM 620. WE WILL WELCOME YOUR 


VISIT. 





BOSTON, MASS. JANUARY 12th TO 15th 


HOTEL ESSEX 


OUR MR. J. A. SCHWINGEL WILL DISPLAY THE FAMOUS 
KREEP-A-WA LINE AT THE HOTEL ESSEX DURING THE 
ABOVE DATES. BE SURE TO SEE IT. 





“THE SLIPPER BEAUTIFUL” 


_ BLUM SHOE MANUFACTURING COMPANY 


Dansville New York, 
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READY TO SHIP 


Every one is a buy, but take your choice and order early. 
You’ll be able to turn your money easily, and quickly, and 
take a good profit. All “Wright” shoes have quality and 
value built into them, so you may feel assured of satisfying 
every purchaser. 
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PRICE LIST OF IN-STOCK 
SHOES 


Description Style Last 


Danish Calf Brogue Ox. Brogue 
Ready for delivery February 1 


Cherry Red Brogan Bal. Aristocrat 
Cocoa Brown Bal. Torpedo 
Cordovan Brogan Bal. Over the Top 
Cocoa Calf Brogan Bal. Victory 
Cocoa Brown Calf Bal. Bingo 

Gun Metal Calf Brogan Bal. Aristocrat 
Patent Colt Dancing Tie Myopia 


Cocoa Brown Calf Bal. Victory 
Fawn Buck Top 
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The ARCH PRESERVER Shoe 
Cocoa Brown Calf, Bal., Custom Arch Pocmervets 


Gun Metal Calf, Bal., Custom Arch Preserver.. 11.50 
Black Glazed Kid, Bal.,Custom Arch Preserver, 11.50 
Black Glazed Kid, Blucher, Wide Arch Preserver, 

$11.50 


TERMS—2% 30 Days, Net 60 Days 
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No. 145 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
Y CHICAGO, Republic Bldg. 

S 


Y 
2a~ 


wo 





i) 


S222 








y 

I. 

ee 

4 7 VAAL ie 
Tim IAVA\AYA\YA\VA AYA 


~ 








198 BOOT AND SHOE RECORDER Dec. 27, 1919 


mem =“ Keith’s Konqueror” Wine 


CONVENTION 


N'S-R‘A Cordovan Bal a Winner 


BOSTON 

















At present price, $11.25, 


Don’t forget the our style No. 924, a 








date of the N. S. Wine Cordovan Bal on the 

R. A. Convention Dunlap last, is a buy that 

in Boston, January you ought to jump at. AA 7 

12, 13, 14, 15. to 11, A6toll, B,C, D5 

We will be there. to 11 . 
Order today 





THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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NATIONAL BANK OF BOSTON 













Your Business in Boston 


Will be greatly facilitated if you transact it 
through this institution, which offers you the 
most complete and efficient service in every 
department of banking. 


Deposits ; ' y $179,000,000 
Resources, over . $260,000,000 


Branch at Buenos Aires, Argentina 
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Chicago 


TREMENDOUS BUSINESS 


Precipitated by a Seasonable Holi- 
day Spirit 

The holiday spirit proved to be a 
boon for the retail shoe trade of Chicago 
after the lethargy, caused by industrial 
unrest, strikes, coal shortage and early 
closing. 

Business done in women’s, men’s and 
children’s shoes and footwear reached 
high proportions, and the merchants are 
all in accord in endorsing this season’s 
business as the most profitable as well as 
the largest from the standpoint of vol- 
ume of shoes sold and amount of re- 
ceipts taken in. Styles of all kinds went 
to make up the large volume. 


HOLIDAY GOODS FEATURED 


Stores Report Heavy Demand for 
Merchandise Certificates 

Local shoe merchants were in a unit 
in emphasizing the practical value of 
footwear as Christmas gifts and this 
idea through aggressive effort proved 
very successful. 

Felt slippers, fancy evening slippers 
in gold, silver, satin and silk for women, 
Juliets and other house slippers were all 
a factor in presentable gifts due to the 
attractive display they made in appro- 
priate boxes. 

Gift certificates were offered by all 
stores, and these provided for selection 
of staple footwear. 

The stores report that the demand 
for merchandise certificates has been 
enormous. 

WOMEN’S BOOTS 
Moving Well—Past Week Has Been 
Active One 

The past week has been an active one 
in the sale of all styles of shoes for 
women. Black kid continues to be the 
predominating style, with black suede 
a close second. Combinations have 
commenced to move in a number of 
stores in a manner which is very en- 
couraging. Brown calf boots with mili- 
tary heels are also very good sellers. 

Stores are experiencing no difficulty 
in moving any particular style of 
women’s shoes. 


LOW SHOES 


With Woolen Stockings Popular for 
Men and Women 

Despite the cold weather that has 
been prevailing for several weeks, local 
vogue is centering gradually and rapidly 
toward oxfords and woolen hose. This 
fashion is not only popular with the 
women, but the men also are assuming 
this style tendency. This condition has 


brought a great demand upon the local 
shoe stores for tan oxfords, and among 
these brogues have the predominating 
call. 

' Many of the men’s stores have com- 
pletely exhausted their stock of certain 
popular styles of oxfords. The stores 
which handle woolen hosiery report 
difficulty in securing this merchandise 
to meet with the favor which it is hav- 
ing. 

WHOLESALE TRADE 


Increase of 30 to 150 Per Cent Over 
Business of 1918 

The wholesale houses at this time of 
the year are completing adjustment of 
their stocks and cleaning house for 
Spring business. 

Many of the establishments are now 
working on catalogues to be sent to the 
trade after the first of the year. Every 
house in Chicago reports a volume of 
business that exceeds an increase of this 
year’s business of from 30 per cent to 
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over 150 per cent, as compared with 
that of last year. 

The wholesalers have all established 
a big record for business this year, 
which is not only due to the conditions 
that have existed, but also to the un- 
usual foresight that these houses have 
used in anticipating and meeting the 
needs of the merchants. 

All are very optimistic in regard to 
the successful condition of the shoe 
business for the forthcoming season, 
and all are prepared adequately for a 
tremendous volume in all the popular 
Spring styles. . 


HOME FOR HOLIDAYS 


J. H. Wichman Has Returned from 
Far West 
J. H. Wichman, vice-president of th 
Smith-Wallace Shoe Company, made a 
trip to the far West to visit his father 
and mother who reside at Santa Ana, 
Cal. While Mr. Wichman was away he 
studied conditions in the western terri- 
tory, in which the Smith-Wallace Shoe 
Company is enjoying a nice business. 
Mr. Wichman returned to Chicago in 
time for the holiday season. 


West Virginia 


FAIRNESS IS PLEA 


Norvell Explains Goods Are Scarce 
and ‘‘Fair Prices’’ Misleading 

The public is entitled to fair play in 
the matter of prices on all necessities of 
life. Protection from exorbitant profits 
is manifestly fair and just, but on the 
other hand the consumer cannot be 
fairly dealt with through false predic- 
tions of falling prices. 

This opinion has been expressed by 
John E. Norvell, president of the Nor- 
vell-Chambers Shoe Company of Hunt- 
ington, W. Va., in reference to the pro- 
posed organization of fair price com- 
mittees and the published list appearing 
in press dispatches of prices quoted as 
“fair” by a certain city’s committee 
with the approval of the merchants 
there. Mr. Norvell is content that 
there should be such committees named, 
but insists that in fairness to producer, 
dealer and consumer, these committees 
should be both fair and efficient, and 
announce their findings only after 
analysis of each particular situation. 

“It is nothing to me,” said Mr. Nor- 
vell, “as our difficulty is not in selling 
shoes. We can sell every pair of shoes 
we can get and could seil many more. 
By this I mean every pair of the kind 
the public demands. But I do believe 
that the public ought to understand the 
situation of the retailer who faces not a 


falling but a rising market. Last year I 
predicted the present situation in re- 
gard to the price of shoes. And I am 
not trying to get people to buy shoes 
when I say that there is no present 
prospect for a decline in shoe prices. 
The supply is lower than the demand.” 

Mr. Norvell reiterated his statement 
made in a former interview to the effect 
that the people are refusing to buy 
cheaper grade shoes. They demand the 
best and refuse to take anything else. 
Consequently, he said, there are now 
available hides and leather stocks which 
might be made up into cheaper shoes if 
people would wear them. On the 
whole, however, he sees no general relief 
from present conditions until, by some 
means, a higher production and a 
lessened consumption may be brought 
about. 

In the meanwhile, in justice to buyer 
as well as seller, he is inclined to pro- 
test strongly against the publication of 
“fair price” lists which are arbitrary. 
Such lists, he thinks, should range from 
a minimum to a maximum figure for 
each item, or specify the quality and 
style of an article purchasable at the 
figure named. As for a certain list he 
had seen, he said that it is impossible for 
the jobber to purchase dress shoes for 
men from the manufacturer at the figure 
fixed as “‘fair’’ for the retailer. 
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The NEW DAINTY STYLES 
for Spring 


Style 256 





256—Patent Eyelet Tie, Leather Louis Heel, 
Flexible McKay, A-D $6.00 
257—Black Kid Eyelet Tie, Leather Louis 
Heel, Flexible McKay, A-D $6.50 
Similar styles with Cuban heels. 
266—Patent Fedora, Cel. Louis Heel, sor 
McKay, A-D $6.7 
265—Same in Black Kid, A-D ‘ 
267—Same in White Kid, A-D......... $6.50 
277—Mahogany Calf Oxford, Cuban Heel, 
McKay, AD. 
269—Same in Gun Metal, Im. Tip (no pert.) 
A-D $6.50 


266-—Same in Patent Leather, Im. Tip x~ 
perf.), 50 
291— ae Pump, Cov. Full Louis ae, 
Turn, A-D $5.7 
290—Same in Dull Kid, A-D 

246—Patent Pump, Leather Louis Heel, Mc- 
Kay, A-D '$5.50 


Style 266 


IN-STOCK NOW! 


Our Line Will Be Shown 
at the 
CHICAGO SHOE 
EXPOSITION 
January 5-10 


Room 413 
By M. E. WILLIAMSON 





Kersey, 9-in. Spat, Bution, Congested 
Strap, per doz $26. 
Colors—Light Fawn, Medium ian 
Kersey, 9-in. Spat, Button, Ca 
Strap, per doz 

Colors~-Light Fawn, Brown. 

Felt, 9-in. Spat, Button, one-half == 
cut, per doz $16 





Colors—Light Fawn, Medium Gray, 
Brown,Dark Fawn, Pearl Gray, Black. 
Felt, 10-in. Spat, Button, Straight 
Cut, per doz $15.50 
Colors—Light Fawn, Medium Gray, 
Brown, Dark Fawn, Pearl Gray. 

Felt, 9-in. Spat, Button, a a. 


olors—As above. 








The Boardman 


Shoe Company 





245—Same in Dull Kid, A-D 
Similar Styles in Low Heels. 

















564 Atlantic Avenue - 


Boston, Mass. 














Coming to the Convention? 


Stop at the “Hssex’’ 


Leading hotel for the shoe and 
leather tradesmen. Time now to 
make reservations for rooms dur- 
ing the big days in January. The 
N. S. R. A. has planned for the 
greatest convention in its history. 


400 ROOMS—300 BATHS 
$1.50 4 DAY AND UP 


The Essex Hotel Co. 


ATLANTIC AVE., ESSEX AND EAST STS. 


Boston, Mass. 


McCARTHY BROS., Proprietors 


SEE EERE ESEIS EERE 
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Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the . outh 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 


























